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Selected from 


The Benj. Allen & Co. 
Catalog 


Semeone in your community is going to do a great volume of 
gift sales this month. It might as well be you! 

The Benj. Allen & Co. Catalog features hundreds of attrac- 
tive gifts for the June bride... gifts of instant appeal and fine 
quality. You could not possibly keep them all on hand... 
yet our prompt service makes them immediately available. 
Buy the way today’s dealers have found most economical, 
most profitable . . . use the Benj. Allen & Co. Catalog, the 
“Jeweler’s Right-Hand Man”. 


BENJ. ALLEN & CO., inc. 


The Silversmiths Building 
10 SO. WABASH AVE. CHICAGO, ILLINOIS 
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“D 7 
erhaps just too 
many of us in the jewelry business 
are good watchmakers and poor pro- 
moters,” philosophized J. B. Rodgers 
of Pasadena, Calif. “These are the 
days when a man must be a good 
watchmaker or a good business man. 
There is apparently no _ middle 
ground. In life we must all be fisher- 
men and go after what we want to 
catch. Lots of us just let all kinds of 
promotion possibilities go right by 
us, because we do not like to ‘bother’ 
with them. Perhaps we never will 
be rich in the material sense, but we 
will be rich in experience and in the 
satisfaction of knowing the kind of 
work we turn out.” 


© > 
4d 
South Africa is 


in the midst of a boom, unemploy- 
ment among the whites just doesn’t 
exist, money is being spent freely, and 
jewelry sales are better every day,” 


a 


says Lawrence Katz who is associated 
with the firm of Katz & Lourie, Ltd., 
Johannesburg, Union of South 
Africa, who came to the United 
States last month to buy watches, 
clocks, platinum and gold settings 
and novelty jewelry. 

“American manufacturers of jew- 
elry and other articles have a tremen- 
dous opportunity at the present time 
to capture a large slice of the world 
market,” says this buying emissary 
from a land which produced nearly 
a million ounces of gold during 
March. Katz & Lourie now im- 
ports more than half of its merchan- 
dise from the United States, with 
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silverware the chief exception. South 
African jewelers can buy that a great 
deal more cheaply in England. 

American products are so readily 
accepted, Mr. Katz said, that his firm 
sold $100,000 worth of an American- 
made watch during the last two years. 

The firm of Katz & Lourie, largest 
wholesale jewelers in South Africa, 
is a subscriber to THE JEWELERS’ 
CiRCULAR-KEYSTONE. “We've done 
business for years with CrRCULAR- 
KEYSTONE advertisers,’ said Mr. 
Katz, “and were introduced to the 
makers of some of our best-selling 
wares through the advertising col- 
umns of that journal.” 
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; rw of the 
nation owe a debt of gratitude to the 
manufacturers of Lucky Strike cigar- 
ettes for the striking way this tobacco 
company adorns the beautiful girls 
with jewelry in their advertisements, 
in the opinion of William T. Graf- 
ner, son of Emanuel Grafner, of 
Grafner Bros., wholesale jewelers of 
Pittsburgh, Pa. Picking up a recent 
copy of House Beautiful, Mr. Graf- 
ner turned, with a feeling of pride, 
to the Lucky Strike advertisement, 
beautifully executed in a number of 
colors, which showed one of the 
charming models wearing an attrac- 
tive neck clip, ring and bracelet. In 
his opinion, this is great promotional 
work for the jewelry trade, for it 
“stops” any reader, and after all, an 
advertisement has to be read to be 
effective. Many of the other large 
advertisers are doing this very same 
thing, according to Mr. Grafner, in- 
cluding the manufacturers of Sea- 
gram’s liquors. In the industrial field, 
it is not at all uncommon for many 
large advertisers to employ “the 
proper atmosphere” around the equip- 
ment they are selling. Undoubtedly 
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The photograph of lovely Marian Marsh, 
shown on the cover of this issue of THE 
JEWELERS’ CIRCULAR - KEYSTONE,  ex- 
presses the June wedding spirit. Miss Marsh 
will next be seen in the Columbia picture, 
“Queer Money.” An intricate lacing of pearls 
forms a tiara for a long tulle veil in the 
gorgeous bridal outfit the actress wears. Her 
wedding gown was created by Lang. It is cut 
along medieval lines and is fashioned of deli- 
cately veined reversible silver lamé. The pho- 
tograph is by Ray Jones, Columbia artist. 








some of the other large advertisers, 
such as Coca Cola, could be per- 


a. ==! 


suaded to ornate some of their models 
with modish jewelry pieces. Many of 
these companies are spending millions 
of dollars annually for magazine, 
newspaper and bill-board advertising. 
It would seem to be a thought worth 
cultivating. 


e 
A very definite 


improvement in the retail jewelry 
business in the cities of San Fran- 
cisco and Los Angeles is noted by 
K. Ikeda, general manager for 
K. Mikimoto, who is in this country 
making a tour of some of the larger 
cities. —There has been an interval of 
three years between this and _ his 





former visit, so Mr. Ikeda is in a posi- 
tion to make positive comparisons. In 
addition to attending to business he 
will be at Atlantic City during the 
Rotary Club convention this June as 
he is one of the sixteen Japanese 
delegates. : 

In speaking of trade conditions, 
from his Los Angeles office, Mr. 
Ikeda said, “Since retail jewelers 
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have commenced to make a serious 
study of gemology, a much keener ap- 
preciation of pearls, especially cul- 
tured pearls, is being accorded. How- 
ever, we in the jewelry trade have a 
very definite duty to perform, that of 
educating the public to a keener ap- 
preciation of the true worth and 
beauty of pearls. We find many defi- 
nite indications of a trend for pearls 
by women who appreciate their 
warmth and luster. I find in this 
city and more especially in Holly- 
wood, considerable more interest in 
cultured pearls than has been experi- 
enced in many years. Releases from 
moving pictures in the making, like 
those having a historical background, 
such as ‘Romeo and Juliet’ and 
‘Mary, Queen of Scotland,’ in 
which many jewels, especially pearls, 
are featured is found to have a con- 
' siderable influence all over the world 
in popularizing fine pearls.” 


© © 
“When asked for 


* an expression of his opinion as to the 
use of the word “semi-precious” as 
descriptive of a gem stone, Sydney H. 
Ball of the mining engineering firm 


of Rogers, Mayer & Ball, New York, - 


said: “I have for a long time felt 
that the use of the word ‘semi- 
precious’ was inadvisable. A thing 
is either precious or it is not precious 
and the word ‘semi-precious’ means 
absolutely nothing, notwithstanding 
the fact that it has existed in litera- 
ture for many, many years. From the 
jeweler’s standpoint, I think that the 
use of the word is particularly unfor- 
tunate as we all expect to find in a 
jewelry store commodities of high 
value. A number of the leading mem- 
bers of the jewelry trade feel as I do 
regarding the use of the word ‘semi- 





precious.’ I would like to see the term 
‘semi-precious’ dropped from future 


publications regarding precious 
stones.” 

o > 

Endnining old gems 


makes friends and money for Wiss 
Sons, Inc., 665-667 Broad St., 
Newark, N. J. “In most any jewel 
box,” says a recent advertisement of 
that concern, “there are treasures that 
have been laid away because they are 
no longer in the full flower of fash- 
ion. Our artist craftsmen can reclaim 
these cherished possessions by fashion- 
ing them in accord with the best 
thought of leading stylists, at surpris- 
ingly little cost. In addition to our 
stock of solitaire mountings we offer 
the service of special designs and esti- 
mates without charge or obligation.” 
Artist’s sketches show the gems be- 
fore and after, with an old-fashioned 
sunburst or chatelaine contrasted 
with an up-to-the-minute clip or 
brooch of white gold or platinum, the 
same gems which were used in the 











former pieces ornamenting the latter. 
The Newark jewelry firm has fea- 
tured its remounting services since 
last fall and recently did a job that 
amounted to several thousand dollars. 
Not infrequently, says H. V. Paul, 
manager of the store, a customer will 
bring in an old jewel and purchase 
several new gems for the built-to- 
order modern piece. 
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[ am greatly pleased 


to learn of THE JEWELERS’ CiRCU- 
LAR-KEYSTONE’S agitation for a uni- 
form list to be adopted by the Amer- 
ican National Retail Jewelers’ Asso- 
ciation in an effort to remove the 
present confusion in wedding anni- 
versary lists, and to give authority 
to the one approved,” said Emil W. 
Kohn of Theo. A. Kohn & Son, Inc., 
608 Fifth Ave., New York. 

“The confusing differences in the 
lists now used have a tendency to de- 
tract from the traditional significance 
of the sentiment. We should have 
one universally accepted, which may 
then be considered authentic. 
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“IT compiled the list we are ys 
today, 47 years ago, but we should 
be the first to accept a list which the 
A.N.R.J.A. might propose. I pot. 
a number of instances where my selec. 








tions conflict with those in other lists, 
but I should be glad to make conces. 
sions in any of those instances, 

“It would be advisable, however, 
to hold to tradition where the anni- 
versary gift suggestion is well estab. 
lished through general usage, such as 
silver for the 25th and gold for the 
50th anniversaries. It would be 


foolish to attempt to buck tradition . 


there, and would work against our 
own ends. 

“I am in accord with the sugges. 
tion of changing diamond, to make it 
the gift for the 60th rather than the 
75th year. It is nearly a physical im- 
possibility for both members of a 
union to attain the age when they can 
celebrate their 75th wedding anniver- 
sary, but quite frequently the 60th 
anniversary occurs. 

“To the suggestion that the jew- 
elry trade delegate itself to compile 
a list of gifts handled exclusively by 
jewelry stores, I am unalterably op- 
posed. I believe we should make no 
changes whatsoever in the list for the 
first five years. 

“T had listed garnet and topaz for 
the sixth and ninth years, respectively, 
but I would be agreeable to changes 
in these instances. 

“The -same situation which today 
exists in the matter of wedding anni- 
versary gifts prevailed with birth- 
day stones until eight or ten years 
ago when an effort made by the 
A.N.R.J.A. culminated in the adop- 


tion of our present list.” 
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A certain section 
of the people began to think they 
could not obtain credit in any jewelry 
store save through the ‘down-payment 
plan’ so we decided to advise them we 
have been selling responsible people 
jewelry on credit for the past sixty 
years,” is the reason given by J. Jes 
sop & Sons, San Diego, for adding 
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the line “Convenient Jessop credit” 
to their advertising. 

“There are many polite ways of 
suggesting credit,” Mr. Jessop went 
on to state, “without giving any defi- 
nite terms or plans in the publicity. 
With us, we do not emphasize credit 
selling. Once in a while we will have 
a signed contract with some new ac- 
count, where the person has not lived 
in the city long enough to have an 
established credit standing that satis- 
fies our rather rigid requirements. A 
very flexible credit system is in oper- 
ation here, which depends entirely on 
the person with whom we are deal- 








ing. The best plan, we find, is to ask 
the customers to suggest their own 
terms. This usually results in much 
better terms being offered than we 
ever dared to ask.” 


e 


A talk given by 


Howard Williams of Cincinnati, dis- 
play consulant, can well be considered 
by retail jewelers in the arrangement 
of their wares used for window dress- 
ing purposes. Mr. Williams, talking 
before the Kiwanis Club of Cincin- 
nati said: 

“My advice to merchants in ar- 
ranging their store windows is to 
dramatize their displays; to tell a 
story with the goods they have to sell ; 
and where possible it is a good idea 
to throw in a love interest or some 
other human interest. Good window 
displays,” Mr. Williams said, “should 
go hand in hand with advertising and 
there is no conflict of interest between 
the two.” He cited figures of the 
National Retail Dry Goods Associa- 
tion, showing that 66 per cent of all 
the money used by retail stores of the 
nation in promoting their sales is 
spent in newspaper advertising and 
that the next greatest amount, namely 
10 per cent, is spent on displays. 

He also said barter and trade had 
its inception in the early beginning of 
the race thousands of years ago when 
a skilled primeval hunter displayed 
the animals he killed, while another 
tribesman, skilled at raising crops, 
saw them and exchanged some of his 
grain for the meat and furs. 

“The Phoenicians, famed for mak- 
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ing the royal blue coloring of kings’ 
robes out of a gland from fish, took 
displays of their gorgeously colored 
robes to the kings—and sold them. 
The eyes of today have been trained 
to accept the beauty of design and 
color in modern merchandise.” 


o © 


F rancis A. Keating, 
president of the Grogan Company, 
prominent retail jewelers of Pitts- 
burgh, believes that better business is 
in store for the jewelry trade. Re- 
turning from the East where he con- 
summated fall purchases, Mr. Keat- 
ing informed a representative of The 
JEWELERS’ CIRCULAR - KEYSTONE 
that he was not only impressed by the 
better feeling in the trade, but more 
particularly by the introduction of 
many new lines of merchandise. “We 
have not reached the point where the 
very high-priced merchandise can be 
sold,” he averred, “but if the last eight 
months of the year are as good as the 
first four, we will all make some 
money.” Pointing out that there is a 
lot of jewelry which can be sold at 
prices ranging up to $1,000, Mr. 
Keating feels that it is a healthy sign 
when so much new, attractive mer- 
chandise is coming into the market. 





OPPORTUNITY AHEAD! 


—Friend Frank Romer of Washington writes: 


“The head of the Pennsylvania Railroad 
refused Westinghouse a trial of his Air- 
brake. A Rochester electrician declined 
ten dollars in stock for each of six hundred 
dollars Alexander Graham Bell owed him, 
when the inventor of the phone offered to 
pay the bill with what later would have 
grown to a hundred thousand dollars’ in- 
terest in the Bell Company. Napoleon de- 
clined to take any interest in Fulton’s 
steamboat. Queen Elizabeth denied William 
Lee, the clergyman inventor, a patent. on 
his knitting machine because it would put 
om dependent upon hand-knitting out of 
work.” 








—There is no miracle man who can truthfully 
say that he has taken advantage of every 
opportunity that has tapped at his door. 

—And most men can tearfully or grinfully 
confess that they have passed up more than 
one “chance of a lifetime.” 

—But that bad history of past experience 
should not create an inferiority complex. 
—On the contrary, it should make us all the 
more alert to gain a strangle-hold on Dame 
Fortune next time she pokes her nose in 

our direction. 

—For today’s opportunities are great! 


President. 








People, today, are looking for new 
things, he averred, i.e., the demand 
for Venetian blinds which is now 
sweeping the country. Personally, Mr. 
Keating would rather make 50 one 
thousand dollar sales than one $50,- 
000 sale, as in “the good old days,” 
for it brings more people into the 
stores and presents a better oppor- 
tunity to show some of the beautiful 
new merchandise. He is optimistic on 
the immediate outlook. 


® 


Said Arthur H. Dibbern, 
Glendale, Calif., regional vice-presi- 
dent of the American National Retail 
Jewelers’ Association,“ How is a retail 
jeweler to take his place in the new 





business world if he is not fully in- 
formed? There is only one way in 
which he can get this well rounded 
information about his trade and that 
is in his trade journal, so he must take 
his JEWELERS’ CiRCULAR-KEYSTONE 
reading seriously. Every retail jeweler, 
in the interest of self-preservation 
alone, should thoroughly read his 
trade journal from cover to cover and 
then reread it for the vast amount 
of factual information contained 
therein.” 
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Edward L. Lloyd, 
Chief of the Market Data Section of 
the Marketing Research Division of 
the Bureau of Foreign and Domestic 
Commerce of the Department of 
Commerce, Washington, D. C., asks 
the cooperation of jewelers in those 
states in which the retail sales report- 
ing program is in effect. The states 
in which this retail sales reporting 
program is now in effect are Illinois, 
Indiana, Wisconsin, Texas, Okla- 
homa, New Mexico, Colorado, Wyo- 
ming, Ohio, Missouri, Kansas, Ar- 
kansas, Iowa and Nebraska. “For 
the last eight states,” says Mr. Lloyd, 
“we have not as yet issued public re- 
leases, but hope to do so within a 
very short time.” The April issue 
of THE JEWELERS’ CircuLaR-Key- 
STONE called attention to this work 
and strongly urged retail jewelers to 
cooperate. 




















The zircon, for some 
inexplicable reason, appears to have remained almost un- 
known in the United States until very recent years. In 
an academic sense, students of gems were undoubtedly 
familiar with its older names of hyacinth, jacinth, and 
jargoon, but the gem itself rarely made its appearance, 

Oxide of zirconia was first obtained by the German 
chemist Klaproth in 1789, and it was quickly identified 
with the gem hyacinth. To those who have maintained 
that the gem itself was discovered in that year it is only 
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by 
CECIL A. ALLEN 


Zircons are worn by 
Siam’s exotic dancing 
girls, photographed 
in Bangkok by Mr, 
Allen. Below — The 
Chang Temple at 
Bangkok, with two of 
its grotesque statues, 


necessary to point out that it was not the gem, but the 
oxide, that was then discovered. The confusion merely 
lies in a failure to distinguish between the two. 

The antiquity of the zircon cannot be disputed. It was 
known, under one name or another, as far back as about 
1600 B.C., and wherever it was known it has been highly 
prized. The Greeks, connoisseurs of beauty, preferred it 
as their favorite gem during the two centuries of their 
greatest achievements. Two hundred and_ twenty-five 
years ago it was one of the most popular gems in Europe. 
It is mentioned in both the sacred and the secular writ- 
ings of Jew, Christian, Mohammedan, and Hindu; and 
it has been used as a talismanic charm by many races for 
many centuries. 

A gem with such a history must, of necessity, possess 
certain intrinsic qualities. The luster of the zircon is 
usually described as adamantine, though some authorities 
give it as ranging from adamantine to vitreous. The 
material is capable of taking a very high polish so that, in 
its colorless variety, together with its wide dispersion, the 
zircon more closely approaches the diamond than does any 
other gem. The hardness is 7.5, sufficient not to be 
scratched by the dust in the air which, together with 
careless handling, are probably the two greatest enemies 
of most gem-stones. The specific gravity ranges from 4.0 
to 4.8, the highest of all gem-stones commonly used in 
jewelry. The refractive index is 1.79 to 1.995, in which 
characteristic the zircon is surpassed only by the diamond. 
In birefringence, .044 to .062, the zircon gives place only 
to sphene; and in color dispersion, .038, it again ranks 
next to the diamond and fourth among all gems, the two 
highest, demantoid and sphene, being uncommon and not- 
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in general use in jewelry. The fracture is conchoidal ; 
the cleavage is imperfect; it belongs to the tetragonal 
system; and the common habit is a square prism termi- 
nated at both ends by a square pyramid. 

The color range of the stone is extraordinary. From a 
light honey-yellow, the zircon runs the whole gamut of 
yellows into the browns, and through every conceivable 
shade of that color down to a red. It also comes in the 
purest of white, as well as white slightly tinged with 
blue, yellow, and brown; and in a blue of a quality found 
in no other gem. 

My experience has been solely with the Siamese mate- 
rial and I believe it best, in these few observations, to 
keep closely to what I know from that experience rather 
than to consolidate information culled from texts which 
may be obtained by any interested person at almost any 
library. 

The “Siamese” rough, for the most part, is not now 
obtained from mines within the borders of Siam, though 
that country was a large producer until a few years ago. 
The principal source today is in French Indo-China, in 
a region difficult of access, about 270 miles north and east 
of Pnom Penh. 


The rough mined in this district is in the nature of 


A gilt Buddha lent interest to 
this recent $10,000 display of 
fine zircon jewelry at the Kay 
Jewelry Co., Inc., Waterbury, 
Conn. 


tolled pebbles, a large percentage showing some crystal 
faces; but I have never seen a well-formed crystal though 
I have standing instructions to send it to me if one should 
appear. From this I should say that if one were found 
with good faces and terminations it would be quite the 
exception. 

All the rough is heat-treated, and no one can tell 
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beforehand what the quality of the cut gems will be. 
The heating process is too lengthy to be described in 
detail here; but a knowledge of the particular mines from 
which the rough has come is of great importance, for that 
from some mines cannot be changed into blue, and that 
from others cannot be decolorized into white. In addition, 
that from certain mines gives a higher percentage of 
stones of good color than that from others. 

As a general rule stones which at, say, 1200 degrees 
Fahrenheit would become blue, will turn yellow or brown 
if this temperature is much exceeded. To decolorize 
stones entirely, the pale blues and the pale yellows are 
covered with a mixture containing silver nitrate and 
given a very intense heat. I cannot say what the temper- 
ature of the charcoal stoves used in Siam is, for none have 
pyrometers attached, but in an electric furnace I have 
decolorized the rough at between 2000 and 2200 degrees 
Fahrenheit. The rough may be decolorized by an in- 
crease in temperature only and without the use of chem- 
icals, but the quality is usually rather poor. 

There appears to be a general misapprehension con- 
cerning the production of blues. The statement has been 
frequently made that all blues are obtained by exposing 
the rough to the fumes of potassium ferricyanide and 
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Below: A dealer in 

zircon rough, viewed 

“at home” in his shop 
at Bangkok. 





cobalt nitrate. I am not in a position to comment on the 
practices of dealers outside Siam, or the laboratory ex- 
periments of others; but I shall mention one or two - 
things which convince me that nothing but the heat of a 
charcoal stove is used in Bangkok. 
The first of these is that I have witnessed the process 
(Please turn to page 47) 








STUDY of various wedding 

anniversary lists shows that 
there is a surprising lack of uniform- 
ity in many of these lists and it would 
seem that one should be adopted 
which could be standard in the jew- 
elry stores of the nation. Where one 
jeweler’s record gives paper as the 
first anniversary gift, another names 
cotton and a third, nickelware, while 
other discrepancies are noted in dif- 
ferent compilations. The dictionary 
lists are either incomplete or do not 
agree in full with the W orld Almanac 
and other sources of information. 

It has been suggested that a care- 
ful check-up should be made and a 
definite list adopted. The confusing 
differences noted have a tendency to 
detract from the traditional signifi- 
cance of wedding anniversary gifts. 
One prominent retail jeweler said in 
this connection, “Our list was com- 
piled nearly 50 years ago, but we 
would be willing to accept a list 
which the American National Retail 
Jewelers Association might propose.” 

In our opinion, it would be most 
advisable to hold to tradition where, 
as for instance, the silver anniversary 
at 25 years or the golden anniversary 
at 50 years, has long been accepted 
by the public at large. To try to sub- 
stitute products of the jewelry trade 
for every anniversary would, in our 
opinion, be most unwise. It would 
defeat the very object in mind by giv- 
ing people the idea that the whole 
plan is based on a selfish motive. 
Where the anniversary selections now 
commonly in use are definitely fixed 
in the public mind, no change, in our 
opinion, should be made. 

The same situation found today in 
the various wedding anniversary gift 
lists prevailed in the birthstone list 
until definite action was taken by the 
American National Retail Jewelers 
Association, some years ago. The an- 
nual conventions of the National 
Association of Credit Jewelers and 
the American National Retail Jew- 
elers Association will be held in 
August and September of this year. 
We suggest that the subject be given 
consideration at that time and some 
definite understanding reached which 


will act as a future guide for retail 
jewelers. 
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Jewelers’ Conventions 


ORE annual meetings of state 
associations of retail jewelers 
affiliated with the American National 
Retail Jewelers’ Association were 
held in May than in any preceding 
month or will be held in any month 





Watch Imports Increase 


Since the signing of the reciprocal 
trade agreement between the United 
States and Switzerland, there has 
been a marked increase in the im- 
ports of watches and watch move- 
ments. Figures for March, which are 
now available, show that 124,510 
watches and watch movements, valued 
at $342,653, were imported of which 
124,280 were of Swiss manufacture 
and were valued at $340,720. Watch 
parts received here in March from 
Switzerland were valued at $55,641. 





to come during this year and so May 
can well be called the convention 
month. This unusual number is due 
to the fact that the weather is usually 
more suitable for such gatherings, but 
it works to disadvantage by causing 
an overlapping of convention dates 
which should be avoided whenever 
possible. 

During the past month conventions 
were held in Illinois, Florida, Mas- 
sachusetts, Michigan, Washington, 
Wisconsin, New Jersey and New 
York State. In addition to these 
gatherings, the Tennessee Watch- 
makers’ and Jewelers’ Association, the 
Delaware, Maryland and District of 
Columbia Association and the Horo- 
logical Institute of America met in 
annual sessions. 

It is logical to ask what real bene- 
fits are derived from these meetings 
aside from the opportunities afforded 
for meeting old friends and forming 
new friendships. This question is 


easily answered by reading the re- 
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ACROSS THE 






ports of these meetings in this issue 
of THE JEWELERS’ Cincuar-Kay. 


oe 


STONE. The programs have 
filled with instructive addresses and 
interesting discussions of questions ¢ 
importance to every retail jew 
but just how much you as an = 
vidual derive from such meetings de- 
pends in large measure on how m 
you do to help make your convention. 
a success. oak 
You are all wanted in association 
work. Your dues are needed, 
with your money you are also 
to contribute effort. You will learm 
from an interchange of ideas with 
other members of your association 
and acquire added respect for t 
and in giving your best efforts 
will benefit yourself and aid in @ 
worthy cause. * 
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Horological Gatherings | 


HE fifteenth annual meeting of 

the Horological Institute of Amer- 
ica held in Washington, D. C., May 
18, and the second annual gathering 
of the United Horological Associa- 
tion of America at Cincinnati, Ohio, 
April 27-29, reflected a spirit of co- 
operation which is worthy of special 
comment. It is a harbinger of greater 
benefits not only to the individual 
associations but to the entire watch- 
making branch of our industry as 
well. 

Officers of the two associations at- 
tended both meetings and appeared 
on the convention programs, bringing 
messages of good-will and expressing 
a desire to cooperate. This is as it 
should be because there is room for 
united effort in this direction. Both 
societies have opportunities to work, 
each in its own way, to advance the 
science of horology. 

The meetings served to clear up 
differences which had previously ex- 
isted and to pave the way to a more 
complete understanding on both sides. 
Any variances of opinion which may 
still exist will, it is hoped, be ironed 
out in such a way as to reflect to the 
benefit of both associations and create 
a stronger spirit of good-will. 
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Get Your Share of Bonus Sales 


THE payment of the bonus to World War veterans, which it is anticipated will begin on June 15, 
| will release a sum of money placed at $2,300,000,000, which will be distributed to every commun- 

ity throughout the United States. It is estimated that over $52,000,000 will be spent for home fur- 
nishings and personal purchases. 

This vast sum offers retail jewelers an unusual opportunity to attract many dollars in the next 
several months if they will make a special effort in this direction. They cannot, however, expect 

satisfactory sales results unless they do their part to invite trade to their stores. 

The payment of the bonus is a challenge to the jewelry trade to get its share of this big fund. 

The automobile dealer and many other alert merchandisers are already at work. Automobiles wear 
out and turn-in values constantly decrease. Home appliances, such as refrigerators and many other 
articles of utility, will please Mrs. Soldier as will a fur coat or new gowns but none of these offers 
the investment or enduring value of jewelry store offerings. A set of silverware, a high-grade watch 
or a piece of fine jewelry are a few of the articles which will not only give lasting service but will 
create pride of possession and be handed down from one generation to another. 

Here is where the jeweler has a big advantage over many other merchants. Will he take ad- 
vantage of this opportunity to point out to the public the advisability of purchasing his merchandise 
and, at the same time, not only enjoy a profitable business now but build for the future by adding 
new customers for years to come? 

The time to act is now. It is up to each individual jeweler. 
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THE BATTLE FOR THE BONUS 


By THE OBSERVER 


shouldn’t forget that June is the last big. volume month 
before the usual retail summer lull, and although in most 
stures it’s a bigger month than September, that fact is not 
generally realized. Department stores do 7.8 per cent of 
their year’s volume during June and then drop to 5.6 per 
cent in July—and as they go so goes the jeweler. 

Most important of all is that on June 15 Uncle Sam 
will release over two billion in bonus greenbacks to the 
family men of America at that age where the majority 
have families to spend on_and whose desire to spend has 
been so suppressed they’ll be attracted to stores selling the 
things they’ve long wanted, as flies to sugar. 

Statisticians penciling figures in the shadows at the 
Capitol have it all figured out just where the bonus 
money will go, but if you’ve even the vaguest idea regard- 
ing mass psychology you must know their dope-sheet will 
prove more theoretical than factual. 

Here’s how Washington figures it: 


DESTINATION OF THE DOLLARS 





34% $684,000,000 Investments, Savings, Uncashed Bonds 
269% 518,600,000 Homes—Farms and Equipment 
23.5% 470,500,000 Old Debts—Insurance—Mortgage Loans 
11.5% 229,900,000 Expenditures—Family and Personal 
5% 97,000,000 Automobiles—New and Trades 
100% $2,000,000,000 


Every jeweler’s had the experience of actually selling 
a diamond to a customer who came in for a $10 gift, and 
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it will work that way with the bonus. A friend of mine 
last week went in to have the oil changed in his 1935 V-8 
and came out with a 1936 sedan, a deluxe model, includ- 
ing a radio at that. 

Just picture what’s going to happen and get set for it. 
First, remember some of these single ex-soldiers will get 
married, for June accounts for over 12 per cent of the 
weddings without the extra motivation caused by the easy 
cash. Then realize America’s definitely going sports mad. 
See that your stock and display of strap watches, trophies, 
bracelet charms, and graduations gifts is enticing. Many 
doughboys have sons and daughters graduating within the 
month, and with the cash coming June 15, Mary and 
Johnnie are not going to be forgotten. 

As for new cars—well, you figure it out for yourself 
after I tell you new car sales in country towns increased 
65 per cent in ’35 over ’34, and 48 per cent in towns up 
to 10,000. Last year it was estimated 3,735,000 cars 
were sold and in the ’29 peak year only 5,621,715 were 
made. March ’36 was the best since 1929. It’s my guess 
you'll see more traffic on the road this summer than ever 
in history. Figure out how many Fords ninety-seven mil- 
lion will buy and think of them lined up bumper to tail- 
light on U. S. Highway No. 1. Ed Wynn will be the 
only one sticking to his horse. 

Jump to the family and personal expenditure column, 
about 230 million dollars, and then plot out a program by 
which you'll secure your proper portion of it. Bear in 
mind the wives of these veterans do 85 per cent of the 
buying and are a tremendous influence in all final selec- 
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MONEY IS ON 


tions. They help pick out hubby’s suit and hat, and in- 
variably pick the car and its color, although the husband 
holding this purse for a short time doesn’t like to have 
you know it. The facts are that in jewelry women buy 
55 per cent, men 25 per cent, and 20 per cent is bought 
jointly. You are assured there never will be another 
June with a greater sales potential for jewelers for years 
to come. 

There are many alluring new, smart items available 
today that will literally sell themselves if properly shown. 
Keep telling your patrons, by advertising, that true econ- 
omy is found in quality and you'll educate the habitual 
price-buyer, who is daily becoming less conspicuous. 

Quite naturally the eyes of every retailer are going to 
be coquettishly cast in the direction of the army of bonus- 
getters. The fight for the 11.5 per cent of the two bil- 
lion will be well worth watching. But jewelers should 
not be watching—they should be in for all they’re worth 
—first by advertising their wares, second by featuring 
them with windows keyed to appeal to army and navy 
eyes. Toy soldiers and sailors with small flags give you a 
hint. If I were a jeweler I’d outsmart competition by 
offering a 2 per cent discount for cash to all veterans 
through the month of June. Many a new customer could 
be made a long-time friend by such a generous gesture. 
Try it. 

Spending habits are changing as incomes increase. 
More semi-luxuries are being bought. Electrical gadgets 
that save time are selling today in larger volume—people 
are buying finer goods and going to the movies more often. 
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June 15—A red letter day for American busi- 
ness! More than two billion dollars’ worth of 
bonus checks will unleash the hugest con- 
centrated buying wave in the nation’s histery. 
Jewelers who offer bonus specials will sell 
more watches, rings, silverware and other mer- 
chandise. Advertising and window displays will 
help alert merchandisers win their business. 


Jewelers who employ local broadcast advertising should 
key their June continuity to these bonus bond-holders—for 
May figures from the Joint Committee on Radio Research 
state 22,869,000 families have receiving sets. Think of 
it—74 per cent of total families—not mentioning the 
three million auto sets—catching Kate Smith and other 
crooners as they travel. 

The jewelers who advertise the bonus specials steadily 
for the next 30 days will receive their business Croix de 
Guerre in the form of a better balance sheet ending the 
first half of 1936—all due to the bonus. 

Bonus bonds will be distributed by postmen at the 
homes of veterans beginning at 5:30 o'clock the afternoon 
of June 15, according to announcement by the Post Office 
Department, which is in charge of their disbursement. 

The task of delivering this registered mail is enormous, 
but veterans in remote areas will have their bonds by the 
afternoon of June 16. More than 410,000 bonds will be 
delivered in the Second Federal Reserve District alone. 
This includes all New York State, the 12 northern coun- 
ties of New Jersey and Fairfield County, Conn. In New 
York City 205,000 bonds will be issued. 

Veterans who wish to cash bonds at once may do so 
within about 24 hours after receiving the bonus. The 
procedure will be to have them certified by a judge, a 
collector of internal revenue or a bank, and then to send 
them to the post office, from which the. veterans will 
receive checks by mail. 

To facilitate the distribution of the bonus bonds, each 
veteran entitled to them will be sent a letter asking him 
to be home at the time of delivery, and newspapers, the 
radio, veterans’ organizations, churches and other agencies 
will be used to give the same instructions. Recipients 
must be known to the postmen, or identified by ac- 
quaintances. 

Jewelers will profit to a great extent by going after this 
market-——a market that will go to their competitors if they 
are not alert enough to recognize the possibilities. Several 
manufacturing jewelers and silversmiths have prepared 
special campaigns to assist retailers in attracting bonus- 
holders. 

Finally, don’t wait until it’s too late. Already service 
veterans are making commitments against the time they 
will cash their checks. 











SYDNEY H. BALL 


The first part of the report on the Diamond Industry in 
1935, written by Sydney H. Ball of the engineering firm of 
Rogers, Mayer & Ball of New York, is presented herewith 
and will be continued in the July issue of THE JEWELERS’ 
CIRCULAR-KEYSTONE. Mr. Ball has written the chapter 
on Precious and Semi-precious Stones for the Minerals Year 
Book of the United States Bureau of Mines for a number of 
years and is also the author of many important articles on 
the subject of gems. 


bens improvement in the diamond industry first noted in these 
reviews in the summer of 1932 continued at a somewhat 
accelerated pace in 1935 and the confidence of the trade and its 
clients in the industry was confirmed. While the industry can- 
not be prosperous until times in America, its best customer, 
become better, the marked improvement is heartening. 

The reorganized method of marketing through a single chan- 
nel, the Diamond Trading Co., which began to function early 
in 1934, has worked smoothly and satisfactorily. The cooperation 
displayed by the producers was excellent and while the produc- 
tion was considerably larger than in 1934 the increase was due 
to the operations of the large mining companies who are re- 
sponsible for the stability of the industry. Their confidence in 
the future is disclosed by DeBeers’ intent to open up at least 
one, if not two, pipe mines in 1936. Stocks of rough diamonds 
on hand decreased somewhat during the year. 

Practically every index of the industry improved as com- 
pared to 1934 by from 15 to 75 per cent. Stocks of retailers are 
low, auguring well for increased purchases in Antwerp and 
Amsterdam, provided the business curve continues upward. 

Prices of rough which had been firm throughout the year were 
raised 734 per cent in September. Large cut stones tended to 
advance in price; due to an oversupply caused by an insane 
competition among the cutting centers. Small polished goods 
were less firm in price but, toward the end of the year, began 
to follow the price of rough upward. 


SHARE DEALINGS 


Trading in diamond shares in 1935 was fairly active and 
the dull periods of trading were of much shorter duration than 
in 1934, Prices were relatively weak in January but strengthened 
somewhat late that month; they then leveled out until August 
when they were soft till early in November; from mid-Novem- 
ber to the year-end prices improved markedly. DeBeers pre- 
ferred was the market leader. During the year New Jagersfon- 
tein, Consolidated African Selection Trust and Consolidated 
Diamond Mines of South West Africa preferred added about 70 


per cent to their prices, Premier, DeBeers preferred and de- 
ferred, and Angolas added from 37 to 50 per cent while the 
price of the shares of some of the smaller companies (Crown 
and West Africans, and to a less extent New Vaal River) 
declined. The average gain in the share prices of the ten prin- 
cipal companies was about 26 per cent or slight'y less than the 
rise in price of the 50 American stocks from which the New 
York Times compiles its averages, the diamond shares being 
more acutely affected by political unrest on the Continent. 
Prices of five selected stocks at the year-end averaged 44 
per cent of the all-time high (1927) and 415 per cent of the 
all-time low (1932). Of the 17 principal diamond mining com- 
panies, eleven paid dividends (West Africa, Consolidated 
African Selection Trust, Angolas, Forminiere, Beceka, Kasai, 
Luebo, Lueto, Vaal River, DeBeers preferred and Cape Coast 
Exploration). 


MARKET (ROUGH) 


About 95 per cent of the world’s diamond production is pur- 
chased by the Diamond Corporation, London, which in turn sells 
through the Diamond Trading Co. to brokers and large cutters. 
In the depth of the depression, its sales program had to take into 
account the appearance on the market of Russian “seconds” and 
diamonds from “outside” sources (including parts of the pro- 


_ duction of Brazil, British Guiana, and the South African allu- 
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vial fields) not controlled by it. Russian “seconds” were a 
small factor in the 1935 market and diamonds from “outside” 
sources were not only less in carats but, due to increased sales, 
much less important relatively than in recent years. As usual, 
the astute Corporation sold rough only as the cutters needed it 
and refrained on several occasions from marketing any rough 
for periods of from six to eight weeks. In September it was 
able by this wise policy to raise prices of rough, which had been 
firm throughout the year, 7% per cent. In the summer of 1935 
its stocks were reported to total £15,000,000. The sales of the 
Diamond Trading Co. in 1934 are reported to have been about 
£4,000,000 and in 1935 appreciably exceeded £6,000,000. The 
number of dealers participating in the sales increased over 
1934: as did the number of varieties of diamonds in demand 
while sales of fine qualities markedly increased. February, early 
April, the six months from May to September, November and 
December were particularly active. All classes of rough were 
in demand and in November and December the demand for 
larger stones of fine quality exceeded the supply. 

The Corporation’s contracts with the diamond producers of 
South Africa expired on Dec. 31, 1934, but new contracts were 
entered into. 

On the whole, the outlook for rough is optimistic as is indi- 
cated by the willingness of brokers to purchase at the higher 
prices fixed by the Corporation and by the better prices paid by 
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INDUSTRY in 1935 


the Corporation to the producers in the last quarter of the year. 
Average 1935 prices received by producers were slightly in 
excess of those of 1934. 


CUT MARKET 


The cut or polished market in 1935 was the best since 1929 
but the cutters made at best an unsatisfactory profit, due to an 
oversupply of cut goods particularly in the smaller sizes forced 
, upon the market by them to meet current expenses. Prices gen- 

erally were firm throughout the year and in April and May 
prices were up 5 to 6 per cent in certain grades while the better 
qualities, particularly in the larger sizes, enjoyed a rise from 
10 to 15 per cent in September to November. Price increases 
were, however, scarcely sufficient to offset the 20-25 per cent rise 
in cutters’ wages, which occurred in July, and the rise in rough 


during the year. Due to unwarranted activity in the cutting of 


small sizes, the price structure of the polished market lagged 
behind that of rough. 

January, June, July and August were months of good sales 
and in June particularly the market was animated. It was 
broad throughout the year and in general a finer quality of goods 
was in demand. Good and medium grade melees and eight 
facets were consistently in demand and small brilliants, on the 
average, less so. Large fine stones were in demand throughout 
the year except in February and December (always a slow 
month) suggesting investment buying. Baguettes and other 
fancy shapes were active only in February, April, June and 
October and compared to brilliants are apparently losing their 
popularity. By May shortages were noted in the supply of fine 
melee, in June in both melee and first quality stones, in Sep- 
tember in larger stones, and in November in fine sizes. 

Provided the cutters do not overload the market, the polished 
market outlook is distinctly encouraging. 


MARKET BY COUNTRIES 


Probably few other commodities enjoy such a world-wide 
market as does the diamond. 

America increased its purchases markedly in 1935, although 
it is far from being the dominant factor in the market that it 
was previous to 1930. Many American buyers, however, were 
seen in Antwerp and Amsterdam during the year. The improve- 
ment in the trade was particularly noted outside of New York 
City but even there was “spotty.” The metropolitan jeweler 
has had to compete with the department stores with their low 
overhead, with the auctioneer and with the banks. The latter in 
instances appears to have tried to work off bankrupts’ stocks 
during the holiday. Wholesalers in the New York district re- 
ported net diamond sales to show an average monthly improve- 
ment of 25.25 per cent over 1934 while stocks showed an in- 
crease of 17.75 per cent. Business in the country at large was 
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From left to right—Diamond extraction plant, 

Angola, West Africa; a scene at the Dutoitspan 

Mine; another view of the same mine; canal con- 

structed to bring water to the mills in the Angola 
diamond field. 


probably 20 per cent better than in 1934 and the Christmas 
trade from 5 to 10 per cent better. While diamonds sold would 
not average in size and quality with those of pre-depression 
days, a number of fine stones changed hands, some of them for 
investment purposes. 

England purchased more diamonds than in 1934 but her trade 
was somewhat affected by European political uncertainties. The 
Silver Jubilee accounted indirectly for certain purchases in April. 
While the average stone sold by British jewelers was not espe- 
cially good, fine large stones were in demand at times and 
were frequently hard to find in the shops. As to the smaller 
sizes, it is reported that Antwerp and Amsterdam cutters an- 
noyed the trade by trying to force their sale in assortments both 
small and large. The prices received at auctions for “seconds” 
were in many instances surprisingly high. 

India has been perhaps the best of the clients for diamonds 
in late years and when the price of gold was raised, converted 
much of its gold into fine gems. India’s 1935 purchases even 
exceeded those of 1934. It is of interest to note that in Septem- 
ber a large parcel of fine old Golcondas passed from England 
to the land of their origin. 

The diamond business in Hungary was much better than in 
1934. The “Stamping Bureau” reported 30 per cent more jewels 
stamped than in 1934. There was a consistent demand through- 
out the year for silver capes of from 5 to 10 carats; white pique, 
8 facets, and melees were also sold. Hungary was a consider- 
able purchaser of cut stones in the fall. The Christmas trade 
was good. Jewelers from the Balkan states purchased mounted 
goods of medium price in Hungary causing a local demand for 
small diamonds. 

Business in France, due to the political European uncertainty, 
was dull although some stones were purchased by French 
jewelers in Amsterdam and Antwerp in the fall. In February 
and May there was some demand for sizes, indicating invest- 
ment buying. Late in the year the jewelry business improved 
somewhat. 

The year 1935 showed some improvement over 1934 in the 

(Please turn to page 39) 








AS COOL IN THESE STORES | 5 


Photo by courtesy of York 


Interior of store of Udall & Ballou, Inc., New York, showing air conditioning vents. 


The dog days are coming. 

It will be a matter of only a week or so until the popu- 
lace will be “hot under the collar”’—nerves frayed and 
tempers shattered at slightest provocation. The progres- 
sive jeweler, however, will find it no longer necessary to 
let his trade go to the bow-wows. 

Udall & Ballou, Inc., a firm name synonymous with 
quality jewelry, in the period of one short year has proved 
to its great satisfaction the value of tempering the patience 
of its clientele through the medium of air-conditioning ; an 
idea which has been developed to the point where it prom- 
ises to revolutionize merchandising in all fields. 

The beautiful, newly-renovated home of this old estab- 
lished house on Fifth Ave. at 57th St., New York, in the 
very heart of the smart shopping section of the metropolis, 
now provides a pleasant place to visit on any day of the 
year, thanks to air-conditioning. 

Reasons for the satisfaction expressed by patron and 
employees, alike, in the performance of this air-condition- 
ing plant, are called off with ease by Fred W. Bailey, who 
takes great pride in its operation. Justly does Mr. Bailey 
feel proud of the air-tempering apparatus, for it was he 
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who conducted a thorough survey of the field of this com- 
paratively new science before this particular system was 
installed. 

Mr. Bailey is quick to point out that little attention is 
required for successful operation. He personally supervises 
the regulation of the temperature of the store by means of 
a single rheostat which controls the conditioning unit. The 
mechanism is automatic and practically clocklike in pre- 
cision in maintaining the atmosphere most agreeable with 
outside climatic conditions. 

Although the system was designed with the idea of 
alleviating the condition created by summer temperature, 
the machine proves its value as a year-round proposition, 
for the same equipment is used to warm the store in cooler 
weather. 

“Look at those three chandeliers, if you please,” Mr. 
Bailey said, pointing to huge crystal masses, gleaming with 
all the hues of the spectrum. “There’s enough heat com- 
ing off those things to bake 15 turkeys. That is one of 
the things which the engineers had to consider in specify- 
ing this particular unit for our store. 

“Interruption to business? Not at all, for, you see, the 
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mechanism, with the exception of those seven or eight 
grilles which grace the walls and give no indication of 
their utility, is to be found hidden away in a small space 
in our basement. Come with me and we'll have a look at 
the thing which turns the trick.” 

Following the jeweler through the workrooms and stock 
rooms, which also receive the benefit of the new system, 
since the ducts are purposely uninsulated, a 10 hp. Freon 
compressor unit is found in a corner of the basement, just 
below the street level. 

“The vents which you will notice in the sidewalk in 
front of the store supply the air, which is first filtered 
through grids filled with bronze filings to remove particles 
of dust, and then washed with water which is condensed 
from the air. 

“No, the motor there is not operating just now for the 
reason that the weather today is mild. If I should shove 
) the rheostat back a few degrees, the temperature would 
fall off and make it uncomfortably cool in the store. A 
survey has shown just what ratio should be maintained to 
secure the most desirable room temperature. A difference 
of nearly 15 degrees has proven most satisfactory when it’s 
over 90 outside. 

“This is the beauty of it to a jeweler who pays his own 
electric bill. Just as soon as the proper temperature is 
attained, the rheostat will trip a switch, shutting off the 
mechanism until it is again needed. 

“You noticed the front door closed? Well, that’s to shut 
out the noise and dust of the street. Would you believe it 
that our porters dust counters only once a day, whereas it 
was previously necessary to dust four time a day? You 
can go to a telephone and hear clearly despite the roar of 
the street. All of this goes to bring about a fine state of 
mind in the people doing business with us. 

“When there is a wedding or an anniversary present 
to be purchased on a hot summer day, the clerk has a fine 
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opportunity to show his wares, not to a person irked by 
the heat, but to a customer who adopted a favorable atti- 
tude immediately upon stepping into the cool store from 
the sweltering sidewalk. 

“Costly? Not at all. This thing pays for itself in satis- 
fied customers, customers who realize that they can 
always find pleasant conditions for leisurely buying,” Mr. 
Bailey continued. “We had the idea in mind when we 
made our alterations, recently, and made the necessary pro- 
visions for the installation, but we understand the job can 
be done with little interruption to business. The outlet 
grilles which were designed to harmonize with the decora- 
tive detail of the room, have added to its beauty. 

“We have always borne in mind the patron’s comfort, 
and in earlier days used fans to maintain circulation and 
to supply fresh air. 

“Health is another consideration which we are liable to 
overlook,” the jeweler remarked. “I can safely say that 
there has been less sickness on our staff, since its installa- 
tion about a year ago, than in previous years.” 

The thread-worn phrase so prevalent in summer months, 
“Tt isn’t the heat, it’s the humidity,” is heard just as often 
in jewelry stores as in almost any other place of business. 
The correction of this condition is one of the biggest sell- 
ing points of the air-tempering systems. 

Moisture is precipitated from the air as it passes through 
the frigid coils of the condenser, so that at no time is it 
possible to get a test of more than 50 per cent humidity in 
an air-conditioned room. 

The engineer supervising the installation managed to 
place the vents in such a position that the flow of air is 
never directed upon either customer or clerk. Air pockets 
which may develop in buildings of unusual design are cor- 
rected so that there is an even circulation to all parts. 

Systems, of course, are being installed in rapidly-grow- 
ing numbers in the more progressive stores of every trade, 
and business offices and similar places are finding that air- 

(Please turn to page 49) 
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UNE, the month of weddings. It is reasonable to suppose that the stores merchan- 

dising silver and gold, diamonds and platinum have for the past two or three 
months been sending out literature, courteous invitations to visit their stores and 
suggestions in the way of gifts for the weddings which they were aware weeks ago 
would take place during this month. 

Then again, the weddings celebrated this month of June will resolve themselves 
into first wedding anniversaries next June, as the first anniversaries this year are the 
result of weddings a year ago. 

One jeweler was telling me some time ago that it is through the records that 
he keeps that he can each year turn to the alphabetical page and very quickly find what 
wedding anniversaries couples in his city are celebrating. This gives him an oppor- 
tunity to suggest many things to the wife and to the husband, many attractive and 
ofttimes inexpensive gifts that the couple may exchange on their wedding anniversary. 
The strange part of it all is that he says no other jeweler in his city does it. He has 
a monopoly, apparently, on this sound merchandising idea. 

June is the month of commencements. Graduation gifts take in the entire gamut 
of the jewelry store, jewelry gifts and presentations that are suitable for the boy and 
girl. There are unending opportunities for making June a very busy and profitable 
month in the jewelry store 1F back in April and May preparation was made. 

July and August are usually quite slow in the jewelry store and I wonder why 
they should be with athletic tournaments of all kinds, horse shows, dog shows and all 
other kinds of outdoor sports. 

A convention may be coming to your city. Have you approached the local 
committee in regard to a silver service, watch, ring or other acceptable gift to be 
presented to the newly elected president? If not, why not? 

There may be a baseball league in the town. Who is selling the idea to the 
committee in charge of presenting a cup each year to the championship team? Has 
anything been done in your town regarding the Boy Scouts? The Girl Scouts? The 
hiking clubs? The golf tournaments? This business is what is commonly looked upon 
as outside business or sales made outside the store. 

In one city of about 30,000 people over $1,100 worth of prizes were sold in 1934. 
I do not have the figures for last year, but the sales that can be made beyond those 
made over the counter would startle you if you went out after them. 

A city of almost any ordinary size has from 10 to 15 lodges in it. Officers are 
changing every year. There are membership drives to be put on and the committees 
in charge are always open to some proposition in regard to a presentation for retiring 
officers or for a prize for obtaining memberships in these various organizations. 

What I am trying to convey is this: in these dull months of July and August 
it is not necessary to sit back in the store and content ourselves with the thought that 
“Well, these are off months anyway and there isn’t much can be done about it.” 
There’s a lot that can be done about it. The only difference is that in June and 
December people come into your store to purchase because of the spirit of Christmas 
or because of the weddings, anniversaries, etc., etc., that are taking place, while in 
July and August it is necessary for the merchant to go out and sell an idea. 

A jeweler living in a city for any length of time and being established in business 
knows who is who in various organizations and knows where there are live prospects 
for sales. It is interesting to note the number who are following through on this idea 
and discouraging to note the number who are not. Try it out for the balance of this 
year and see how it works. I’m sure you will be gratified and encouraged to start the 
first of next year “putting on the heat.” 


Athy fob yl, 


Vice-President. 
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The Diamond Industry in 1935 
(From page 33) 


Austrian market. Small goods were chiefly sold, although 
there was also some inquiry for sizes. The tourists bought satis- 
factory quantities in July, August, and September. The public 
showed increased confidence in gems. 

The Italian trade was naturally retarded by the embargo, 
imports for home consumption not being permitted until Sep- 
tember and then only in small quantities. Italian merchants, 
however, bought considerable quantities of polished goods in 
February for re-export to South America. In the third quarter 
of the year while local sales were not large, profits in lire were 
satisfactory and due to a shortage of new goods, jewelers were 
able to sell from stock articles which under normal condition 
would have been unsalable. 

Among precious stones, Czechoslovakia’s chief import is nor- 
mally the diamond. During the past three years imports have 
been small as the National Bank refuses foreign exchange for 
such importations. The local market is largely supplied by 
stones owned by the less fortunate citizens who are forced to 
sell their diamonds. 

Spain, Germany, and the Balkan States purchased reasonable 
quantities of diamonds during the year. 


INVESTMENT BUYING 


The demand for fine cut stones of one carat or more at Ant- 
werp and Amsterdam was constant practically all of the year, 
suggesting that the instability of exchange, fear of devaluation, 
religious persecution, and the effects of political unrest are 
causing some people all over the world to invest in diamonds. 

Such buying was noted in the United States in April, May, 
June and November. In June it was brisk and large, good 
quality stones became scarce. England bought in January and 
again in June and in the latter month one West End jeweler 
sold £30,000 worth of big stones. In March, Hungary 
abolished the free market for gold and the demand for Cape 
quality stones of from 5 to 10 carats was brisk throughout the 
rest of the year. With the devaluation of Belgian currency in 
March, Antwerp gem merchants became loath to sell their stocks, 
preferring under the circumstances to hold them. In January 
and February certain Frenchmen, fearing devaluation, turned 
to diamonds rather than bonds and in May sizes were again in 
demand. It is reported that stones of two carats or more are 
being hoarded in Czechoslovakia for investment purposes. Hol- 
land, Italy, India, and the Balkan States also did a certain 
amount of investment buying in diamonds in 1935. 


STOCKS 


Stocks of rough diamonds, not only those in the hands of 
the Diamond Corporation but of the producers, decreased some- 
what in 1935. 

In America, wholesalers’ stocks increased about 17 per cent 
but they are by no means large. The retailers’ stocks have been 
low throughout the year although they were increased somewhat 
in November. England bought from hand to mouth most of 





A view of the Kimberley mine. 
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This photograph of the Kimberley open dia- 
mond mine. The depth is one thousand feet. 


the year although the retailers built up their stocks somewhat 
in April and October. Austrian stocks are low as are those of 
Italy. Similar remarks could be made concerning stocks of 
retailers of most countries. 

Should substantial prosperity return large purchases must 
soon be made from the Diamond Trading Company and from 
its clients, the cutters. 


FOREIGN TARIFFS, TAXES AND SMUGGLING 


Italy’s decree (Dec. 24, 1934) prohibiting the importation of 
all precious stones was changed on Feb. 16, 1935, to one con- 
trolling imports, the total imports to be restricted and each 
importer’s quota to be dependent on his average dealings the 
past few years. Actual imports of diamonds into Italy, how- 
ever, only re-began in September. Total imports for 1935 were 
not to exceed 8,000,000 lire. The import duty on all precious 
stones was increased from 3 per cent to 6 per cent. 

On April 5, 1935, a Japanese law fixed the duty on industrial 
diamonds at 5 per cent ad valorem and that on gem stones at 
10 per cent ad valorem. The previous duty was 100 per cent ad 
valorem on all precious stones. 

In February, 1936, the government of India reduced the 
import duty on precious stones from 25 per cent to 10 per cent. 
This will permit the honest Hindoo jeweler to compete with 
some of his competitors who escaped the high duty by trading 
in smuggled stones. 

In the trade agreement entered into between the United States 
and Canada in the fall of 1935, Canada reduced the duty on 
jewelry from 45 per cent to 37% per cent as of Jan. 1, 1936. 

The American jewelry trade is perturbed by the possibility 
that jewelry and gems are to be admitted to the newly estab- 
lished foreign trade zones. The entrance free of such articles at 
Stapleton, Staten Island, presumably for re-export, would, the 
trade is convinced, increase smuggling markedly and permit 


(Please turn to page 41) 















JUNE—the month of Pearls 


offers outstanding retail sales opportunities for exquisite 


MIKIMOTO CULTIVATED PEARLS 


the loveliest gift for the bride or for her attendants—a gift that will 
be passed on from one generation to another—a gift that every one 
who loves beautiful jewelry can now afford. 





By Warrant of Appointment 
to Their Majesties 
of Japan 





MIKIMOTO CULTIVATED PEARLS 


are the product of infinite patience and fastidious selection. At the Mikimoto 
Pearl Colony of 41,000 sea acres in Japanese waters, the most rigid standards 
are maintained. The result—Pearls of unequalled symmetry, lustre and loveliness. 
Yet retailers may sell them at prices that offer irresistible value. 


If a visit to one of our offices is not convenient, 
we invite your inquiry by mail. 


K. Mikimoto... 





New York Office 630 Fifth Ave. 
Los Angeles Office 649 South Olive St. 
Chicago Office | 55 E. Washington St. 
Head Office: Ginza, Tokyo Branches: Kobe, London, Paris, Bombay 
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Diamond Industry in 1935 
(From page 39) 


foreign manufacturers and dealers to compete with their Amer- 
ican confreres on an unfair basis. 

Italy's severe restriction on the importation of precious 
stones, mentioned above, served as an invitation to diamond 
smugglers. As a number of mounted pieces of jewelry have 
been sent through the English mails marked unmounted, the 
imperial custom house carefully inspects each package, causing 
much delay in the receipt of goods by jewelers. Here in Amer- 
ica, notwithstanding the low duties, a smuggler is from time 
to time apprehended by the Department of Justice. 


UNITED STATES IMPORTS 


In 1935, diamonds, cut and uncut, accounted for 87.3 per cent 
of the imports of all precious stones, pearls and imitation 
precious stones, and excluding the imitation stones, for 93.5 
per cent. 

The value of diamond imports was 156.7 per cent of that of 
1934, although but 38.4 per cent of the 1929 imports. The im- 
ports were, moreover, but 34.6 per cent of the average imports 
of the “normal years,” 1923 to 1925. The per carat price of 
both cut and uncut was lower than the corresponding 1934 
figure and that of rough appreciably so. 

Figures of imports for 1934 and 1935 follow: 


1934 
Cut But Nor Set 
PER CARAT 
CARATS VALUE PRICE 
ans 1933 ROUGH IMPORTS.. 208,916 $9,900,900 $47.39 
OURCE: 
CE 6265 6 ee aV ee RESON REDE OR 145,266 6,785,871 46.71 
DED cccnne cee euandeNeees 62,523 3,028,815 48.44 
cic icia gs Vo neae Woe Ree tae 335 23,786 71.00 
Er ra 301 22,854 75.93 
EE MD 6 co scbee crease 303 15,301 50.51 
Mi hi nc arene ahinvecscaws 79 8,972 113.57 
Per ees evaactSernestenune ae 37 7,823 211.43 
EE Oa ere 66 6,796 102.97 
EN cin «i bale Ri ked Maw ae seas 4 510 127.50 
CS FRR ee tr 2 172 86.00 
1934 
RovuGH, or Uncut 
PER CARAT 
CARATS VALUE PRICE 
5 Soa 1933 ROUGH IMPORTS.. 43,754 $2,739,278 $62.61 
OURCE: 
ec 23,397 1,649,493 70.50 
ee OF GO, Afrion. .iccvscccses 6,903 407,557 59.04 
SSS eee 3,862 257,757 66.74 
i MOOR civscévececcdas 3,635 226,185 62.22 
i beebedeuweeecdeasatecedve 464 137,002 295.26 
EER ARR Se ae 5,234 57,684 11.02 
NEE OE TC 259 3,600 13.90 
Total value ‘Cut’? and ‘“Rough’’—$12,640,178. 
1935 
Cut But Nort Set 
PER CARAT 
CARAT VALUE PRICE 
alg 1935 CUT IMPORTS.... 330,441 $15,530,260 $47.00 
OURCE: 
DEER. DLA Ws céeeccnedensecere 234,253 11,024,304 47.06 
OE SE eee 93,656 4,319,912 46.13 
I aie s 2: 6 pies wecOnese ex 1,634 110,800 67.81 
United Kingdom .............. 489 46,297 94.68 
Union of So. Africa...........- 156 12,886 82.60 
DEE. i.c060 0 cwiwb Ketek ye uke 147 6,545 44.52 
EE 660k ed. kk uteweeneevaeen 58 4,019 69.29 
EES rs 7 3,500 500.00 
EE ccc uceeebanereebasees 33 1,547 46.88 
BED occ cases qa ee cnaneres 4 200 50.00 
re 1 158 158.00 
DE  Svcdeancn veceouenemen 3 92 30.67 
1935 
Rovucu, or Uncut 
PER CARAT 
CARAT VALUE PRICE 
TOTAL 1935 ROUGH IMPORTS _ 81,824 $4,271,802 $52.21 
Source: : 
EE cv cada ielewecs ccetceees 36,383 1,926,697 52.96 
EE eee 19,525 792,774 40.60 
United Kingdom .............-- 14,638 632,509 43.21 
ED treiestahicvavicndrdesun 1,485 465,248 313.30 
Union of So. Africa ........-. 7,922 402,498 50.81 
Re ee re 1,019 29.832 29.28 
Other Br. So. Africa........... 347 15,229 43.89 
Se GUMMY cx. wens ccuse cane 505 7,015 13.89 


Total value “Cut” and “Rough’’—$19,802,062. 
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In 1935, Belgium (71 per cent) and Netherlands (27.8 per 
cent) accounted for 98.8 per cent of the American imports of 
cut stones. The chief sources of the rough follow: Belgium, 
45.1 per cent; Netherlands, 18.6 per cent; United Kingdom, 14.8 
per cent, and France 10.9 per cent. 

The per carat value of cut imported into the United States 
reached in 1929 a peak of $100.07. For the succeeding three 
years, the per cent carat value fell, due in part to decreases in 
diamond prices but largely to the diminished purchasing power 
in the United States causing the American people to purchase 
smaller stones of poorer quality in those years. The slight 
increase in 1934 and 1935 in per carat price over those of 1932 
and 1933 is encouraging. 

Monthly imports follow: 


Torat Imports sy MontTHs FoR YeaR, 1935, Cut, But Nor Ser anp 
Roveu, or Uncut Dramowps: 


CUT, BUT NOT SET ROUGH, OR UNCUT 





PER CARAT PER CARAT 

MONTHS CARATS VALUE PRICE CARATS VALUE PRICE 
January ... 29,629 $1,405,583 $47.44 3,777 $260,260 $68.91 
February .. 21,549 1,008,376 46.80 3,972 203,154 51.15 
March 23,342 1,098,538 47.06 5,599 314,445 56.16 
errr 16,540 745,557 45.08 7,467 276,376 37.01 
WEAF  cccecs 23,945, 1,071,848 44.76 6,385 362,936 56.84 
FUME ceccce 24,295 1,082,688 44.56 4,257 664,323 156.05 
\ arene 29,385 1,393,343 47.42 1,853 124,213 67.03 
August 25,799 1,209,681 46.89 6,569 353,896 53.87 
September . 38,378 1,809,874 47.16 7,464 363,148 48,65 
October 43,729 2,098,644 47.99 4,375 322,817 73.79 
November 26,343 1,249,836 47.44 17,033 773,693 45.42 
December .. 27,507 1,356,292 49.31 13,073 252,541 19.32 

TOTAL . 330,441 $15,530,260 $47.00 81,824 $4,271,802 $52.21 


As usual the heaviest imports were in the fall due to prepara- 
tion for the Christmas trade. 
The following table of uncut, or rough imports, is of interest: 


YEAR CARATS VALUE VALUE PER CARAT 
BME avd tuagaveawewae 236,953 $13,070,767 $55.16 
WO ccondsacuckawens 237,095 11,470,026 48.38 
BOO cdnveaeesexeexen 291,302 11,935,191 40.97 
i IR Ce 354,415 9,885,072 27.89 
ESOS -csccescesoccesee 209,591 5,640,789 26.91 
EROS co esscnedvcwenees 85,249 3,851,698 45.10 
Ree 40,153 1,512,959 37.68 
MOSS Kksacccexwsuawes 31,076 1,658,072 53.36 
SGOG ccwtcavsetcuens 43,754 2,739,278 62.61 
BPED cnetscnungdavees 81,824 4,271,802 52.21 


Imports of rough vary greatly from year to year and normal- 
ly are not directly dependent on good or bad times. Value of 
imports reached a peak in 1926, decreased until 1932 but has 
increased appreciably in the past three years. As to carats, the 
peak was reached in 1929. The quality of stones imported as 
shown by price per carat decreased from 1926 to 1930, picked up 
appreciably in 1931, fell again in 1932, since which time it has 
bettered somewhat. As there is no duty on rough diamonds, the 
value as given in the above table is high as some stones, if not 
sold in America, may have been re-exported. 


CANADIAN IMPORTS 


In 1935 Canada imported cut diamonds to the value of 
$805,949, an increase of 48 per cent over the 1934 imports and 
of 173 per cent over those of 1933. Belgium was by far the 
leading exporter (70.2 per cent), the United Kingdom and 
the Netherlands next (respectively 11.25 per cent and 11.15 per 
cent) and then the United States (7.24 per cent). 


DIAMOND CUTTING 


The intensity of the struggle between Belgium, Holland, and 
Germany for supremacy in diamond cutting noted in the past 
three years did not decrease in 1935. Of the three countries, 
Germany alone apparently improved its position, particularly 
in the cutting of small stones for which at present the demand 
is large. Work on such stones is done in Germany with the 
mechanical dop at costs with which the other two countries 
find it difficult to compete. The situation inevitably resulted in 
little if any profit for the masters and at times in the production 
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of every description for your selection. 





LOUIS GURFEIN & SON 


608 Fifth Ave. New Y ork,. N. Y. 

















ANTWERP SOUTH AFRICA AMSTERDAM 
76 Rue de Pelican 76 Church St., Kimberley 2 Tulpstraat 
Tel., MEdallion 3-4822-4823 

42 THE JEWELERS’ CIRCULAR—KEYSTONE 


for June, 1936 











Diamond Industry in 1935 
(From page 41) 


of too much cut. The artisans, however, were more largely em- 
ployed and in the last half of the year received a higher wage. 

It is said that employment in Antwerp averaged in 1935 
about 5434 per cent of the union’s membership (42/4 per cent 
in 1934) and somewhat less than 50 per cent of the cottage work- 
ers; and in Amsterdam 30 per cent (33/2 per cent in 1934). At 
the year-end, 80 per cent of the Belgian union was employed; 
and a slightly greater per cent of the cottage workers. The 
rate of employment was apparently greater in Germany. The 
chief cutting centers are Antwerp and outlying Belgian dis- 
tricts (18,000 artisans), Amsterdam (5000) and Hanau, Idar, 
and Briicke, Germany (4500). 

The Belgian cutting industry, it is said, in 1935 sold weekly 
some 20,000 carats, suggesting an annual consumption of almost 
2,000,000 carats of rough, largely small material. The struggle 
between Antwerp and the German cutting centers continued. 
German wages are desperately low (said to be but some 40 per 
cent of those in Belgium), and further, in certain cases are 
paid in depreciated currency (dollar-bonds, etc.) and in addi- 
tion the use of mechanical appliances is more advanced in 
Germany than in Belgium; cutting costs are therefore about 
20 per cent more in the latter country. A Belgian government 
protective commission was formed some two years ago which 
continues to attempt to keep Belgian merchants from smuggling 
rough diamonds into Germany and having them cut there. The 
Belgian and Dutch master cutters met early in 1935 to discuss 
methods of combating the German menace. This was followed 
in June by a meeting of the representatives of these countries 
and those also of Germany and France. All agreed to the 
necessity of a 40-hour week, a minimum and common wage and 
international control of apprentices. From July 1, 1935, the 
pay of Belgian diamond workers was placed under government 
supervision and under certain conditions unemployed workers 
were assisted by the government. Late in July, 1000 Belgian 





cutters struck for higher wages but soon returned to work 
after having received a raise reported to be from 15 to 25 
per cent according to the type of stone cut. On Aug. 8, 1935, 
representatives of the Belgian and German cutters agreed that 
German wages would be adjusted to those current in Belgium 
(10 to 30 per cent raise) and the German duties on small cut 
was increased from 10 to 20 per cent, while the Belgians 
agreed to a more strict control of the cottage industry. In Sep- 
tember a Belgian commission composed of representatives of the 
various diamond trade societies was formed to deal with sal- 
aries, the 40-hour week, the cottage industry and the question 
of apprentices. The Trade School, opened in Antwerp in June, 
1934, is training a number of men in cutting eight facets and 
small brilliants with the mechanical dop but the number 
graduated is not sufficient to supply the need. 

The Comptoir Diamantaire Anversois, formed in January, 
1934, to furnish credits in the Antwerp diamond market, has 
just completed a successful first year. 

The Amsterdam industry suffered much more than that of 
Antwerp and only by government subsidies can small goods be 
cut. The Dutch cutter, once an aristocrat among laborers, has 
had his wage so cut that his standard of living is below that of 
his fellow workers. The difficulties of the Dutch trade were 
enhanced when Belgium devalued the belga, and the govern- 
ment was forced to increase its subsidies, and it is said now to 
pay about 40 per cent of the total wage. Naturally the July 
increase in Belgian cutters’ wages helped some. The Dutch 
Diamond Combination, formed in 1934, has been of assistance 
in the situation but it would appear likely that hereafter Am- 
sterdam must more and more specialize in cutting large rough 
in which labor is a smaller item. 

The German cutting industry did well in 1935 and at the 
year-end there was little or no unemployment. The emigration 
of Belgian cleavers and sawyers gives Germany a wholly 
integrated cutting industry. Artisans in these and all other 
branches of the art are being trained in trades schools supported 
by the government. In September, wages were increased from 

(Please turn to page 45) 
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pel immediate interest. Widely 
varied in shape and cut . . . they 
will suit the most exacting re- 
quirements of your customers. 
» May we be of service? 


JEROME RICHHEIMER 


608 FIFTH AVENUE NEW YOR 


GEMS OF 



























DICE TISHIA.. @ 


607 Fifth Avenue ney i New York, N. Y. 


Makers of Fine Diamond Jewelry — Diamond Importers 


FOR SPECIAL ORDER WORK 


We Create in Full Natural Colors, Original 
Artistic Designs Which Bring You Profitable Results 


























OVER THIRTY YEARS \ 
OF SUCCESSFUL TRADE SERVICE 


WE INVITE YOUR 
MEMORANDUM REQUESTS 


ae. Telephone Wickersham 2-7887 


ZIRCON 











oe 























DREHER BROS. and WIDER 


Importers and Cutters of 


PRECIOUS AND SEMI-PRECIOUS STONES 


48 West 48TH Street —New York City 
Write for our booklet “The Zircon—Gem of Mystery” 








———— ee 


44 THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1936 























Diamond Industry in 1935 


(From page 43) 


10 per cent (8 facets) to 30 per cent (small brilliants). In 
1935 Germany is reported to have increased its imports from 
Brazil. 

The French cutting industry suffered greatly and faces pos- 
sible extinction so long as the country stays upon a gold basis. 
Some cutting, however, was done in the Jura particularly in the 
last half of the year. 

Imports of rough into the United States were almost 50 per 
cent larger than in 1934 and the cutting industry showed an 
improvement of from 20 to 25 per cent. 

In June, 1935, a cutting shop was installed in a small town 
near Vienna, Austria. Due to German competition, Czecho- 
slovakia’s sole diamond cutting plant, near Prague, shut down. 


NOTABLE STONES 


The Jonkers diamond, the finding of which was described 
in this review last year, was purchased by Mr. Harry Winston, 
of New York, in April for a sum reported to be £150,000 or 
about $750,000. Simultaneously the finder, Jacobus Jonker, 
failed in his attempt to reduce the income tax of £18,879 which 
the South African Government had assessed against the £63,000 
he received from the corporation for the stone. Mr. Winston 
brought the stone to New York on June 9 and it was the privi- 
lege of a number of us soon thereafter to hold in our hands this 
magnificent piece of rough, perhaps the finest of the large 
rough diamonds. Later it was exhibited in the Morgan Hall 
of the American Museum of Natural History. It weighs 726 
carats and is the size of a large hen’s egg. The stone was 
cleaved in April, 1936, into three pieces weighing respectively 
505, 185 and 36 carats. These will eventually be cut into a 
number of stones ranging in weight from 175 to 10 carats. 

In March, 1935, it was reported that the Soviet government 
had sent the Orloff diamond to Amsterdam to be cut into smaller 
stones, ranging from two to 35 carats. 

Early in the year the government attempted to increase the 
appraisal of a 23 carat diamond said to be a gift to a Holly- 
wood actress from $30,000 to $43,000. Incidentally many fine 
gems, like platinum blondes, are finding their way to Hollywood. 

Brazil (q. v.) is said to have contributed two fine rough dia- 
monds in 1935. 


SYNTHETIC PRODUCTION OF DIAMONDS 


Dr. J. W. Hershey, McPherson College, Kan., is the 1935 
claimant of the title of artificial diamond-maker. He appar- 
ently uses a method similar to that of Moisson and states the 
product to be the size of a pin-head. 

“Sharpshooters” in London last spring attempted to pass off 
as a synthetic diamond, a synthetic spinel. For a few days 
they caused some excitement in the diamond market. 


RESEARCH AS TO THE HARDNESS OF DIAMONDS 


Charles E. Wooddell, research engineer of the Carborundum 
Company, presented before the October, 1935, meeting of the 
Electrochemical Society a most valuable paper on the relative 
hardness of electric furnace products and natural abrasives. 
He found considerable differences in hardness between gem 
diamonds from different fields, found carbonado softer than 
most diamonds; and diamonds much harder than any artificial 
substance. As many of us have suspected, he finds the diamond 
immeasurably harder in comparison with ruby than the single 
number in Mohs’ scale would indicate. The following table 
of comparative hardnesses by the Abrading Method is of 
interest. 


SCALE SCALE 
CORUNDUM = 9 QUARTZ = 7 
DIAMOND = 10 corUNDUM = 9 


South American brown bort.............. 10.00 42.4 
South American ballas ........+0s.sseee0 9.99 42.0 
Belgian Congo yellow (cubic crystals)..... 9.96 41.0 
Belgian Senge clear white we! ap ass —2 
an Congo gray opaque (cubic crystals 9,89 ? 
South American Cutonnies patathdecesdcs 9.82 36.4 
| Ree es ee 9.32 19.7 

Black silicon carbide ......secceecesceecees 9.15 14.0 
NON OREN oa visdnsdestccctdvus 9.13 13.4 
Tungsten carbide (13% cobalt)...........- 9.09 12.0 
Fused alumina (3.14% TiOz)...........++ 9.06 11.0 
PED El on bin chicncee cea bee< dc 9.03 10.0 
African crystal corundum........s+ssese0+% 9.00 9.0 
Meck crystal quartz......c.cccccccccccess 8.94 7.0 


(To be continued) 
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JOSEPH B. COOPER & SON 


have been for over four decades engaged 
in the Refining of Precious Metals. 


Our customers continue to be satisfied 
with their returns on OLD GOLD and 
other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%,¢c per Karat, per Dwt. 





JOSEPH B. COOPER & SON 





26 John St., New York 
Factory: Brooklyn, N.Y. 


Our reputation is our success. 
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WRITE FOR ZIRCON FOLDER 


JAMES A. DRILLING CO. 
Semi-Precious Stones 


87 Nassau St. CO-7-4218 New York 




















Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 


Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR-KEYSTONE 
239 West 39th St. New York, N. Y. 
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The Zircon “Gem of Mystery” 
(From page 27) 


many times in Bangkok, where I personally know all the 
important zircon dealers. I have seen the rough placed 
" in the stoves, taken out, and cut, and there was no evi- 
dence of any sort of chemical having been used. This, in 
itself, would not be entirely convincing, for I have a 
_ great respect in the ability of an Oriental to conceal any- 
thing he may want to remain unknown. But since the 
establishment of my cutting shop in Bangkok where we 
carry on the heating processes—there are several to each 
lot of stones—as well as cut our stones, and the placing 
of a trusted Chinese zircon expert as manager, I have 
made frequent inquiries and have invariably received the 
answer that nothing but heat is used. There would be no 
reason for concealment on the part of my manager, for 
he unhesitatingly furnished me with the formula used to 
decolorize the rough and obtain whites. Further, I have 
never paid a bill covering any such chemicals as those 
stated by some to be used, and I have faith enough in 
humanity to believe that if such chemicals were a part 
of the expenses of the shop they would have been fully 
itemized and sent to me for payment along with the bills 
covering the chemicals used to produce the whites. 

The second reason, perhaps not so convincing as inter- 
esting, may explain to some extent the persistence of the 
idea that blues are colored by some artificial process other 
than by the use of just heat. 

There is one hotel in Bangkok which is generally 
patronized by business men from abroad. On various 
occasions, for want of something better to do on a hot 
“evening, I have sauntered into the lounge to read the 
papers. One evening I chanced to overhear part of a 
conversation between a buyer for a gem house and a 
patriarchal Indian gem merchant. It ran something like 
this, the subject being zircons: 

Said the buyer: “Your prices are much too high. You 
understand? Much too high. I could sell you zircons for 
what you are charging me.” 

Merchant: “Has Master some to sell ?” 

“No; but I know where to get them.” 

“When Master has some I should like to see. Perhaps 
the qualities are not the same.” 

“Do you mean to tell me that I don’t know qualities? 
I not only know qualities, but, I know what you use to 
make them blue. What do you say to that?” 

“But we do nothing to make them blue except to heat 
them.” 

“Is that so! Well, you can’t fool me. Why, I can even 
tell you the chemicals you use.” 

“Ah, I see. Master knows the chemicals we use. Then 
there is no need to discuss the matter further.” 

Like most Orientals, the merchant was too polite to 
contradict a white man. Doubtless the buyer returned 
home to his fellow-buyers with a good story as to how he 
told the Indian the tricks of his own trade; and it is easy 
to see how such a story would make the rounds and 
would, in time, create an impression among those who 

heard it that chemicals are used to color the blues. 

In passing, I would say it seems to me that if chemicals 
are used the color could be controlled in a manner which 

(Please turn to page 51) 
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INTRODUCING THE 


Pierce-Chronograph 


THE SENSATIONAL FOUR-IN-ONE-W ATCH 


ACTUAL SIZE 


Wrist-Watch, Stop-Watch, Telemeter, 
Tachometer! 


Combined in a Single, Compact, Practical, Wearable 
Unit, Made to Sell, Even with Your Handsome 
Mark-up Assured, at a Volume Price 


The Pierce-Chronograph’s appeal is limit- 
less, for it is not only an excellent time- 
piece, but has the added features that 
make it applicable to almost every known 
sport or sporting event, as well as to spe- 
cialized fields, such as radio or laboratory 
work, navigation, scientific research, and 
80 On. 


Over 15,000,000 prospective customers 
throughout the country are reading about 
the Pierce-Chronograph in newspapers 
and national magazines. The Pierce- 
Chronograph bids fair to be the biggest 
thing of the year in watches. It has a 
chromium case, steel back, sweat-proof 
strap and a 7-jewel movement. It is abso- 
lutely guaranteed against mechanical 
defects. 


May we suggest that you place your order 
as soon as possible, for frankly even we 
did not anticipate such an exhaustive 
demand. Send for descriptive booklet. 


PIERCE WATCH CO., Ine. 


22 West 48th Street, New York City 




















Law to Regulate Sale of Second Hand Watches 
in New York State Takes Effect Sept. 1 


Avsany, N. Y.—Pioneer legislation regulating the 
sale of second-hand watches and embracing within that 
definition any watch whose case or movement, serial num- 
bers or other distinguishing numbers or identification 
marks have been erased, defaced, removed, altered or 
covered, became law, May 25, when Gov. Herbert H. 
Lehman signed an act introduced by Assemblyman Robert 
Crews, Brooklyn. 

Persons displaying, advertising and selling second-hand 
watches must state clearly that the merchandise is second- 
hand under the terms of the act and violators are subject 
to a maximum penalty of $500 and 100 days in jail. The 
act takes effect Sept. 1. 

The bill, which was endorsed by many watch manu- 
facturers, wholesale and retail jewelers, was introduced 
in- the State legislature through the efforts of William 
Wagner of New York. 

The act is as follows: 


An Act 
To AMEND THE PENAL LAw, IN RELATION TO. THE 
SALE OF SECOND-HAND WATCHES 


The People of the State of New York, represented in Senate and 
Assembly, do enact as follows: 

Section 1. The penal law is hereb 
new section, to be section four hundr 

$447. Second-hand watches. 

1. Definitions. As used in this section: 

A. “Person” shall be deemed to mean a person, firm, partnership, 
association or co: tion. 

B. “Consumer’’ shall be deemed to mean an individual, firm, partner- 
ship, association or corporation who buys for own use, or for the use 
of another but not for resale. 

C. A “second-hand” watch shall be deemed to mean: (1) A watch 


amended by adding thereto a 
forty-seven, to read as follows: 





which, as a whole, the case thereof, or the movement thereof has 
sold to a consumer; provided, however, that a watch which has 
so sold, and is thereafter returned, either through an exchange or 
credit, to the same person who sold such watch to the consumer, shall 


bees 


for 


not be deemed to be a second-hand watch for the purpose of 
if such person keeps a written or printed record setting forth the name 
and address of the consumer, the date of the sale to the consumer 
the name of the watch or its maker, and the serial numbers (if any) 
on the case and the movement of the watch, or other distinguishi 
numbers or identification marks, the aforesaid record to be kept for at 
least three years from the date of the sale of the watch and to be open 
for inspection during all business hours by the district attorney, or hig 
representative, of the county in which such person is engaged in busi- 
ness; or : 

(2) Any watch whose case or movement, serial numbers or other 
distinguishing numbers or identification marks have been erased, defaced, 
removed, altered or covered. 

. Any person, or agent or employee thereof, who sells a second-hand 
watch, shall affix and keep affixed to the same a tag with the words 
“second-hand” legibly written or printed thereon in the English lan- 
guage. For the pur of this subdivision, “sell” shall be deemed 
to include offer to sell or exchange, ex for sale or exchange, possess 
with intent to sell or exchange, and sell or exchange. 

3. An pergem or agent or employee thereof, who sells a second-hand 
watch shall deliver to the vendee a written invoice setting forth the 
name and address of the vendor, the name and address of the vendee, 
the date of the sale, the name of the watch or its maker, and the seriai 
numbers (if any) or other distinguishing numbers or identification 
marks on its case and movement. In the event the serial numbers, 
or other distinguishing numbers or identification marks have been erased, 
defaced, removed, altered or covered, this shall be set forth in the 
invoice. A duplicate of the aforesaid invoice shall be kept on file by 
the vendor of such second-hand watch for at least one year from the 
date of the sale thereof and shall be open to inspection du all 
business hours by the district attorney or his representative of the 
county in which the vendor is engaged in business. 

4. Any person advertising in any manner second-hand watches for 
sale shall state clearly in such advertising that the watches so adver- 
tised are second-hand watches. id 

Any violation of this act shall constitute a misdemeanor and shall 
be punishable by a fine of not less than one hundred dollars and not 
more than five hundred dollars, or not less than ten days and not more 
than one hundred days in jail, or both. 

$2. This act shall take effect September first, 
thirty-six. 


this act 


nineteen hundred 





Frank E. Burt, oldest business man of Angola, Ind., 
who, in 1878, established a jewelry and repair business 
which he has operated ever since, recently celebrated his 
83rd birthday anniversary. His 58-year-old business is 
the oldest in the town with the exception of the two news- 
papers. 





Suite 905-907 








REMOVAL 


We take pleasure in announcing that on and after 
June 1, 1936, we will be located at 580 Fifth Avenue, 
New York, N. Y., where in our new and enlarged quar- 
ters we hope the better to serve you and welcome you. 
To our friends we gratefully express our thanks and to 
all a cordial invitation to visit us. 


LOUIS WATCH CO., INC. 


580 FIFTH AVENUE 
NEW YORK, N. Y. 





7% Ligne—14K—17 Jewels—20 Diamonds 





3-0014 


Tel. Medallion 3.0015 


5% Ligne 
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As Cool in July as January 
(From page 35) 


conditioning is the thing of the moment. It is already the 
accepted thing for Pullman cars and theaters. 

“It’s my opinion that within the next ten years it will 
be necessary for every jeweler to adapt this idea to his 
business, or see his customers walk into the store of his 
competitor across the street,’’ Mr. Bailey ventured. 

Persons making their first call to this repository of fine 
things on Fifth Ave., are quick to remark upon the pleasant 
atmosphere. 

“Air-conditioning is not a cure-all for a lagging busi- 
ness,” says Robert Bromberg, manager of Bromberg & 
Co., Birmingham, Ala., another concern which makes 
its own temperature, “but it will most certainly stimu- 
late business during the long summer months. It is axio- 
matic that people are more inclined to buy if they are com- 
fortable. The installation has not only increased our 
patronage, but has enhanced our prestige and given us 
much favorable publicity, both by word of mouth and in 
the newspapers. A local utility interest in building its 
electric load, advertised for a number of times that we had 
installed air-conditioning.” 

Bromberg & Co., enjoying a favorable electric rate in 
Birmingham, one cent a kilowatt hour, finds the cost of 
operating the system almost negligible, running around 
30 cents a day. It recirculates its water for the refrigerat- 
ing plant and thereby avoids an excessive water bill. 

A survey of utility rates shows that the average domestic 


rate for electricity last year was 5.02 cents per kw.hr., 
while the composite average commercial power rate de- 
clined to 1.29 cents per kw.hr. in 1935. A great per- 
centage of jewelers pay the latter rate and, therefore, can 
more easily afford this new service. 

A flattering increase in business is reported by the Ala- 
bama store, for last summer, over a similar period of time 
in the previous year. Business for last July was 39.2 per 
cent ahead of July, 1934, and for August was 17.9 per 
cent ahead of the same month in 1934. 

Wiss Sons, Inc., Newark, N. J., one of the oldest jewelry 
stores in the metropolitan area, having been established in 


1848, has found satisfaction in the suspension type of air- . 


conditioning units. This system includes a unit at each 
end of the store, with a 10-hp. condensing unit supplying 
the freshened air. 

It may be surprising to many who have given the matter 
but slight thought, that the installation of such a system 
requires little in the way of alteration to the present store. 

Besides the built-in and suspension types mentioned, 
there are individual units, for the small store or office, 
available in an unobtrusive cabinet designed to correspond 
with the furnishings of the room, or a column-type to be 
placed where most convenient. 

At Udall & Ballou, Inc., the appearance of the large 
room was considerably improved when a pilaster on one 
side of the room, to be seen in an accompanying illustra- 
tion, was extended to one side, hiding a metal duct, so as 
to correspond in size with a projection of the wall on the 
opposite side of the room. 
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Loncines- WirrNavER Co., INc. 
6 WEST 48TH STREET, NEW YORK 


LEADING MAKER OF FINE WATCHES SINCE 1866 


Requires the services of several high grade salesmen, in terri- 
tories at present not covered, to sell Longines and Wittnauer 
watches to selected better jewelers. Openings in this 
Company are rare, earning possibilities high, connections 
permanent for the right men. If you meet above require- 
ments, write fully in strictest confidence, preparatory to a 


personal interview. 












Address: 

M. F. Cartoun, Vice-Pres., 
6 West 48th Street, 

New York City 


























S. GENN, 


DIAMOND 
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NEW YORK 


PARIS: 
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Importers & Cutters of 


630 FirTtH AVENUE 


INTERNATIONAL BUILDING 





HAVE YOU A 
REPUTATION TO PROTECT? 


You can no longer expect your customer to dis- 
criminate between the retail jeweler who misrep- 
resents his merchandise intentionally and _ the 
jeweler who does this because of lack of the accu- 
rate information which is now available in our mail 
course in gems, metals, and jewelry. 


Inc. 


S 
S 


The customer knows that accurate knowledge of 
merchandise is proven by this sign on the window 
—whether you or your competitor display it first. 


Fees 


This sign of national endorsement proves your 
ethical standing and your ability to pass customer- 
protection examinations. It is establishing a na- 
tional Guild for the protection of ethical retail 
jewelers. 








Write for descriptive booklet 
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National Headquarters 
555 SO. ALEXANDRIA, LOS ANGELES, CALIF. 
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The Zircon “Gem of Mystery” 


(From page 47) 


would give a greater number of stones of the fine, deep 
color than we now obtain. It is difficult to estimate accu- 
rately, but in my own case only a small fraction of one 
per cent are of that color. 

A question which naturally rises is: Do zircons fade? 

Regarding the deep blues, I can only say that I do not 
know of a single instance when one of this color has 
noticeably altered, though I have exposed some for many 
days to the direct rays of the sun. 

With reference to what is called the commercial stones, 
i. e., the very light blues, I believe that by a careful weed- 
ing out of all off-colored stones after a testing in the sun 
the others should show no appreciable fading, if at all. It 
will require longer experience with the heated gem to say 
more than this. 

At my shop in Bangkok, upon the completion of the 
heating processes and after the cut stones have been tested 
in the direct rays of the tropic sun, those which are off 
color are sorted out and are disposed of locally. Perhaps 
a few more will change during their six weeks’ journey 
tome. These I weed out so that, with a long exposure to 
the sun and two careful sortings, the remainder should be 
reasonably certain to hold their color. 

I can understand, however, how it is that some dealers 
dwell upon the matter of fading. Many times I have 
been in the shops of my Indian and Chinese friends in 
Bangkok when they were preparing shipments for mailing. 
I have been shown both mail and cabled orders demand- 
ing certain grades at ridiculously low prices—prices which 
would cause an actual monetary loss to the merchant. In 
such cases there is but one thing for him to do—mix in 
with the others some of those which should have been 
discarded—and he does it. When such a lot reaches the 
buyer, a percentage has to be thrown away. 

Few dealers realize that only about sixty per cent of 
the blues, after they are cut, are of sufficiently good 
quality to be sold in this country; and only about twenty 
per cent of the whites are first quality. Were it not for 
the fact that there is a market for the inferior stones 
among the native people in Eastern countries the prices 
here would be considerably higher. 

By all this I mean to say that, with careful testing and 
sorting, one should be in a position to supply zircons 
which should be eminently satisfactory. Should one of 
these stones change in color, the alteration is usually very 
slight ; but should it be one of the few which may change 
more than that, the expense of replacing the stone is so 
small for a gem of such beauty as to be almost negligible. 

Concerning stones of other colors, I have never known 
a brown or a red zircon to fade in the slightest, and | 
have never been called upon to replace a white. 

So little is known about the zircon that, in the East, it 
is called the “Gem of Mystery.” Westerners, approach- 
ing its baffling characteristics with a more scientific atti- 
tude of mind, look upon it as an interesting subject for 
research. This chiefly concerns the technician. To the 
layman, the zircon will remain a beautiful gem of ex- 
quisite colors, rich in historical associations, and sur- 
rounded by a wealth of tradition and romance 
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Place 
no orders 
until_ 


you’ve seen Gorham’s 
beautiful new Dresser 
Sets and their Selling 
Plans for Extra Bridal 
and Holiday Business 








Left to right: 
PAGEANT 
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THE GORHAM 
COMPANY 














Providence, R. I. Since 1831 
America’s Leading Silversmiths 
17 Maiden Lane, New York City 


10 S. Wabash Avenue, Chicago, II. 
140 Geary St., San Francisco, Cal. 








ERE’S big news for your Dresser 

Set Department! Gorham is 
bringing out a complete new set, en- 
hanced by various attractive decora- 
tions, with 3-piece sets starting at $30. 
In these new sets, style, quality and 
price combine to give a selling power 
unusual even for Gorham! 


There’s selling punch, too, in the 
special merchandising plans that back 
Gorham Dresser Silver. They’ve been 
laid to bring in extra business during 
the June and October bridal seasons 
and the holidays. And they’ll certainly 
do it, as you'll agree when you hear 
them. 


Until you see these new Gorham 
dresser sets and hear the details 
planned for their promotion ... hold 
all orders for Dresser Sets. You'll be 
glad you did! 
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WEDDING SILVER SALES TECHNIQUE 







By JOHN T. 
BARTLETT 


A successful plan 
used by Mahan 


. 


Doth oh aval cue tk ee Jewelry Co. 


# 





A window display featuring silverware at the store of the Mahan Jewelry Co., Colorado Springs, Colo 


Satins sterling silver 
is a very quiet affair. In it, there is no place for high- 
pressure. 

The Mahan Jewelry Co., Colorado Springs, Colo., like 
other progressive jewelers, follows the newspaper for 
news of weddings, but only rarely is the telephone used to 
extend an invitation to visit the store. 

Whenever possible, the store makes contact through a 
mutual friend, calling the friend, and inquiring whether 
or not the couple have made plans for their silver. If the 
friend doesn’t know, Mahan’s suggests that the friend get 
in touch with the couple and ask them to visit the store. 

The next best procedure is to write a personal letter. 
“This,” says John W. Mahan, “has to be just right. I 
mention our stock and our wish to be of service. Cus- 
tomers know we are always ready to wire for patterns 
and pieces which we do not have in stock. Our wire 
sales of this sort count up to large amounts.” 

Colorado Springs has a large colony of wealthy people, 
and weddings mean heavy sterling silver sales. In one 
notable case, the Mahan Jewelry Co. sold a full $5,000 
to one wedding. Of the things, besides word of mouth 
advertising, which have made the store the sterling silver 
headquarters of the city, the window display policy is one 
of the most important. 

For years, it was policy to use one of the two store 
windows continuously for sterling silver display. The 
displays were changed frequently, with addition of new 
items, rearrangement of old. The present system alter- 
nates with a comparatively new department, occupying the 
second floor of the building, china-ware and glass-ware; 
and also with plated goods. However, the window is 
changed twice weekly, so that there are sterling silver dis- 
plays at least two, sometimes three, periods in the month. 
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The store formerly carried six sterling silver patterns, 
but now carries eight, and essential pieces are stocked in 
dozens. One interesting feature of the sterling silver stock, 
illustrating Mr. Mahan’s policy of building silver sales 
wherever possible, is the wall case compartment given 
over to children’s goods. Noted were eighteen or twenty 
cups, beginning at little orange juice containers and con- 
tinuing up to the substantial, handsome styles. Children’s 
sterling silver plates are sold in considerable numbers. 

A handsome mahogany chest, established on a stand in 
the center aisle continues after years to be the favored 
presentation for flat pieces. Although the Mahan Jewelry 
Co. is known through its community for its large clientele 
among the wealthy people of the city, it has definite mer- 
chandising plans to reach that type of consumer who is 
likely to be unfavorably impressed by the store’s reputa- 
tion, believing that it connotes merchandise and prices 
beyond its reach. 

One policy is to consistently dress merchandise in price 
lines the general public can buy with convenience. 
Quality is always present, but the management desires to 
compound with it, as is practicable, the appeal of newness, 
and, sometimes, novelty. 

The psychological device consists in quoting the lowest 
price with the words “and up.” 

Within the store, it has become policy to use gen- 
erously, price cards, with lettering very plain, easily read 
at a distance. 

Besides merchandising sterling silver after wedding en- 
gagements have been announced, the Mahan Jewelry Co. 
has interested a number of young unmarried women in 
buying silverware, piece by piece, for their “hope chests.” 
In this, as in wedding silver selling, the salesman must be 
tactful to best succeed. 



































“Our Windows 
Ousht To Be Changed! 


“But I don’t know when 
I can find time to do it. 
Wonder what would be 
new and different?” 


Mr. Jeweler, if you ever find yourself in that pre- 
dicament, then investigate the Retail Display 
Service. It is meant for busy, ambitious merchants 
who want to get the maximum selling help out 


of their windows. 


What It Will Do For You 


@ Give you from one to five origina! 
ideas for windows every month. 
The number depends upon your 


order. 


@ Give you colored sketches show- 
ing just how these windows will 
look. 


@ Give you specific suggestions for 
creating these displays out of ma- 
terials you have on hand or can 


easily obtain. 


@ Give you exclusive rights to this 


Service in your city.* 


Whatflt Will Cost You 


@ Prices are based on population of 
your city and number of sketches 
you wish each month. Our sub- 
scribers pay an average of $4.17 
per month and receive an average 


of four window plans per month. 


RETAIL DISPLAY SERVICE 


POLLY PETTIT, Director 
R.C.A. Building, Rockefeller Center, New York City 


* We reserve the right not to accept 
an order from any jeweler located in 
a city where another merchant is al- 
ready using the Service. 














Fine English-Made Silverware Displayed in 
Montreal, Halifax and New York 


MontreAt—The Worshipful Company of Goldsmiths 
of the City of London, Eng., that ancient guild which re- 
ceived its first royal charter in 1327, has sent the New 
World an exhibition of modern English silverware. 
Shown in the salon of Henry Birks & Sons here from 
May 7 through 16, it went on tour to Halifax and thence 
to New York, where it will be exhibited early in June by 
the British Empire Chamber of Commerce before it is 
shipped back to London and after that on to South 
Africa. 

St. Dunstan, the patron saint of precious-metal workers, 
might well smile approvingly, for the exhibition, con- 
sisting of nearly 100 pieces, is a tribute to integrity and 
fine craftsmanship. It is divided into three sections. 

The first section is from the Worshipful Company’s 
collection of ceremonial and other plate made by well- 
known present-day craftsmen. Particularly distinguished 
in style and workmanship are: a mazer bowl, designed by 
Omar Ramsden, with the arms of the guild in colored 
enamel, and a gold band around the rim, a design of the 
leopard’s head which is the London mark, beautifully 
hand-chased; a rose bowl designed by Cecil Walker in 
commemoration of the Silver Jubilee of King George V 
with a pierced lid in an intricate pattern of ivy leaves and 
ribbons, surmounted by a little crest; a silver-gilt rose- 
water dish, by Harold Stables; a vase designed by 
Professor R. Y. Gleadowe, art master at Winchester and 
once Slade Professor of Fine Arts at Oxford, and made 
by H. G. Murphy—it is fluted like the trumpet of a 
flower and finely hammered; a Silver Jubilee inkstand, 
with the Worshipful Company’s arms; a handsome 
cigarette box, made to commemorate the Company’s 
sixth century; an elegant silver casket and many other 
examples of engraving, chasing and enamelling. 

The second section consists of tea sets made by well 
known British firms and illustrating effectively the trend 
of modern design. 

Works of the multiple production of the factors are 
contrasted with individual craftsmanship in the third 
section, which shows cups designed by such men as 
Bernard Cuzner, George Hart, A. E. Harvey and W. 
P. Belk, and there are some superb reproductions of 
period pieces, indicating the changing fashions of the 
past 300 years. 

Of particular interest are a standing salt and silver 
steeple of the time of James I, exquisitely wrought little 
pagodas, and an adaptation of the Foundress Cup, 
Christ’s College, Cambridge, which carries the history 
far back, to 1435. 


A modernistic front of black structural glass and an 
interior color scheme of horizon blue and cream are found 
in the remodeled jewelry store of W. G. Bechberger, 122 
S. Front St., Fremont, Ohio. A blue carpet, wall brackets 
with pots of ivory and gumwood woodwork in the display 
windows add color and richness to the store. This is the 
20th anniversary year of the Bechberger store, but Mr. 
Bechberger himself is observing his 48th year in the 
jewelry business. 
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Aes 39 me Gee BONUS 
As neve and as luxuriously lovely as the new Frenel liner... the “Normandie” 


pattern by Wallace, Silversmiths «ets a new fashion in restrained elabora- 
tion of decorative detail... both flatware and matching dinnerware 











a 


A proven popular note in sterling silver fashion is Normandie . . . one of the 





newer members of the Wallace family. A perfect bonus money suggestion. 
A sterling investment. One of America’s leading patterns, new, open stock, 
low priced, great value, nationally advertised regularly in leading class 
magazines. Compare these retail prices. 


Cream 
Tca Dessert Dessert Salad Butter Soup 




























Spoons Forks Knives Forks Spreaders Spoons | pf Pieces | Retail 
4 4 4 | 12 | $28.00 
6 6 6 6 | 24 | 52.00 
6 6 6 6 | 380 | 62.00 
8 8 8 8 8g 8 | 48 | 99.00 

12 12 12 12 12 12 | 72 | 148.00 











A window card and a newspaper mat fea- 


turing this idea are yours for the asking! ie 


R. WALLACE & SONS MEG. CO. | 
Founded One Hundred and One Years Ago 
Wallingford, Conn. 
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159 No. State St. 


MORAYS’ SAF ETY CLASP 


SILK CORD ATTACHMENT 





2 = = 


PAT. PEND. 
with 
A Double Lock Feature 


A clever, positive new catch that prevents 
loss of watches and possible embarrassment 
to jewelers. The double action of the 
clasp makes it absolutely secure . . . the 
pane itself is also secured by a double 
clamp. A desirable attachment for inex- 
pensive watches . . . and indispensable for 
valuable ones. When ordering watches 
specify Morays’ Safety Cord Clasp. This 
bracelet is also distributed. through whole- 
salers, in 4 qualities. 


MORAYS’ WATCH CASE CO., Inc. 


Established since 1911 


“Ro 87 Sixth Ave. “Sc 


BROOKLYN, N. Y. 


220 W. Sth St. 














RING GAGE" 


Ask Your Wholesaler 
For This New Device 


Order 
Now! 
Thru 
Jobbers 


F oremost 
jewelers 
are fitting 
their new 
rings with 
this mod- 
ern scale. 











*Pat. Reg. 
A compact, chromium scale ; 
operates simply and accu- 
rately. 
The Modern Device 
For Sizing Ring and Finger 
Used by Leading Jewelers Everywhere 


Immediate Delivery to Jobbers 


JAY-ELL ENGINEERING CO. 


INCORPORATED 


14% BROADWAY, NEW YORK CITY 


CHICKERING 4-2673 
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“Trying Moments” With Two or More 
Customers 
By SAMUEL N. MORRISON 


NE of the most difficult situations in selling arises 

when two shoppers require simultaneous attention— 
either because they have arrived together and one trans- 
action is involved—or because one customer requires at- 
tention while you are busy with another. 

It is true, of course, that the average jeweler does not 
have many occasions to wait on two customers at one time. 
But just because every customer means so much to the 
jeweler is reason sufficient for not losing any possible 
business merely through lack of ability to cope with the 
situation. 

Because of the value of the merchandise carried in a 
jewelry store, it is not advisable to encourage a customer 
who is asking for special attention. Hurried. shopping is 
not only unfair to the customer on whom you already are 
waiting, but equally unfair to the customer who is de- 
manding extra attention. However, for that very reason 
it is sometimes wise to adjust the situation. 


If a customer is impatient, and demands attention out of 
turn, the part of wisdom is often to excuse yourself to your 
first customer, asking her indulgence. Often all that is 
necessary is to answer some question or show something 
in the case (except small items of jewelry). By begging 
the indulgence of the customer, the first customer is not 
offended. And this is much better than rudely (or over- 
politely) asking the second customer to please wait her 
“turn.” Both customers would feel uncomfortable. The 
first one because she will feel that she is expected to 
“hurry up” her purchase—and the second customer be- 
cause her request for attention has been denied. 

When two or more people are at the counter, it is often 
the part of wisdom to invite the second customer to ex- 
press an opinion about the article which you are showing 
to the first customer. Usually the second customer is so 
flattered by this courtesy that she will take the salesman’s 
part in any suggestion regarding values. Or, as often 
happens, she will contribute some helpful idea toward 
helping the first customer to “make up her mind” between 
two alternative selections. 

When you invite a second customer to make com- 
ments, it is a good idea to be selective and avoid inviting 
the opinions of customers who appear to be aggressive and 
opinionated. Such customers are more likely to interfere 
with the sale rather than help it. Furthermore, the com- 
ments addressed to the second customer should be very 
casual and brief—such as asking for a “yes” or “no” 
opinion as to the relative merits of two items. For in- 
stance: “Of these two candelabra, which in your estima- 
tion makes the most impressive appearance for a table 
setting ?” 

When two customers are shopping together for one 
purchase, the problem of conflicting tastes often arises 
and requires consummate tact on the part of the salesman 
to avoid a dispute which may mire the sale completely. 
If the purchase is intended for the home of one of the 
women—the other being “her friend”—or relative—it is 
usually wise to side with the one who will actually be 
using the merchandise. The way to win over the friend 
is not to try to answer her objections to the merchandise, 
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but to prove to her that it is exactly what her friend or 
relative will really like and enjoy. You may perhaps take 
her aside and say: “Of course, your opinions are really 
quite sound, but you know your friend will enjoy best 
the thing which she herself selects. You know how those 
things are. If she buys something against her own judg- 
ment, she will always have it in the back of her mind that 
she was ‘talked into it.’ Don’t you think I am right?” 
And usually the friend will turn right around and start 
persuading the friend to buy her own selection! 

When husband and wife shop together, a similar atti- 
tude is usually effective. While the husband is often very 
opinionated, and thinks he is more “business-like” in his 
buying motives and considerations than his wife, never- 
theless he is usually receptive to the appeal that “after 
all, it is your wife who will most enjoy and use it”—why 
not let her buy something which she can sincerely enjoy ? 
Of course, often the husband’s selection is truly better 
and wiser—and then the problem is reversed, and the 
salesman must address his remarks to the wife to win her 
over. 

One of the unfortunate consequences of these ‘“‘family”’ 
disputes is that “giving in” becomes often almost impos- 
sible without “loss of face.” There is only one sensible 
way to handle the situation, and that is not to permit the 
“argument” to reach the stage where stubbornness begins 
to enter into the picture. Often the best thing to do is to 
bring out a third article altogether—even if only for the 
purpose of taking their minds off their dispute—then re- 
turn to that choice which the salesperson feels himself is 
wisest. Then always address the remarks to the one who 
is against this particular choice. The best way to per- 
suade without involving loss of “face” is to bring to bear 
considerations which the other person has not brought up 
at all. Don’t “take sides” with the opponent as far as the 
arguments which he used are concerned—but show the 
customer that there is “another way to look at it.’’ Often 
she will jump at this opportunity to put an end to the 
discussion without agreeing that she had been “wrong.” 
“Well, now that’s different. I think you are right. I still 
say my husband was wrong about that, but for the reason 
that you now explain I think I’ll take this.” 

A compromise choice is often the very best way out of 
a difference of opinion. Choose an article which repre- 
sents a compromise in their points of view—showing a 
similarity to the other pieces, but also satisfying the de- 
sires of each. Be sure the silverware is about the same 
price as the other, and with a similar attraction in style. 
By suiting their combined tastes, they forget their differ- 
ences and objections and a sale is made. 





Window Smasher Gets Jewelry Worth Over $2,000 

A window-smashing burgler escaped with jewelry 
valued at more than $2,000 from the jewelry store of 
Carl J. Doederlein, Inc., 8 Saratoga St., Baltimore, Md., 
recently. 

The burglar gained entrance by breaking a window in 
the front door. Only the most valuable gems and watches 
were taken, according to the proprietor. Other pieces of 
jewelry, valued at about $500, were left untouched in the 
show window. 
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“NOTICE” 


FOR SALE 
WATCH CASE MATERIAL 
BUSINESS 


ENTIRE STOCK 
MACHINERY and TOOLS 
OFFICE EQUIPMENT 


and 


FACTORY BUILDING 





For Further Particulars, 
Address "Factory 4510," care 


JEWELERS’ CIRCULAR-KEYSTONE 
239 W. 39th St., New York 
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Gift Department Suggestions for Graduates 


By RICHARD H, LESLIE 


etinttton is an event 
different from any other that we celebrate in this life. 
Birthdays came to all of us. There is no credit to the one 
having the birthday and nothing especially unique about it 
except as we surround it with artificial importance. 

But a graduation is an achievement. It does not happen 
automatically. It occurs only as the result of certain 
effort, determination, achievement and other virtues. 
Therefore when we recognize it, we are also paying 
homage to the qualities that have made it possible. 

In selecting graduation gifts, you must know the one 
who is to graduate. I know of one woman whose purse 
is not large, but who has the pleasant faculty of giving 
the most appropriate gifts. She seems to make a kind of 
study of the recipient and her gifts show a rare knowledge 
and understanding. To the graduate-who will travel 
before settling down to things there are many possibilities. 
To the tourist who will go with merely a suitcase, she 
will strive to give something flat that can be tucked away 
in a corner, and not make the fatal error of giving a 
bulky present. She differentiates between those of ample 
means and those of unfulfilled wishes for necessities, giv- 
ing unusual luxuries, even if of reasonable cost, to the 
former, and something tactfully practical to the latter. 
To the studious graduate who will continue to college or 
enter a profession, there will be a different type of gift. 

For the one who has unlimited space there will be 
different selections than for the one who lives in one 
room, or who is going to leave home for makeshift quar- 
ters elsewhere. This woman adds to her thoughtfulness, 
as a rule, some eminently suitable words to accompany 
the gift—“words of so sweet breath composed as make 
the things more rich.” Thus, even if the expenditure be 
not large, there is always a feeling of expectation and 
thrill at the mere receipt of a gift from her among those 
who have learned to know her good taste. 

For the high school graduate who is going to college 
away from home there are all the hosts of suitable things 
for his room such as desk sets, smoking outfits, cigarette 
holders, pipes, cushions for his couch, chairs, tables, 
vacuum bottles, shaving sets, mirrors, fountain pens, desk 
sets of self-filling pens. A desk set for a “male” should 
consist of only those few pieces that he can use, and other 
oddments, be they ever so decorative, will only get in his 
way. Capacious and staple pieces should be selected. The 
blotter must actually blot, and not content itself with 
rocking up and down. The inkwell must hold more than 
a thimbleful. The letter rack must really have room for 
letters. 

Smoking sets are available in great range, beginning 
with brass and running the gamut of all the metals up to 
non-tarnishing, non-corrosive gold. There are pipes that 
can be cleaned inside as well as out, and that are ever 
free of nicotine bitterness. There are cushions in the very 
masculine durable leathers that will stand all the “rough 
house” of the liveliest college room. There are shaving 
sets of sanitary perfection as well as the ultimate word in 
convenience and efficiency; mirrors that sparkle and give 


back smile for smile. What a variety of fountain pens— 
those that suit any individual taste, thick or thin, any 
color desired, and those wonderful new kinds attached to 
marble or onyx bases that are self-filling and ever so 
convenient for the hurried college man with so much 


ground to cover in so limited a time. Then there are such . 


things as field glasses, cameras and other interesting opti- 
cal articles. Brief cases may often prove just the thing, 
too. 

For the high school girl graduate there are, of course, 
hosts of things for her personal use as well as for her 
room. Why not suggest something in leather. Pocket- 
books. Lives there a girl anywhere who has gratified her 
insatiable taste for these lovely things? For remember 
the feminine day hath three parts, morning, afternoon and 
evening, and each part has its appropriate bag. These 
start at linen and other textiles for sports, and run 
through the entire earth’s fauna in leathers, up to the 
costly Aubusson tapestries, and gold or silver purses with 
gems either simulated or real. Still one more bag is never 
one too many. 

Overnight bags and suitcases are always welcome. The 
lighter ones (I refer to weight) are the most desirable, 
for very often the sweet girl graduate will carry her own 
and it must not be heavy to begin with. 

Cigarette cases for the smoking girl, and cigarette 
holders, match holders, ash trays and in fact any of the 
paraphernalia for smoking, either for the room or to carry 
about her person, seem the smart thing nowadays for 
feminine use. 

* The wonderful variations in compacts and rouges for 
the young lady’s purse; costly, if you will, in fine 
enamels, or tortoise shell or gold, or novelty of any kind. 

Wrist watches and fancy rings and bracelets come in 
infinite varieties and can be found to fit any purse from 
the standpoint of the giver and of the recipient. Beads— 
what a wealth of ideas this word evokes. For there are 
now myriads of kinds, colors and combinations suitable 
for sport, costume wear and dainty ones for evening use. 

Writing paper is a very acceptable gift. Boxes of com- 
binations giving paper, correspondence cards and whole 
outfits are found attractively boxed, and can serve for 
both formal and informal writing. If the name is en- 
graved, so much the better. The personal touch is always 
in addition, and a monogram on anything contributes this 
very acceptably. 





A “women’s club corner,” designed especially to attract 
the club women of one’s community, is an aid of proven 
value to the gift department of the jewelry store. State 
and national women’s club magazines, year books of the 
local women’s clubs, photographs showing members of 
clubs at outings and group pictures of the clubs can be 
obtained without much trouble and add interest to the 
“corner.” In addition to this, if the department had room 
it would be a splendid plan to have a space where the 
various club women could hold committee meetings ; this 
would bring many women to the store. 
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Keen buyers say 


they just can't afford 
to miss the 


CHICAGO 
GIFT 
SHOW 


PALMER HOUSE 
August 3 to 14 


EASTERN MANUFACTURERS AND 
IMPORTERS EXHIBIT, INc. 


GEORGE F. LITTLE 
Managing Director 
220 Fifth Avenue 
New York 
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Dressing Up the Gift Package Creates 
More Sales 


= art of living has extended itself to the art of giv- 
ing and as much stress is being laid on the appearance 
of a gift, as it makes its first impression on the recipient, 
as on the gift itself. In fact, very often a trifle, exquisitely 
packed, is far more attractive and effective than a more 
valuable article offered haphazardly. 

The jeweler who is interested in pleasing the public has 
realized the importance of appearance and is continually 
trying to improve his service to customers. This without 
a doubt is one of the most important points of competition 
in the realm of gifts where fastidiousness spells success. 

A middle western jeweler sends out purchases in such 
splendor that the boxes are carefully kept to glorify pres- 
ents bought in stores of lesser note. It is true that this 
may be slightly detrimental, but the glamour which it 
lends to their reputation has a far-reaching material value. 

Having mentioned this shop it might be interesting to 
look into its claim to fame. At Christmas we are told all 
gifts, large and small, go into a white glazed paper box 
topped by a stunning red bow. For years this was of 
ribbon which had to be bought by the yard and tied by an 
experienced girl, for in its perfection is the difference 
between distinction and mediocrity. 

Last year, however, it was found that by buying boxes 
whose covers have the ribbons pasted under the four sides 
of the cover, meeting on top in the same well-known bow, 
a great deal of labor was eliminated with none of the 
beauty lost. 


The gift is first, of course, artistically smothered jn 
tissue and the box, bow and all wrapped in green paper 
tied with a red cord, carrying with it a lithesome air, 

During the less festive months the same beribboned box 
is used, but instead of green paper for the outside wrap- 
ping, white with a gold cord is found as effective. After 
years of study and application, despite the additional cost 
and overhead which such elaborate packing entails, this 
method has been found exceedingly successful from several] 
angles. 

The additional expense, of course, must be made up by 
charging the difference to advertising, which includes that 
ever-to-be-sought element, good-will and reputation, or by 
having the gift department proper carry it as overhead, 
In a very large establishment the latter is not quite a fair 


. distribution, as so many items from almost every depart- 


ment are sent as presents in this very realistic age when a 
gift need not necessarily be pretty but useful. 

The small jeweler, of course, cannot possibly undertake 
so elaborate a wrapping, for no amount of ribbon and 
tissue can offset the difference in price marks that com- 
petition makes so evident. There is no doubt, however, 
that a very profitable reputation may be acquired by a 
little attention to the important details. 

A clever choice of wrappings may bring recognition 
where often as careful attention to merchandise is far less 
appreciated. Customers remember much longer those 
“cute green packages tied with the black tape” than they 
do the altogether unnecessary pepper and salts contained 
therein, and to this end much cooperation is offered by 
way of those whose business it is to sell paper and boxes, 








INCREASE YOUR SUMMER RADIO BUSINESS 
WITH THE NEW 


5 Tube Portable Superheterodyne Set 












A 5 tube Superhet- 
erodyne with equiva- 
lent performance of a 
7 tube set. Works on 
either AC or DC cur- 
rent. Supplied com- 
plete with tubes and 
self-contained aerial. 





List Price 


$o5 


The newest radio for summer sales—an ideal portable set 
in attractively styled traveling cases. 

This new radio will produce surprisingly increased sales for 
aggressive radio merchants all through the summer season. 
Available with three different colors of airplane cloth cover- 
ing—brown, blue or natural linen—or five different shades 
of fabrikoid covering—brown, blue, green, black or red. 
Easy to carry on vacation trips—weighs only 7!/4 pounds. 
Size: 10” x 74/2” x 7”. 

Write for literature and prices on other 
FREED-EISEMANN models. 


FREED MANUFACTURING CO., INC. 


44 West 18th Street New York, N. Y. 
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NORMA PENCIL 
CORPORATION 


150 BROADWAY 
NEW YORK CITY 


Step up JUNE 
SALES with a 
NORMA 
Window Display 


Hoome Wistee 
isplays pay_ big 
dividends. They 
stop the crowd— 
for here is the 
most unusual writ- 
ing instrument in 
existence —a ° 
cil that writes ji 
Blue, Green or 
Black, at will. 


June may be a slack month for some items in your line — but it offers 
unusual opportunities for the sale of NORMA 4-COLOR Pencils. For June is 
the month of Weddings, Graduations and Father's Day, not to mention 
Birthdays and Anniversaries. 
useful and attractive gift for the groom to give his ushers . . . for the boy or 
girl graduate ... for teachers ...and for any business or professional man 
who wants the last word in writing instruments. 


So keep JUNE SALES UP with NORMA. Display this fascinating pencil 
prominently. Play it up BIG. You'll find NORMA sells itself — brings attrac 
tive profits. 


NORMA is well established as a novel, 


hb aA 


dels, retailing for $3.50, $5.00, $8.50 and $12.00. 





For full particulars write: 
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Feasts rr i oas 


An idea of one of those enterprising men has permeated 
through the manufacturer to the jewelry shop owner, 
hence to the ultimate consumer, in so advantageous a 
manner that one wonders it was not thought of sooner. 
} The idea was simple enough—merely to educate the 
manufacturer to put his products in boxes or wrappings 
already to be delivered to the customer. 
| Viewing the situation, one is amazed at the manifold 
benefits of this method. First the manufacturer is assured 
of ultimate recognition by choosing a standard pattern for 
his box or wrapping, as it soon becomes known and, if 
| satisfactory, asked for again, besides assuring him that the 
article will be as fresh when opened as when it was 

packed. Secondly, the jeweler eliminates immediately the 

| added cost of rewrapping and enjoys the same advantage 

as the manufacturer, namely, by keeping the article in 

| good condition whereby there is less necessity for mark- 

downs, hence loss of profit. This also extends itself to the 

price cutting caused by shopworn articles, for unless they 

prove exceptionally poor sellers, they will sell out rapidly 

and, if not, being already wrapped, they will stay in the 

same good condition right on the shelves, as only one 
sample need be opened for sale purposes. 

One manufacturer of fast-moving novelties has chosen 

a modernistic paper covered with slanting hearts, clubs, 

| diamonds and spades which will stamp his wares in an 

individual and very attractive manner. Every article that 

leaves the shipping room will be ready for the customer. 

It may have been the same clever man or one of his 
competitors who, realizing the possibilities of clever paper 
| talk to manufacturers, saw another profitable avenue open 





to him and the vendor in as simple a manner as the one 





just mentioned. Tissue sheets of silky texture in an amaz- 
ing variety of colors and designs are offered individually 
in cellophane envelopes to be used in connection with the 
gifts bought or separately for anything the customer may 
have at home. 


Matt Irion 


LouIsvILLE, Ky.—Matt Irion, 86, founder of the 
Irion Jewelry Store, which went out of business four 
years ago after a noteworthy history dating from 1872, 
died May 15 following a prolonged illness. Burial took 
place in Cave Hill Cemetery. 

A native of Wurtemburg, Germany, Mr. Irion came 
to this country when he was 16 years old, and made his 
home in Louisville. For a number of years he took an 
active interest in civic affairs and was a member of the 
city council during the mayoralty of the late George 
Todd. 

A large number of retail jewelers now in business in 
Kentucky and Indiana learned their trade in the Irion 
store, which was at 404-406 W. Market St. A son, Alvin 
Irion of this city, three grandchildren, one great-grand- 
child and several nieces and nephews survive. 


Victors in a selling contest, approximately 150 approved 
wholesale jewelry jobbers’ salesmen will be guests of the 
International Silver Co. at Meriden, Conn., for three 
days starting June 15. The program will include an 
address by the president of the company, a trip through 
the most interesting of the factories, a sports program, a 
clam bake, a dinner and other entertainment. 











Che Pairpoint Corporation 
| Nem Bedford, Mass. 
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PAIRPOINT’S LATEST 
MASTERCRAFT CREATION 
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Advertising Specialties for every pur- 
pose. Let us help solve your problem. 
Inquiries invited. Write today. 


VICTOR E. LEDERER, Inc. 


"Pioneers of Souvenirs" 
125 West 33rd Street 
New York, N. Y. 











DIRECT IMPORTERS 


ANTIQUE SILVER VICTORIAN PLATE 
OLD SHEFFIELD PLATE 
SHEFFIELD REPRODUCTIONS 


in a wide price range—sensibly priced 
We solicit your inquiries 





I—Geo. nm 
SILVER COFFEE URN 


London 1791 by H. Chawner 
13 inches high 


N. BLOOM & SON, LTD. 
42-44 W. 48th St., New York 
15 Norton, Folgate, London 














Modernism Reflected in Glass 


HE modern mode has been mir- 

rored in glass in the most suc- 
cessful manner. The material is one 
that lends itself to endless new inter- 
pretations, not only in color and tex- 
turé, but in form as well. It may be 
considered one of the most charming 
manifestations of modernism, and the 
various exponents of the new decora- 
tion are experimenting with it most 
delightedly, each after his own 
fashion. 

Few things equal the shining sur- 
face of glass for bringing beauty to a 
room. The reflections are always in- 
triguing, and, of course, mirrored 
surfaces have the effect of increasing 
the apparent size of the room. This 
is true of any glass, but in the new 
interpretations we have the special 
qualities added. And so the modern- 
ists recognize the beauties and uses of 
glass, and are making many new and 
unusual uses of it. In furniture, 
lamps and structural forms as well, it 
has come astonishingly to the fore, 
and the dinner services, vases, bowls 
and more conventional uses are hav- 
ing more unconventional expression 
than they have heretofore known. 

Among the pieces to be seen in fur- 
niture may be mentioned a mirror top 
coffee table of black lacquer in dull 
finish. Again there is a black glass 


_ top coffee table, the wood of which is 


maple. An unusual piece is a glass 
table with a frame of chromium plate. 
The glass is in three circular shelves, 
growing smaller as they ascend. 

In the course of the last quarter 
century, there has been developed in 
France, a veritable Renaissance in the 
making of decorative glass. Begin- 
ning in the late nineties with Galle, 
effects of form and color have been 
produced that had never before been 
attempted. Perhaps the best known 
of the modernists in glassworking, as 
far as the American public is con- 
cerned, is the name of Rene Lalique. 
He made his entrance into the acces- 
sory field, as a jeweler working in 
enamel and sculptured metal, using 
both precious and _— semi-precious 
stones, but replacing the conventional 
standards with new values. He then 
became interested in the formula of 
molded and pressed glass, giving new 
forms and new qualities to this art. 
His greatest inspiration is found in 
nature—a vibrating, living nature, a 
world of dragons, insects and ser- 
pents, and his infinite variety of forms 
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include the humblest. Lalique has 
molded glass into large, impressive 
masses, as well as the tiniest, mogt 
precious jewel-like boxes. For per. 
fumes, he has created the most ex. 
quisite flacons. His table glass hag 
been developed to a point of great 
distinction, and lamps, too, of most 
unusual and unique design may be 
counted among his — conspicuous 
achievements. His success is superb 
whether considered from the point of 
view of design or of execution. He 
has applied enamelling to his work 
in a peculiarly technically perfect 
manner. His work is reminiscent 
with quite a new feeling, however, 
of the past, whether Egypt and the 
Orient, or classic Greece or the 
Renaissance. A characteristic of his 
decorative glassware is the introduc- 
tion of the female nude in the form 
of sirens and sphinxes. He combines 
all the processes of the goldsmith, the 
chaser, enameller and gem setter, 
Lalique has evolved a great variety 
of interesting effects in form and 
color hitherto unknown to the glass 
maker. Some of his productions are 
made with clay molds which are 
afterwards destroyed, making each 
piece unique. He has also produced 
interesting table and ornamental glass 
which is not too costly. 

Francois Decorchemont is the lead- 
ing exponent of a form of decorative 
glass known as pate de verre, which 
because of its thickness and densit, 1s 
intermediate in appearance between 
glass and ceramics. The process con- 
sists in filling plaster moulds with 
glass powder and firing it at a’ 
just short of vitrification. Decc.cie- 
mont has examples of his work in the 
Metropolitan Museum of Art, in the 
Luxembourg and other European 
museums, and is well known in 
Europe through frequent exhibits. 
His process—broken glass pounded 
into powder, melted and _ then 
moulded like bronze, is an interesting 
one. 

Another significant name in glass 
is that of Daum. This house is now 
continuing in its second generation. 
It began as a simple bottle industry, 
and later made copies of old glasses. 
Engraving on glass with acid brought 
early fame, and now unique things 
are being done. 





Harry Present, J. H. Hall, Bernie Co- 
hen, Walter Butler and Wm. Kley won 
cups in the recent tournament of the 
Southern California Jewelers’ Golf Ass0- 
ciation. 
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Interesting Addresses and Discussions Feature of Annual Meeting 
Held in Boston—W. G. Thurber Elected President 


Boston, Mass. —A_ hundred retail, 
wholesale and manufacturing jewelers 
heard Wilson A. Streeter of Philadel- 
phia, introduced as “one of the best in- 
formed men in the industry,” explain 

the advantages of subtle advertising and 
the unprecedented returns from it at the 
annual meeting of the Massachusetts and 
Rhode Island Retail Jewelers Association 
at the Parker House, May 6. 

Said Mr. Streeter: “The most pro- 
_gressive step taken in the jewelry indus- 
try in many years started about seven 


‘~ months ago in the movement to publicize 
™ Wjewelry through the medium of indirect 


advertising.” 
Flaying wholesalers and manufac- 
turers for allowing retailers to “carry 


“the freight,” Mr. Streeter asserted that 


etween $25,000 and $30,000 is needed 


“Within the next three months to put over 


the campaign of the publicity committee 
of which William D. McNeil, A.N.R.J.A. 
president, is chairman. 

“The question before this meeting is: 
Are you going to support the National 
Association’s campaign, which is going 
forward with increased enthusiasm?” he 
said. 

It was explained that the national 
group signed a contract with June 
Hamilton Rhodes, Inc., public relations 
counselor, and that retailers throughout 
the nation have reported sales directly 
traceable to the campaign. 

“There is just so much spending 
money in the country,” Mr. Streeter said. 
“Other business men are out after it, and 
the jeweler has been sitting by. 

“We must create a use for jewelry 
and a desire to have it. That is the 
purpose of our campaign, which has not 
been wholeheartedly supported by all 
branches of the industry up to this point. 
Its success will be measured not by the 
amount of money obtained, but by the 
number of supporters.” The speaker said 
that 70 per cent of the campaign’s sub- 
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scriptions have been received from re- 
tailers. 

Mr. Streeter said that the Rhodes 
organization has succeeded in getting 
cigarette advertisers to use jewelry on 
all their models, and has arranged with 
large men’s shirt manufacturing firms 
to display tie pins, clasps and cuff links 
prominently in their magazine and news- 
paper advertisements. 

“Last winter, Mrs. Rhodes induced 
Paris shirtmakers to make their products 
with French cuffs,” (requiring cuff links) 
he pointed out, “and she more than 
proved, last fall at her fashion show at 
the Jewelers’ convention, there is a de- 
mand for real jewelry.” 

It was explained, the publicist re- 
received many queries as to whether the 
clasps and other adornment on the models 
used in this fashion show were “real.” 

Mr. Streeter also touched on the wholesale 
and retail tax question, reviewing recent 
legislation and explaining it, and cited 
three cases brought by the American 
National Retail Jewelers’ Association to 
the attention of the Federal Trade Com- 
mission. 

These cases concerned retailers claim- 
ing to be wholesalers, one of whom has 
since closed shop. “If these cases can 
be carried to a satisfactory conclusion,” 
Mr. Streeter said, “there are a number 
of others to be cleared up.” 

At this point he urged all to join the 
parent organization. “The dues are only 
$10,” he said, “but they should be more. 
Grocers and hardwaremen pay $25; 
jewelers shouldn’t be in the business if 
they cannot.” 

W..R. Horper of the Pittsburgh Plate 
Glass Co., showed two ten-minute talk- 
ing pictures dealing with modernistic 
store fronts, window displays and in- 
terior lighting. 

“Tt takes seven seconds to pass by the 
average store window,” it was explained, 
“and every shopper not attracted to your 
display is a lost opportunity.” 
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A paint store, dress shop, restaurant, 
dry goods establishment and a jeweler’s 
shop, before and after renovation, were 
shown. 

Modernization of the front and win- 
dow lights of the jewelry store, it was 
said, caused 478 out of 1000 passersby 
to stop and look, where only 75 out of 
1000 stopped previously. 

Two things were stressed for jewelry 
store fronts: the windows should be 
small, because the type of merchandise 
is small, and the front should be in good 
taste, appealing especially to women. 

There should be more inner light by 
day than night, to counteract the natural 
glare, the speaker warned, adding that 
the reflection of direct glare within the 
store was most important. “Hide the 
source of light if possible,” he advised, 
“so as not to attract attention of the 
prospective customer away from your 
merchandise.” 

The “success stories” attributed to store 
renovations was said to have increased 
businesses from 25 to 300 per cent. 

W. G. Thurber of Tilden-Thurber 
Corp., Providence, R. I., was elected 
president of the association, succeeding 
James Kingman of Smith-Patterson Co., 
Inc., Boston, who has held the position 
for three years. 

Other officers elected were Blaine 
Libby, Milford, first vice-president; 
S. M. Nathan, Fitchburg, second vice- 
president; J. H. Peterson, Needham, re- 
elected secretary, and Frederic W. Bird 
of E. B. Horn Co., Inc., Boston, re- 
elected treasurer. 

Elected to the executive committee: 
A. T. Johnson, Fall River; Past Presi- 
dent Kingman; A. H. Abbott, formerly 
first vice-president, and Arthur Stern, 
Lynn, and C. J. Gidley, New Bedford, 
re-elected. 

Among the wholesalers and manufac- 
turers at the dinner which followed the 
business meeting were John Hall, New 
York representative of the Hamilton 
Watch Company; Paul Monohon of the 
Watson Co., Inc., silversmiths, Attleboro, 
Mass., and James Dougherty, also of 
Attleboro, and the following from the 
Gorham Manufacturing Co., Inc., Provi- 
dence: Harold MacDonald, H. D. 
Thompson, Donald Smith, Paul Donelan 
and H. A. Cooley. 











Three-Inch Ruby Crystal Examined 
by New York A.G.S. Group 


Several members of the New York 
study group of the American Gem So- 
ciety were privileged to examine many 
of the most interesting and costly gems in 
the possession of the Smithsonian Institu- 
tion during a visit, April 25, to the na- 
tional capital, where Dr. W. F. Foshag, 
curator of the department of geology, 
and E. P. Henderson, his chief assistant, 
devoted most of the day to assisting the 
jewelers in their inspection. 

A three-inch ruby crystal in matrix, 
a recent unusual and valuable acquisition 
of the museum, was examined, as were a 
number of cut and rough gem stones. 
Many fine diamonds in the rough, in 
loose crystals and in kimberlite were seen, 
and a number of stones were shown to 
fluoresce under cathode rays in a dark 
room especially used for that study. 

Mirabeau C. Towns, George J. Engel, 
C. A. Allen, Mr. and Mrs. Frank L. 
Spies and Mr. and Mrs. Leopold Nathan 
comprised the party. Several members 
of the study group who had intended to 
visit the Institution were prevented from 
doing so either by their own illness or 
illness in their families Through a mis- 
understanding, the party unfortunately 
failed to meet William H. Wright of 
Galt & Bro., Inc., 607 Thirteenth Street, 
Washington, D. C., who had offered to 
help entertain them there. 





Tennessee Watchmakers and Jewelers 
Elect J. E. Coleman President 
at Knoxville Convention 


KNOXVILLE, TENN.—J. E. Coleman, 
Nashville, was elected president at the 
annua! convention of the ‘Tennessee 
Watchmakers and Jewelers’ Association, 
held in the Andrew Jackson Hotel, here, 
May 3, 4 and 5. Mr. Coleman succeeds 
S. George Cochron, Nashville, and has 
served as state secretary for the past 
two years. 

The by-laws were changed to provide 
for four vice-presidents. Others elected 
to office were as follows: First vice-pres- 
ident, Paul E. Lowe, Nashville; second 
vice-president, Fred W. Gates, Chatta- 
nooga; third vice-president, Charles E. 
Maskall, Knoxville; fourth vice-presi- 
‘dent, W. C. Roy, Memphis, and secretary- 
treasurer, Edwin F. Cochron, Nashville. 

Speakers at the convention were Wil- 
liam G. Frasier, past president of the 
American National Retail Jewelers’ As- 
sociation; Howard L. Carpenter, presi- 
dent of the National Wholesale Jewelers’ 
Association, and H. F. Babcock, president 
of the Horological Institute of America. 

A resolution to recognize the ladies 
auxiliary was adopted, and the new 
body effected the following organization: 
President, Mrs. Charles E. Maskall, 
Knoxville; vice-presidents, Miss Dorothy 
Tindell, Knoxville; Mrs. Walter Frink, 
Chattanooga; Mrs. J. E. Coleman, 
Nashville, and Mrs. T. O. Pearson, Mem- 
phis, and secretary-treasurer, Miss Bes- 
sie Houston, Knoxville. 

Chattanooga was selected as the place 





for the 1937 meeting of the association. 
A resolution was also passed, inviting 
the Horological Institute of America to 
hold its regional meeting with the Ten- 
nessee association next year. 

Resolutions were adopted creating the 
office of state director of technical clubs, 
and James N. Freeman, Nashville, a cer- 
tified watchmaker, was elected state di- 
rector, and M. F. Clay, Knoxville certi- 
fied watchmaker, was elected secretary. 

The convention by another resolution 
voted to discontinue, as much as possible, 
the use of the word “cleaning,” as ap- 
plied to watch work. 

An informal gathering of delegates 
was held Sunday afternoon, May 3, pre- 
ceeding the address of W. H. Samelius, 
dean of the Elgin Watchmakers College. 

At the Sunday night session a welcome 
was extended to the jewelers by Mayor 
James W. Elmore, and J. D. Hope ex- 
tended the greetings of the Knoxville 
jewelers. The response in behalf of the 
visiting jewelers was made by Paul E. 
Lowe, Nashville. 

The convention guests expressed them- 
selves as well pleased with the enter- 
tainment provided by the host commit- 
tee, which included trips to Norris dam 
and Smoky Mountains. The annual ban- 
quet, featured by entertainment and danc- 
ing, was held Monday night. Leon Gouf- 
fon acted as toastmaster. 

The entire mezzanine floor of the hotel 
was given over to displays of watches 
and their mechanism. There were 52 
escapements in one display, making up a 
larger exhibit than that at the Century 
of Progress Exposition. Many jobbers 
and wholesalers had booths. 

Officers of the host guild, No. 3, are 
Charles E. Maskall, president; B. A. 
Puwe, vice-president, and A. D. Tenkins, 
secretary-treasurer. 





New Enterprises 


The Ellis Jewelry Co., managed by 
L. W. Witt, formerly of Birmingham, 
has entered business on 19th St., Jasper, 
Ala. 

A jewelry repair shop has been opened 
by Emil Jellum at Wanamingo, Minn. 

A watch repair and jewelry business 
was recently inaugurated in the Hanson 
Building, Lansing, Ia., by Max Griffin, 
formerly of Victory, Ia. 

A repair business has been opened by 
R. W. Rhodes at 40 N. 3rd St., Colum- 
bus, O. 

A new jewelry store under the title 
“Lawson’s,” will open about May 31 at 
306 S. Walnut St., Muncie, Ind. 

“Bjerre’s” is the title of a jewelry 
business headed by Arthur and Allan 
Bjerre in the State Theater Building 
at Owatonna, Minn. 

Day’s jewelry store, a new enterprise 
at Bangor, Me., is provided with a “mod- 
ernistic’ front and new interior fixtures. 
Each first-day visitor received a gar- 
denia. 

Wayne Rigg, formerly with Jewelers, 
Inc., on S. Center St., Statesville, S. C., 
has opened a jewelry business of his own 
in the Stearns Building, E. Broad St., 
that community. 

Walter J. Miller is proprietor of a jew- 
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elry business opened recently at 392% 
Central Ave., Highland Park, Ill., under 
the title the Highland Park Jewelry Store. 

Boyson’s jewelry store, Oak Park, Ill, 
has opened a branch business at 70 §. 
La Grange: Road, La Grange, III. 

Arthur Johnson, who for the last two 
years has been employed at Dean’s Jew- 
elry and Drug Store, Inc., Forsyth, Mont., 
has entered into his own jewelry busi- 
ness in that community. 

A jewelry establishment has been 
opened by H. A. Beckwith at 3736 Grand 
Blvd., Brookfield, III. 





Associated Credit Jewelers’ Dinner 
and Dance Draws Over 400 


Total absencé of formal speeches and 
a wealth of professional entertainment 
distinguished the second annual dinner- 
dance of the Associated Credit Jewelers 
of New York and New Jersey, Sunday 
night, May 3, at the McAlpin Hotel, New 
York, attended by more than 400 jewelers 
and their guests. 

Members and guests enjoyed an hour 
in the cocktail room prior to entering the 
dining room to an orchestral accompani- 
ment at 8.30 o’clock. There C. M. Brad- 
bury, vice-president for New York, pre- 
sided as toastmaster, calling upon Eliot 
P. Hirshberg, president, for a short ad- 
dress of welcome and introducing several 
guests, among them representatives of the 
various retail jewelers’ associations of 
greater New York. , 

Regret was expressed at the absence of 
William Wagner, executive secretary, 
who was confined to his home by illness. 
An excellent dinner was followed by 
dancing and entertainment until an early 
hour. 

Mr. Bradbury was chairman of the 
committee which was responsible for the 
success of the affair, assisted by Mr. 
Hirshberg, William Van Busch, Alvin 
R. Baer, M. S. Abelson and Rowland D. 
Goodman. 





Man Is Held for Grand Jury in $831 
Gem Robbery at Jersey City 


Jersey Ciry, N. J.—Arraigned on 
charges of breaking, entering and larceny, 
a man is being held in the First Criminal 
court in $10,000 bail for the action of 
the grand jury, in connection with the 
robbery of Jorray’s Jewelry Store, Inc., 
133 Newark Avenue, on Feb. 16. Local 
police made the arrest in New York on 
April 27. 

In a statement to police the man ad- 
mitted that he rented a loft over the 
jewelry store, which was robbed of 
$831.93 in jewelry two days later by 
means of a hole cut in the floor of the 
loft. 

He, however, denied participation in 
the robbery, and said he rented the loft 
for a stranger who told him he was hav- 
ing difficulties with the landlord and was 
afraid he could not procure the lease for 
a typewriter agency. He said the man 
gave him $10 to give the landlord as a 
deposit. After turning over the key, he 
told police, he never saw the stranger 
again. 
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The two biggest ships in the world are 
about the same size 




















... but the second biggest magazine trails far behind the 


WORLD'S BIGGEST MAGAZINE 


he DO a real, profit-producing selling job for the 
everyday necessities and luxuries of life, you 
dealers must have the support of the biggest maga- 
zine circulation on earth . . . a circulation which is 
double the size of that of any other magazine! 


This is the sales-speeding backing you get from 
manufacturers who make those products and adver- 
tise them to the more than 5,500,000 families who 

le read The American 

lt Weekly. It goes into the 
nation’s richest buying 
areas... areas where 70% 
of all families live and 
where 80% of all retail 
sales are made! This pow- 
erful circulation creates a 
tremendous market,going 


THE 


Greatest 
Circulation 
in the World 









, The 
AMERICAN 
WEEKLY 














MORE THAN NEAREST 
5,500,000 COMPETITOR 
CIRCULATION CIRCULATION 


into from 1 out of 5 to 1 out of every 2 homes in 
those responsive areas. 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the 17 great Hearst 
Sunday Newspapers. In 614 of America’s 995 towns 
and cities of 10,000 population and over, The Ameri- 
can Weekly concentrates 67% of its circulation. 

In each of 158 cities, it reaches one out of 

every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% 

In another 171 cities, 20 to 30% 


. and, in addition, more than 1,982,000 families in 
thousands of other communities, large and small, 


regularly buy and read The American Weekly. 








“The National Magazine with Local Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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Swank Products, Inc., Merger of 
Seven Firms, to Produce 
Men’s Jewelry 


ATTLEBORO, Mass.—Baer & Wilde Co., 
Inc., maker of Swank jewelry acces- 
sories for men, announces the formation 
of a new corporation, Swank Products, 
Inc., which began operations on May 1. 

The new company is the result of a 
merging of interests of the Baer & Wilde 
Co., Attleboro; John S. Sampson & Son, 
New York; L. Heller & Co., Inc., and 
S. B. Lavick Co., Inc., Chicago; the 
Schriver Co., Philadelphia; A. Rosen- 
berg & Co., Boston, and Milton Weiss 
& Co., Los Angeles. 

The new corporation will maintain 
branch offices and sales rooms in New 
York, Chicago, Philadelphia, Boston and 
Los Angeles, and will sell Swank prod- 
ucts direct to the retail men’s wear 
trade. 

Retail jewelers will be serviced as in 
the past through the same list of whole- 
sale jewelers. 

The company will maintain its factory 
in Attleboro. All the principals of the 
old companies will continue their activi- 
ties with the new company. 





Murder Charge Faces Leader of Gang 
Which Robbed Mid-West Jewelers 
of $53,000 in Gems and Cash 


INDIANAPOLIS, IND.—A gang which had 
terrorized the Mid-West for two months 
by its steady depredations, principally on 
jewelry stores in Ohio and Indiana, seiz- 
ing stolen jewelry and cash to the esti- 
mated value of $53,000, is believed to 
have been completely smashed with the 
arrest of its leader, John Barton, better 
known by his aliases, “Al Brady” and 
“Al Barton,” and the holding for ques- 
tioning of 11 other men and one woman. 

Barton, an ambitious farm boy who 
tried to emulate Dillinger and had his 
name associated with Al Karpis, has 
confessed to the murder of a grocery 
store clerk and the robbery of a number 
of jewelry stores. 

His confession of the shooting of the 
grocery clerk at Piqua, O., on March 21, 
came as a distinct surprise to Indianap- 
olis police who had been grilling him for 
several days to gain a confession in the 
fatal shooting of Indianapolis Police Ser- 
geant Richard Rivers, on April 27. Rivers 
was shot when police were attempting to 
round up members of the gang who were 
at a physician’s office here seeking medi- 
cal aid for one of their number who had 
been injured in an exchange of shots with 
police after a wild fight following the 
robbery of Kay’s, operated by Krauss- 
Brender Jewelry Co., Inc., 129 N. Main 
St., Lima, O., the same day. 

In this robbery, the second in the same 
store in about a month’s time, the gang 
is alleged to have stolen $15,000 in jew- 
elry and cash. Patrolman Ed Swamey, 
of the Lima police, who engaged the 
hold-up men in a running gun battle, suf- 
fered a broken neck in a collision be- 
tween a truck and a police cruiser car. 








Swamey is believed to have shot the ban- 
dit who was taken to the local doctor’s 
office, wounded in the leg and the groin. 

The largest robbery to which Barton 
has confessed was that of the Partner 
Jewelry Co., Inc., 20 N. Ludlow St., Day- 
ton, O., on April 9, when about $25,000 
in diamonds and other jewelry was taken. 

Barton was arrested in Chicago 
through the efforts of Sgt. Sol Corsi, of 
the Chicago police, who, working on his 
own time, trapped him in an apartment 
where a small amount of the loot was 
recovered. Other members of the gang 
were rounded-up in a hideout and little 
arsenal, where jewelry amounting to 
about $5,000 was found. 

One quirk of the case is the story Bar- 
ton gave to Chicago police, purporting 
that his gang which conducted the 
hold-up of the Partner store, was in 
turn robbed of the loot by a Chicago 
gang, which, he said, had plotted the 
robbery and then lured the bandits to a 
South Chicago apartment, where, at the 
point of revolvers, the jewelry changed 
hands. Barton said his gang was warned 
never to set foot in Chicago again. 

From information secured from a man 
who was arrested with Barton, a safe 
deposit box rented in Chicago in the 
name of “Isaac Beckman,” was located 
and was found to be the cache of most 
of the missing jewelry, principally dia- 
mond rings. This loot, valued at approxi- 
mately $50,000, was identified as part of 
the Dayton and Lima “takes.” “Beck- 
man,” identified by Sgt. Corsi as Robert 
Beckner, has eluded police. _ 

Barton is said to have confessed to 
the following hold-ups: The jewelry 
store of R. O. Wieland, Greenville, O., 
$6,858, on March 4; Krauss-Brender Jew- 
elry Co., Inc., Lima, reported at approxi- 
mately $6,000 in jewelry, on March 19; 
the Partner store, Dayton, approximately 
$25,000, on April 9, and Krauss-Brender 
Jewelry Co., Inc., for the second time, 
on April 27, approximately $15,000. He 
was arrested on April 29, and confessed 
a few days later. 


J. Paul Knight 


CincinNnaATI, On10—J. Paul Knight, one 
of the few Cincinnatians who followed 
diamond cutting as a profession, died 
at the Jewish Hospital on May 9, within 
two days after being removed to the in- 
stitution. He was removed from his 
home after pneumonia developed from 
a preceding illness. 

Mr. Knight was born in this city, 
June 4, 1888, and attended public schools. 
He started work with the former Keck 
Bros. firm in Cincinnati and after three 
years experience with that concern, he 
went to New York. Mr. Knight returned 
to Cincinnati in 1914 and established his 
own diamond cutting company in the 
Edwards Building. He was active in 
church work and was treasurer of the 
Salem Evangelical Church. He made his 
home at 2519 Melrose Ave., Norwood. 
Mrs. Knight, a daughter and two sons 
survive. 





Horological Society of New York 
Honors Ferdinand T. Haschka 


More than 150 members of the Hor. 
logical Society of New York met a 
150 W. 85th St., the night of May § 
pay honor to Ferdinand T. Haschka, fo, 
many years a member of the society, ang 
who recently retired as head watchm 
at Tiffany & Co., shortly before he ¢ 
brated his 75th birthday. ¥ 

Herman Schlacht, society president 
eulogized Mr. Haschka for his e 
worthy contributions to horology 
called upon Major Paul M. Chamb 
lain of Newark to present the group 
testimonial to Mr. Haschka. Maj 
Chamberlain outlined Mr. Haschka! 
boyhood training in watchmaking, his 
later services in three continents 
finally his ascent to the pinnacle of h 
profession. Then, with all the member 
standing in tribute, Major Chamberlai 
gave Mr. Haschka a _leather-bound)) 
hand-engrossed testimonial. Mr. Haschkg 
was taken completely by surprise, 
replied feelingly with a few words of 
thanks. The idea of presenting the t 
monial to Mr. Haschka was conceiy: 
by Benjamin Mellenhoff, a former presi- 
dent of the society and a member of i 
technical advisory board. ie 

Mr. Schlacht named the following as 
members of a nominating committee to 
submit a list of officers for the coming 
year, prior to the annual election in 
June: Mr. Haschka, Siegfried Strommer, 




































Paul Zwick, Isadore Lemer and M. 
Aschendorf. 
After the presentation, refreshments 


were served. 


Sigismund Kronholtz 


STAMFORD, CoNN.—Sigismund Kron- 
holtz, president of Kronholtz, Inc., 505 
Main St., died May 5, after an illness 
of more than a year. He was aged 77 
and, until he became ill, was active in the 
business he established 48 years ago. 
Mr. Kronholtz came to America at 23 
from his native Warsaw, Poland. 

Louis A. Kronholtz, a son who con- 
ducted an optical business, which was 
combined with the jewelry business of 
the deceased in 1926, and a daughter, 
Mrs. Ruth A. Moltasch, Stamford, are 
his only immediate survivors. 

Mr. Kronholtz was affiliated with the 
A.F. and A.M., 1.0.0.F., the Independent 
Order of B’rith Abraham and the Amer- 
ican National Retail Jewelers’ Associa- 
tion. 


William B. Sexauer 


Torrincton, Mass.—William Bernard 
Sexauer, 38, died of heart trouble, 
April 25, after an illness of a few days. 
He was the proprietor of a jewelry busi- 
ness which he purchased 12 years ago 
when he was a clerk in the establishment, 
then known as Phaneuf’s Jewelry Store. 

He is survived by his widow; one 
son, Bernard Sexauer, and five brothers. 
He was an active member of the Order 
of Eagles. 
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A new Pittco Front for in- 
dividuality ...and a better 
business! This is how the 
Feder Jewelry Store in El 
Paso, Texas, used a new 
Pittco Front to exert a 
stronger attraction on po- 
tential customers .. . and 
draw their trade. A Pittco 
Front can give your jewelry 
store new appeal, too. 

















WITH A NEW PITTCO STORE FRONT! 


PITTCO Store Front gives your 

store that most important of all 
qualities ...individuality. The store 
with a Pittco Front stands out from 
its competitors . . . catches the jewelry 
customer’s eye ... exercises a stronger 
attraction ... and in the majority of 
cases, gets the business that might 
have gone elsewhere if the store 
hadn’t had individuality. That’s 
why so many jewelry stores are being 


ergs 





age erate 


Lees 





ITTCO 


remodeled with Pittco Fronts... and 
why your sales of precious stones 
and metals should grow if you re- 
model with one! Our staff of experts 
will gladly help you and your archi- 
tect to work out a Pittco Front to 
suit your needs and purse. 

We invite you to use the coupon 
... now... to get our valuable free 
book on Pittco Fronts and interior 
painting. The illustrations of actual 


PITTSBURGH PAINT 
PRODUCTS 


POLISHED PLATE | 
GLASS 


TAPESTRY CLASS 


FRONTS 
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City 


Pittco installations, the statistics and 
the complete information this book 
contains will show you the way to 
bigger and better business. 


PITTSBURGH TIME PAYMENT PLAN 


Take 2 years to pay for your new 
Pittco Front! Merely make a 20% 
down payment ... and then settle 
the balance in easy monthly install- 
ments at low F. H. A. rates! 





Pittsburgh Plate Glass Company, 
2221B Grant Bidg., Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled “How Modern Store Fronts Work 
Profit Magic.” 


Name 





Street 








State 


: [am ( am not ( interested in the Pittsburgh 
: Time Payment Plan. 





: 





COLUMNAR LIGHTING dramatizes the bride’s display 
window of the Hess & Culbertson Jewelry Co., Inc., St. 
Louis (shown above), the creation of E. H. Peters, who 
will design the jewelry window at the International Display 
Men’s Association convention in Cincinnati this month. 


MISS MARTHA WITTNAUER, who has retired as 
president of the former A. Wittnauer Co., Inc., New 
York, after an executive service, unparalleled for one 
of her sex, in the watch industry. Recently reorgan- 
ized, the company is now the Longines-Wittnauer Co 


DIAMONDS, — emeralds, 
pearls and fine gold com- 
prise this exquisite 
“chandelier” made by 
H. B. Crouch of Los 
Angeles for Colleen 
Moore’s doll’s house. 
Twelve inches high, it 


weighs three pounds and 

is valued at $60,000 

The pear-shaped dia- 

mond at the base weighs 
five carats. 


CAPTOR OF A KILLER 
whale at Ft. Lauderdale, 
Fla., was Earl (Square 
Deal) Miller of Detroit. 
Mr. Miller stands beside 
his 3200-pound quarry, 
the head of which was 
mounted by a_ taxider- 
mist. 


A MOUNTAIN PANORAMA is etched in plate glass across the 

rear of the show-windows in the remodeled jewelry store of H. H. 

Jeffrey, Durango, Colo., pictured below. The transom is of light 

blue, opalescent leaded glass, set with spearheads of opaque black 
glass. 
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elers’ Convention at Baltimore 
Hears Addresses on Publicity, 
Taxation and Gem Thefts 


Battimore, Mp.—A G-man’s inside 
story of how the Federal Bureau of 
Investigation functions, first-hand infor- 
mation from an officer of Pinkerton’s 
about “Criminals Operating Against the 
Jewelry Trade,” and a convincing dem- 
onstration of the Jewelers Publicity Cam- 
paign were highlights of the 22nd annual 
convention of the Maryland-Delaware- 
District of Columbia Jewelers’ Associa- 
tion at the Lord Baltimore Hotel, May 
17-18. 

Albert Sigmund of Washington, D. C., 
was reelected president. Others reelected 
to office are: Joseph T. Montgomery of 
Wilmington, Del., first vice-president; 
H, J. Schwartz of Baltimore, second vice- 
president, and Howard R. Collins of 
Wilmington, secretary. Sydney J. Ross of 
Baltimore was named treasurer, succeed- 
ing S. Judson Mealy, also of Baltimore. 

Ideal weather contributed to the suc- 
cess of a seven-hour boat trip Sunday 
afternoon and night, with more than 
300 jewelers and guests journeying on 
voard the City of Richmond down Chesa- 
peake Bay to a point near the United 
States Naval Academy at Annapolis. 
Entertainment included dancing to an 
orchestral accompaniment and the serv- 
ing of a buffet supper. 

Both business sessions the next day 
were well attended. C. Howard Millikin, 
Baltimore, delivered the address of wel- 
come, after which the jewelers stood in 
silent tribute to the late Bernard Kleitz 
of Wilmington and Jacob Engel of Bal- 
timore. 

“Your chief competitors,” said William 
D. McNeil of New York, president of 
the American National Retail Jewelers 
Association and chairman of the seven- 
months-old Jewelers Publicity Campaign, 
“are not other manufacturers, whole- 
salers or retailers of jewelry, but the 
manufacturers and distributors of entire- 
ly different commodities which are so 
attractively placed and constantly kept 
before the buying public so as to induce 
people to spend their money for things 
other than those provided by the retail 
jeweler. 

“It was very evident that something 
must be done by the industry to make the 
buying public really jewelry-conscious, 
and the present Jewelers Publicity Cam- 
paign, in the few brief months in which 
it has been in operation, has made such 
a remarkable showing that it not only 
Warrants but has a right to demand the 
support of all branches of the industry, 
so that it can go ahead with assurance 
that the truly modest funds necessary for 
its successful operation will be forthcom- 
ing, not only for the period ending April 
30, 1937, but as a permanent institution 
in the trade.” 

Mr. McNeil stated that “donations” 
such as would be given to a customer 
who have some space in a program to 
sell, are neither asked for nor desired, 
but that the committee wants active and 
intelligent support for the publicity move- 
Ment because of the marked benefit it is 
to the nation’s jewelry industry. 
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In support of that position, he passed 
around through the audience a great 
many advertisements cut from magazines 
of the largest circulation as concrete evi- 
dence of actual accomplishment. While 
primarily advertising cigarettes or some 
other product, each advertisement fea- 
tured correctly-worn, precious jewelry, 
the latter loaned to the advertisers’ art 
studios by the publicity committee. 

One recent result of the campaign, he 
said, was the cover of a magazine with 
a circulation of almost 3,000,000 copies, 
showing a beautiful young woman wear- 
ing a bracelet, a ring, earrings and a 
pearl necklace, and he declared that 
that picture of jewelry was seen by at 
least 9,000,000 people. He called atten- 
toin to two jewelry pages in color appear- 
ing in the June number of Esquire and 
then passed through the audience clip 
sheets showing several hundred clippings 
of jewelry publicity releases taken at 
random from newspapers which had 
printed them, from coast to coast. 

Mr. McNeil commenced his talk with a 
plea for full-hearted support of the 
A.N.R.J.A. among retail jewelers of the 
nation, and spoke with enthusiasm con- 
cerning the American Gem Society and 
the Gemological Institute, of which Rob- 
ert M. Shipley is president. 

Bartley J. Doyle, vice-president of THE 
JEWELERS’ CIRCULAR-KEYSTONE, spoke on 
“The Retail Jeweler and the Changing 
Times—Credit Payments,” and Philip 
Kind of S. Kind & Sons, Inc., Philadel- 
phia, described the operation of a divided 
payment plan in that store. 

“Mark jewelry so you can identify it if 
it’s stolen,” advised H. S. Mosher of 
Pinkerton’s National Detective Agency. 
Sneak thieves and window-smashers, he 
said, are the principal criminal types to 
beware of. “No matter how preposessing 
a customer may seem,” he said, “if you 
don’t know him, be careful; if he asks 
to see a diamond ring, show him one ring 
at a time, not an entire tray.” He then 
mentioned the activities of the Jewelers 
Security Alliance. 

Other speakers were P. E. Foxworth of 
the United States Department of Justice, 
whose topic was “The Work and Func- 
tions of the Federal Bureau of Investi- 
gation”; Wilson A. Streeter of Philadel- 
phia, vice-president of the A.N.R.J.A., 
who spoke on “The Jewelers’ Tax Prob- 
lems,” and G. H. Niemeyer of New York, 
who supplemented Mr. Streeter’s remarks. 

A banquet was held that night in the 
Calvert ballroom, and was followed by 
a floor show and dancing. It was decided 
that the 1937 convention will be held 
in Washington. 


After nearly 50 years in the jewelry 
business, first in his native Moscow, Rus- 
sia, then in New York 47 years ago and 
for the last 42 years in New London, 
Conn., Jregre Slavin of 30 Montauk 
Ave., that city, has sold his jewelry store 
at 203 Bank St. and gone into retirement. 
The business was acquired by J. J. Nor- 
velle, who has consolidated it with his 
establishment at 157 Main St. 
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MANTSION’S 
VACUUM 
WATCH AND CLOCK 
OIL CONTAINER 
Guaranteeing Clean Oil 














CLOSING 
CAP 








CONTAINER OPEN 


MANTSION’S Vacuum Watch 
and Clock Oil Container is new 
and serviceable. It guarantees 
clean oil at all times. 


The Container stores a liberal 
quantity of oil and releases it 
only as used, and cannot collect 
dirt. It will save its cost in a 
short time, not a drop of oil is 
wasted because it is always clean. 


The Price is $1.50 per con- 
tainer (no oil included) each 
packed in a strong cardboard 
box, ready for mailing. 


The Container is filled with an 
eye-dropper. 





JOS. B. BECHTEL & CO., INC. 


ARE SOLE DISTRIBUTORS 
729 SANSOM ST., PHILADELPHIA 











On the Return Trip from Europe 


When this is being read, Mr. A. F. Eisen- 
beiss, of the Eisenstadt Manufacturing 
Company, will be on his way to the United 
States, after a month spent in the diamond 
markets in Holland, Belgium and France, 
buying for his firm. 


Eisenstadt’s diamond business the early 
part of the year was far beyond expecta- 
tions, which made the trip necessary to 
bring their stock up to the proper propor- 
— in both sizes and prices, for the fall 
trade. 


From reports received from Mr. Eisenbeiss, 
this firm will be in a stronger position 
than for years, to supply the trade with the 
right goods, at the right prices. 


UNREDEEMED 


ELGIN and WALTHAM 











Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
case.) 


Same in 15-Jewel 
$5.00 


Same in 17-Jewel 
$6.00 





Same in 12 size | 7-Jewel..... $4.00 

with a beautiful { 15-Jewel..... 5.00 

Fancy Silver Dial \ 17-Jewel..... 6.00 

Also fine unredeemed Railroad Watches 
imilarl ot gee 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


WEKSLER w=» GOODMAN, Inc 


Successors to 
PAUL ROSENBERG 
5 South Wabash Avenue 
CHICAGO 

















U. S. Reduces Rate of Duty on 
Jewelry Imported from France 


Wasnincton, D. C.—In the trade 
agreement which the United States has 
recently concluded with France this 
country made certain concessions on 
jewelry imports from France. 

On jewelry, including parts of gold or 
platinum, this country reduced the rate 
of duty from 80 to 60 per cent or a de- 
crease of 25 per cent. The value of 
these imports from France last year was 
$17,357. 

On jewelry valued above $5 a dozen 
the rate was reduced from 110 to 65 per 
cent, a decrease in the duty of 41 per cent. 
The value of these imports from France 
last year was $20,717. 

In connection with this latter classifica- 
tion the actual rates are compound rates 
equivalent to these figures for complete 
units; higher for parts. 

The United States also reduced the 
duty on round watch crystals by 50 per 
cent in the agreement. The present duty 
is 60 per cent and this was reduced to 
30 per cent. During the past year $32,- 
490 round watch crystals were imported 
into this country from France according 
to the State Department. 





Georgia R.J.A. Meets at Rome and 
Elects Lawrence Holzman President 


Rome, Ga. — Lawrence Holzman of 
Holzman’s jewelry store, Atlanta, has 
succeeded Frank H. Maier of Maier & 
Berkele, Inc., Savannah, as president of 
the Georgia Retail Jewelers’ Association. 
He was elected at a convention at the 
General Forrest Hotel, April 27, at which 
time the following other officers were 
named for the ensuing year: 

W. J. Burdell of William Schweigert 
& Co., Augusta, vice-president, and Dab- 
ney Hardy of the Hardy Jewelry Co., 
Inc., Rome, secretary-treasurer. 

The morning session was called to or- 
der by Mr. Maier and the invocation 
was given by Henry Muench of Muench 
& Elsner, Inc., Atlanta. John R. Hor- 
nady, editor of The Rome News-Tribune, 
president of the Rome Chamber of Com- 
merce and a former jeweler, made the 
address of welcome, to which Rudy L. 
Schneider of Schneider & Son, Atlanta, re- 
sponded. 

“The foundation for all effective ad- 
vertising to be done by the retail jewelry 
store is the Jewelers’ Publicity Campaign 
sponsored by the national association,” 
said Mr. Maier in his annual address, 
urging all Georgia jewelers to support 
the campaign and subscribe to it. 

Alvin Magnon of Tampa, Fla., region- 
al vice-president of the national associa- 
tion, conveyed greetings from A.N.R.J.A. 
and briefly outlined the work being per- 
formed by that organization in behalf of 
individual retail jewelers in all parts of 
the United States. He urged greater in- 
terest and activity in the Southeast. 

C. C. Seghers, sales manager of the 
Gruen Watch Co., made the closing ad- 
dress of the morning session, emphasizing 
what he termed was his “perennial 


point” in the jewelry trade, the need for 
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selling sentiment to people rather than 
merely merchandise. “What we need ip 
the jewelry business,” he declared, %, 
more Mae Wests and more Diamond Jim 
Bradys to help make the public jewelry. 
conscious.” 

Mr. Seghers also opened the afternooy 
session with a clinic on advertising fo, 
the retail jeweler. 

Resolutions were passed putting the 
Georgia Retail Jewelers’ Association op 
record as endorsing the Jewelers’ Pyb. 
licity Campaign, favoring a discount op 
silverware of 40, 10 and 5, and endorsin; 
the principle of controlled distribution of 
watches. 

It was decided to make the next cop- 
vention a three-day affair and to leaye 
the selection of a meeting place to the 
incoming officers. 

Entertainment features included the 
annual golf tournament, held Sunday af- 
ternoon, April 26, on the course of the 
Coosa Club; luncheon at the General 
Forrest Hotel on Monday noon, the an- 
nual banquet Monday night at the Grey. 
stone Hotel, and a floor show put on by 
Ewing Brothers, wholesale jewelers, of 
Atlanta, following the annual banquet. 





Agrees to Desist 


Wasuincton, D. C.— Eunice Runge, 
trading as the Wisconsin Institute of 
Horology, Milwaukee, Wis., and selling a 
correspondence course in watch making 
and repairing, has signed a stipulation 
with the Federal Trade Commission to 
cease representations that by such course 
of instruction a person can learn the 
trade of watch repairing at home as well 
as in a shop, and that after completing 
the course, one can secure a well paying 
position or start in business. 

The respondent also will discontinue 
representing that there is an ever in- 
creasing scarcity of competent watch 
makers or an equally increasing scale ot 
wages, and that diplomas of the Wis- 
consin Institute of Horology are recog- 
nized officially by German “authorities” 
or that such diplomas, by inference or 
otherwise, confer the right to practice the 
trade of watch making and repairing. 





Watch-Glass Tariff 


Wasuincton, D. C.—The Customs 
Bureau has sent a communication to the 
collector at New York in connection with 
watch glasses. 

In the letter the Bureau says that watch 
glasses, designed to be used on move- 
ments 1.77 inches or over, and com- 
mercially known as watch movements, 
should be classified under paragraph 
236 of the Tariff Act of 1930, whether 
finished or unfinished, at the rate of 60 
per cent ad valorem. 

It states further that as such assessment 
will result in the collection of a higher 
rate of duty than it has been the prac 
tice to assess, the change should be made 
effective only as to merchandise entered 
for consumption or withdrawn from 
warehouse for consumption after 30 days 
after the publication of this decision. 
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AMAZING VALUES 


World Known Brands 


Old Sterling Silver 


Hollowware — Flatware 


COMPLETELY REFINISHED 


SENT ON APPROVAL 
Refiners and Purchasers of 
OLD GOLD, PLATINUM, 

SILVER SCRAP & 

SILVER ARTICLES 


GOLD RECOVERY & 
REFINING CORP. 


53 West 47th Street, New York 

















NOBLE 


TROPHIES 
CHAMPIONS 


Statuettes 
Plaques 
Cups 
Medals 
Ball Charms 
Badges 
Everything 
for the 
TROPHY 
DEALER 
Catalog 
Sent on 
Request 
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F.H. NOBLE & CO. 


Manufacturers 


535-559 W. 59th St.—CHICAGO 
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Illinois R.j.A. Holds Twenty-ninth 
Annual Convention at Decatur 


Decatur, Itt.—Zone organization of 
the State so that the 1937 convention of 
the Illinois Retail Jewelers Association at 
Springfield may be attended by several 
hundred jewelers was decided by ap- 
proximately 50 members of the organiza- 
tion in 29th annual session here May 4. 
Attendance, while better than in recent 
years, made up in enthusiasm what it 
lacked in numbers. 

Jewelers from all sections of the State 
began to arrive at the Orlando Hotel, 
Sunday afternoon, May 3. H. B. Schmith 
of Clinton, who was reelected president, 
called the meeting to order the morning 
of the next day and after formal open- 
ing events and reports of the officers A. 
W. Anderson, treasurer of the American 
National Retail Jewelers’ Association, 
told about the activities of that organiza- 
tion and discussed the National Jewelers’ 
publicity campaign. Many present told 
of good results secured in their cities by 
the use of the publicity releases in their 
local newspapers. Mr. Anderson also 
discussed consumer cooperatives and 
pointed out that in time these may be- 
come a menace to all retailers, including 
the jeweler. 

Harry E. Stout, Springfield, made an 
interesting talk at the noon luncheon and 
expressed faith in the continued recovery 
of the jewelry business. 

Members then heard J. T. Meek of the 
Illinois Chamber of Commerce, discuss 
“Problems of the Retailer’ and K. S. 
Bowman, Chicago, talk on “An After- 
noon in a Jewelry Store.” The latter con- 
sisted of three little scenarios illustrat- 
ing how to make or lose sales when a 
prospect enters the store. Mr. Bowman 
discussed store arrangement, particularly 
window dressing, which he _ illustrated 
in a model show window set up in the 
room. 

Willard Tobin, Springfield, promoted 
discussion by his talk on the Illinois Fair 
Trade Act and a committee of the as- 
sociation will act with him in planning 
for the operation of the Act as it affects 
the jewelers. 

Ralph Tobin, Springfield, was toast- 
master at the dinner. After introducing 
the newly elected officers, he introduced 
the main speaker, Dr. J. A. Melrose, of 
the James Millikin University. 

Officers chosen besides the president 
are: J. R. Tobin of Springfield and 
Harry Sanford of DuQuoin, vice-presi- 
dents; H. T. Mortensen of Chicago, sec- 
retary-treasurer; Charles Jacobs of West 
Franklin, Adam Bolander of Rockford, 
and William Lambrecht, Jr. of Chicago, 
members of the executive committee. 

Among those in attendance were Henry 
Birkenbusch of Pekin and Miss Lou 
Anderson of Rockford. 


—_————_ 


Charles H. Buettner is now associated 
with the Selle Jewelry Co., Inc., 808 Olive 
Street, St. Louis, Mo., after 35 years 
with the Mermod, Jaccard-King Jewelry 
Co., Inc., Ninth and Locust Streets, that 
city. 
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Owing to complete remodeling of 
our store, we offer, subject to prior 
sale, 11 gorgeous hand-cut, hand- 
polished crystal chandeliers, 
drop type, approximately 31- 
inches high by 19%-inches in 
diameter, as above illustrated. 


FIRST-CLASS CONDITION 
UNTOUCHED BY FLOOD 


Original cost $500.00 Each 


Also 6 similar but smaller chan- 
deliers (see illustration) which 
originally cost $300.00 Each and 
5 Ceiling Type, same general de- 
sign, original cost $250.00 Each. 


PRICE ENTIRE LOT 
$1000.00 


lf sold individually, prices will be pro- 
portionately higher. Available July Ist. 


Photographs on Request! 


HARDY AND 
HAYES CO. 


Oliver Ave. & Wood Street 
PITTSBURGH, PENNA. 














Are you looking for 
a store, office, or 
showroom ? 


5 -/ Maiden Lane 


Just off Broadway 


Store and Mezzanine Approx. 
1970 sq. ft. With 20 ft. front- 
age Maiden Lane. Entire prem- 
ises beautifully finished through- 
out. 


Washed and humidified air 


Office and display floors of 1140 
sq. ft. also available. 


176 BROADWAY, connecting 
with 5-7 Maiden Lane. Two con- 
secutive floors of approx. 5500 
sq. ft. each. May be divided to 
suit. 


Brokers Protected 


ALBERT B. ASHFORTH, Inc. 
Agent 
140 Cedar Street, New York, N. Y. 
Tel. REctor 2-4214 


GOLD & SILVER CHARMS 
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SIMONS BROS. CO. 


269 South 9th St. Philadelphia 





Second Annual Convention of United 
Horological Association Held in 
Cincinnati 
- CINCINNATI, On10—Elevate the watch- 
makers’ profession to a higher standard, 
launch an intensive educational campaign 
and wipe out the fraudulent, unscrupulous 
advertiser, were some of the points made 
by Frank Foegler, reelected president, at 
the second annual convention of the 
United Horological Association, held in 
the Hotel Sinton, this city, April 27-29. 

He announced that the organization 
would have an accredited delegate to the 
meeting of the Horological Institute of 
America at the meeting to be held in 
Washington, D. C., May 18. 

The convention was attended by ap- 
proximately 225 delegates, who passed a 
resolution at the final business session 
that in the future there would be one 
delegate for 50 members, where formerly 
there had been two delegates for each 
group of 250 or less. 

Officers reelected at the final business 
session were: Mr. Foegler, president; 
Thomas J. Fagan, Boston, Mass., vice- 
president; Elmer B. Schneider, Toledo, 
Ohio, treasurer, and Orville R. Hagans, 
Denver, Colo., executive secretary. Harry 
Flotemersch, Cincinnati, was elected an 
executive director for a three-year term 
while H. W. Schaefer, Indianapolis, Ind., 
was elected for a similar term to succeed 
himself and I. W. Heimberger, Colum- 
bus, Ohio, secretary of the Ohio State 
association, was elected a director for one 
year. The selection of the 1937 conven- 
tion city was left to the executive com- 
mittee from among invitations sent by 
New York, Chicago, Philadelphia, 
Swampscott, Mass., Denver, Colo., Nash- 
ville, Tenn., and several other cities. 

The convention opened the night of 
April 27, when Mayor Russell Wilson 
presented the “Queen City” to the visitors. 
The president responded and William C. 
Donnelley, Baltimore, vice-president of 
the Horological Institute, spoke on the 
work being done by that institution. A 
buffet luncheon and dancing followed. 

William H. Samelius, director of the 
Elgin School of Horology, gave a lecture 
Tuesday morning. J. Friestadter, super- 
intendent of the Waltham Watch Co., 
also spoke at the morning session fol- 
lowing which the visitors were. trans- 
ported to Time Hill, the home of the 
Gruen Watch Co. 


Municipal Judge William E. Handley, 
who was a member of the last Ohio State 
legislature, advised delegates on the mat- 
ter of instituting legislation involving a 
State licensing system for watch makers. 

Howard Beehler, technical advisor of 
the Hamilton Watch Co., also spoke dur- 
ing the afternoon. Tuesday night’s ses- 
sion was held in the Institute of Fine Arts 
on Pike Street where visitors were shown 
the rare collection of timepieces that was 
assembled by the late Mrs. Anna Sinton 
Taft, whose mansion now makes up the 
institute. Here also Dr. Everett I. Yowell, 
professor of Astronomy, University of 
Cincinnati, declared that time must be 
measured by some periodic phenomena 
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occurring at regular intervals and Nature 
has provided several. 

A short business session was held 
Wednesday morning and then the entire 
delegation made an inspection tour of the 
Wadsworth watch case plant at Dayton, 
Ky., a suburb of Cincinnati. The elec. 
tion followed in the afternoon and the 
banquet Wednesday night. Henry Von 
Unruh, local retail jeweler and president 
of the Ohio State Retail Jewelers Ag. 
sociation, was toastmaster. 


Howard Schaefer, vice-president of the 
Elgin National Watch Co., was one of 
the speakers, as was Fred G. Gruen, 
chairman of the board of the Gruen 
Watch Co., who said he favored the 
certification. of watchmakers but that he 
thought these certificates should continue 
to be issued by the Horological Institute 
of America, as has been done since 192} 
when the. Institute was founded. Further, 
he was of the opinion that a State licens- 
ing system would undermine some of the 
work being done by the Institute as ip 
some instances State licensing might be- 
come a political football. 


Sneak Thief Takes $3,000 Necklace 
from H. J. Howe, Inc., Syracuse 


Syracuse, N. Y.— Police of Upstate 
New York are on the look-out for a 
“hatchet-faced” man of about 45 years 
of age, who snatched a platinum neck- 
lace, studded with 150 diamonds, valued 
at $3,000, and made off with it while a 
clerk in the jewelry store of H. J. Howe, 
Inc., 201 Salina Street, turned his back 
for a moment to answer a telephone. 

The thief, apparently a judge of dia- 
monds, under a pretext of interest in a 
scarf pin he wanted made up with a 
ruby, had come into the store early on 
the morning of April 27, as the clerks 
were arranging the stock in the display 
cases. 

The necklace, which was left lying on 
the display case by the salesman, George 
O. Durney, was stolen although a tray 
of scarf pins which had been brought 
out for approval was left untouched. 
The clerk had his eyes off the man 
only a few brief seconds, and _ was 
astonished to see him dart through 
the front door as he glanced up from the 
phone. 

The thief was described by Mr. Durney 
as being an American, about 45 to 50 
years of age. His height was estimated 
at 5 ft., eight or nine inches, and his 
weight as 140 to 150 pounds. He has 4 
medium dark complexion, with a long 
nose and sharp features. Slightly bald, 
he has brown hair. At the time he was 
wearing a brown soft hat, a grey top- 


coat, and black gloves with white 
stitching. 

The necklace was set with nine 
baguette diamonds, aggregating 1.99 


carats in weight, and was paved with 
melee. The diamonds in the aggregate 
weighed 4.21 carats. The scratch num- 
ber was 12010. 

The loss, officials of the company re- 
port, was covered by insurance. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


s. Moser has opened a retail jewelry 
business at 873 Sixth Ave. 

Sol. Esh, Inc., formerly of 31 W. 47th 
St., is now located at 15 W. 47th St. 

Threevan Diamond Co., Inc., is now 
situated at 10 W. 47th St. 

A. Jaffe & Son, Inc, diamond and 
platinum jewelry, has removed from 
10 W. 47th St. to 608 Fifth Ave. 

John Weiss has removed his office from 
580 Fifth Ave. to the Goelet Building, 
608 Fifth Ave. 

Friedman & Kemeny, Inc., formerly of 
105-107 Fulton St., has removed to 7 W. 
45th St. 

The Joseph Rubin Electro Plating 
Corp., has enlarged its quarters at 106-8 
Futon St. 

D. Pilevsky has removed his watch 
repair business from 65 Nassau St. to 
Room 77, at 37 Maiden Lane. 

The Monarch Watch Co., has removed 
from 20 W. 47th St. to larger quarters 
at 580 Fifth Ave. 

George C. Brock of Brock & Co., Inc., 
515 W. 7th St., Los Angeles, Cal., was a 
guest recently at Hotel Pierre. 

John H. Ballard, president of the 
Bulova Watch Co., 580 Fifth Ave., re- 
cently visited friends in Detroit. 

After 30 years at 65 Nassau St., the 
firm of A. L. Hodes has moved to 
larger quarters in Room 1401, 11 Maiden 
Lane. 

The Louis Watch Co., Inc., formerly 
of 116 Nassau St., removed June 1, to 
larger quarters on the ninth floor of 580 
Fifth Ave. 

Frank Karp, formerly associated with 
the Reliable Watch Co., is now con- 
nected with the Interstate Watch Co., 
80 Nassau St. 

Larger quarters have been taken by 
Ben Wolfe, watch cases and dials, at 167 


Canal St. The old address was 66 
Bowery. 
The office and factory of Artisan 


Jewelers, Inc., have been moved from 
106-108 Fulton St. to more spacious quar- 
ters at 93 Nassau St. 

A new store has been opened by Sadal 
Jewelers at the northeast corner of 
Seventh Ave, and W. 33rd St. The com- 
pany is continuing its other business at 
132 W. 34th St. 

Eugene Abbott, manager of the New 
York office of the Hadley Co., Inc., and 
a member of the 24 Karat Club, under- 
went a major operation May 21 at the 
Medical Center. 

Emanuel Gromet, manager of the New 
York office of the Star Watch Case Co., 
Inc, has announced the removal of his 
office from the tenth to the ninth floor 
of the building at 20 W. 47th St. 

S. Genn, head of the ‘diamond firm of 
8. Genn, Inc., 630 Fifth Ave., will sail 
June 6, on the S.S. Paris to visit the com- 
pany’s European offices in Antwerp, Paris 
and Amsterdam. 
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Clinton Frederick Robinson, for 20 
years a resident of Mineola, L. I., where 
he was in the jewelry business, died on 
May 9, after an illness of two weeks. 
His widow and two daughters survive. 

Joseph Schliff, representing J. Schliff & 
Sons, 48 W. 48th St., sailed, May 20, on 
the S.S. Manhattan, for an extended buy- 
ing trip to the diamond markets of 
Europe. 

M. Goldstein of M. and I. Goldstein, 
48 W. 48th St., sailed on May 26, on the 
Normandie, for Antwerp, Amsterdam and 
Paris on a buying trip. He will be away 
for about two months. 

Leo Wolleman, 93 Nassau St., gem 
importer, returned recently from a trip 
to Europe. Mr. Wolleman, who left the 
United States in March, visited Germany, 
France and Belgium. 

Walter P. McTiegue of McTiegue & 
Co., Inc., 16 E. 53 St., left May 23 for a 
three months’ combined business and rec- 
reation trip in Europe. He sailed on the 
S. S. Champlain. 

Mirabeau C. Towns and Richard H. 
Van Esselstyn, 3 Maiden Lane, will give 
another series of lectures on the history 
and appreciation of gems in about 30 
resort hotels and clubs this summer. 

Lawrence Katz, buyer for Katz & 
Lourie, Ltd., Johannesburg, Union of 
South Africa, will be a guest at the Fifth 
Ave. Hotel until June 24, when he will 
sail for England on the Queen Mary. 
He visited Chicago last week. 

Hugo Oppenheimer, head of Hugo Op- 
penheimer & Co., diamond importers at 
630 Fifth Ave., was a passenger on the 
S. S. Manhattan, which left New York 
May 20. He expects to be gone from the 
United States for six or seven weeks 
while visiting the diamond markets. 

Consideration of cooperative advertis- 
ing as a means of giving opposition to 
jewelry stores guilty of unethical prac- 
tices, featured a meeting of the Brook- 
lyn Retail Jewelers’ Association on May 
18. Phineas Peters, president, summarized 
legislative developments. 

A silver tray, made from the first Can- 
adian silver produced by the new Cana- 
dian manufacturing plant of Handy and 
Harmon, Inc., opened at Richmond and 
Johns Streets, Toronto, during March, was 
presented to Mayor McBride, of Toronto, 
by G. H. Niemeyer, of Handy and Har- 
mon, Inc., New York, on May 25. 

Maurice Guilden and J. V. P. Hein- 
muller of the Longines-Wittnauer Co., 
Inc., 6 W. 48th St., sailed May 26 on the 
S. S. Normandie to visit the Longines fac- 
tory in St. Imier, Switzerland, in regard 
to the manufacture of their fall require- 
ments and to prepare for the 70th anni- 
versary of both the Longines factory and 
the Longines-Wittnauer Co., which occurs 
next fall. 

Members of the 24 Karat Club will 

(Please turn to page 76) 
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Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders Jobbi Stones and 
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Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day receivea 


U. $. Watch Dial Mig. Corp. $4:°° Yireez 











Manufacturer of Gold 
and Platinum Ring 
Mountings and Wed- 
ding Rings to Whole- 
salers 






LOUIS KOPPEL 


126 MAIDEN LANE 
NEW YORK, N. Y. 











aie REFINISHING 


WATCH AND CLOCK 


HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 





ROYAL DIAL & REFINISHING CO. 


116 NASSAU ST. NEW YORK, N. Y. 





608 FIFTH AVE. 


SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 
CHRONOMETER CYMA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
INCORPORATED 
NEW YORK 











CHINESE GEMS CO. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 











REPAIRING 


and Engraving on Jewelry and 
Silverware of Every 


Solky Bros., Ine. 


142 Fulton St., New York 











EXPERT REPAIRS 


ILVERBWA R BEB 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 7L5..N0.0° 




















Gold and Platinum Solders | | 
“Clinton Alloys” 
For White, Green, Yellow Gold 
Refiners of Precious Metals 


CLINTON REFINING CO., Inc. 
91 E. Kinney St., Newark, N. J. 











DINIKS 


STERLING 








RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 
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LADIES’ WATERPROOF WATCHES | 
48 WEST 48TH ST. NEW YORK 




















DIAMOND 


SCHICKSNAPS 


GOLD 


PLATINUM 


CULTURED 
PEARLS 


*« 
HARRY ¢. SCHICK, INC - NEWARK,N. J. 








PLATING 


The monern way is scientifically correct. 
Gold, Chromium, Rhodium, 
Nickel, Silver 


Gold Encasing-—Deposits from 1/100 12K up 
to 1/10 14K. 


Chromium and gold plating on small parts, 
for the Jewelry manufacturing and Novelty 
trades. 


“TRI” us and make a ‘‘PACT’’ with us for 
quality, economy, and reliability. 


TRI-PACT PLATING CO. 
20 Eldridge St. New York 








E will convert your old move- 
ments inte stylish watches! 
Repair them, put them in new cases and dials 
at the lowest possible prices. Any kind of a 
watch case supplied. 
We carry a full line of rebuilt watches at 
reasonable prices. 
155 Canal St, 


NU-ERA WATCH CASE CO. ‘new York 
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hold an outing, June 3, at the Ridgewood 
Country Club, Ridgewood, N. J., with a 
program of golf and other games sched- 
uled to start at 10 o’clock in the morning, 
followed by luncheon and dinner. W. 
Waters Schwab is chairman of the com- 
mittee on arrangements. 

Several importers took passage on the 
S. S. Manhattan, which sailed from New 
York on May 20. Jean R. Graef, head of 
Jean R. Graef, Inc., 15 Maiden Lane, and 
Norman M. Morris, 608 Fifth Ave., both 
watch importers, will visit the European 
markets. Mr. Graef may be gone two 
months while Mr. Morris expects to re- 
turn in six or seven weeks. 

A “Monte Carlo Night” was enjoyed 
by 125 members of the New York 
Jewelers’ Benevolent Association, on 
May 5, in Proctor’s lodge rooms, 148 
E. 58th St. After a business session con- 
ducted by Louis Cutler, president, a 
social evening was held, featured by 
games, proceeds of which went to the 
distress fund. Adolph Pusrin was chair- 
man of the entertainment committee. 

The importation of 12 large pieces of 
Russian emerald matrix, aggregating a 
weight of 50,000 carats, by Saul Barnett, 
partner in the India Gem Importing Co., 
42 W. 48th St., on May 20, occasioned 
considerable notice in the metropolitan 


. press. The largest matrix is said to weigh 


8000 carats. None of the usual precau- 
tions was exercised by Mr. Barnett, who 
carried the rough in an ordinary hand- 
bag. 

Several hundred friends of Ben F. 
Swartsberg, a member of the Bulova 
Watch Co.’s sales staff, and of Mrs. 
Swartsberg, have been invited to attend 
their silver wedding anniversary celebra- 
tion June 18 at Oetjen’s Hof-Brau, Brook- 
lyn. The occasion will be a double one, as 


' their son Jerry will be married the same 


day to Miss Mildred Kronenberg, daugh- 
ter of Mrs. Bette Kronenberg of Brook- 
lyn. 

About 20 members of the New York 
Guild of the American Gem Society had 
dinner and a round-table discussion the 
night of May 12 in a private room at the 
Maison Louis, 128 W. 58th St., with Rob- 
ert M. Shipley of Los Angeles, Cal., 
president of the Gemological Institute of 
America, as their guest. Kenneth I. 
VanCott, guild president, introduced Mr. 
Shipley, who discussed several subjects of 
interest. 

The Federal Trade Commission recently 
announced that it would reopen its exami- 
nation of the complaint of the American 
National Retail Jewelers’ Association 
against L. & C. Mayers Co., 545 Fifth 
Ave., in order to consider a motion by 
its chief counsel to modify its cease and 
desist order of October 30, forbidding 
employment of the term, “wholesaler,” 
making it include also list prices and 
discounts from list prices on all quantity 
sales to consumers. The date for the 
hearing was set for May 20 in Washing- 
ton, but has now been postponed until 
June 22. 

The return of a “no account” check to 
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a Fifth Ave. jewelry house, recently, 
occasioned a warning to jewelers by 
James H. Noyes, secretary of the Jewelery’ 
Security Alliance, who said “The only 
safe plan is not to accept anything but 
real money from a stranger, even though 
well-dressed and furnishing a good reg- 
son for using a check.” The check was 
passed by a woman aged about 35 years, 
Her appearance was so prepossessing that 
the store accepted the check drawn for 
$12.75, which was returned by the bank, 

Condemnation of the practice of adver- 
tising watch repairing at some low price 
such as 89 or 99 cents featured a meeting 
of 50 members of the Bronx Retail Jewel- 
ers Association, May 12, at Castle Hall, 
149th St. and Grand Concourse, The 
Bronx. The attack against fraudulent 
and deceptive advertising was led by 
Phineas Peters, president of the Brooklyn 
Retail Jewelers Association and chairman 
of the executive board; Hyman Gold- 
schmidt, president of the Metropolitan 
Retail Jewelers Association, and G. Kor- 
sunsky, president of the Bronx association, 

Employees of the International Silver 
Co., Inc., 13 Maiden Lane, gave a gold 
vase, appropriately inscribed, and bou- 
quets of American Beauty roses and 
orchids to William McAdie, who on May 
12 celeDdrated his 50th wedding anniver- 

(Please turn to page 77) 


REVOLV.IT SLIDE-IT 
NOVELTY WATCHES 
in combination with 
Lipsticks - Lighters - Clips - Pencils 


J. LIPSCHUTZ 
48 W. 48th St. 





New York 





“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lys 1 hrislic -¢6 


65 NASSAU STREET 





EDGE 





Pen Ae CATT 





2038192 


ADJUSTABLE WATCH 


CONTAINER 


Made in all Leathers. Up to the modem 
trend for Manufacturers of all kinds of 


Watch Straps. Streamlined, Round of 
Square. Write for prices. 


Westerman Manufacturing Co. 
136 W. 2\st ST. NEW YORK 
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YELLOW GOLD 
ALLOYS 


Containing All Silver Required 


No. 11—For all karats. A SOFT GOLD 
for heavy stamping. 

No. 13—For 14 & 18 Kt. For casting 
plate and wire. A beautiful yellow of 
average hardness. 

No. 103—For 10 Kt. For casting plate 
and wire. Will not tarnish. . 
Price: 35 cents per oz. F.0.B. New York 


H. HENRICH, INC. 


64 Fulton St., New York 














zing Traveling and Boudoir Clocks 
complete Leather Case Service 
110 West 40th St. oa New York 








A Modern Case and Dial 
to fit every Movement! 


We Repair and Rebuild 
all kinds of Watches. 


All Work Guaranteed 
S. SCHWARTZ 


64 W. 48th St., New York, N.Y. 
8% L. 10 Kt. R.G.P. Case & Dial $1.35 


PLATING 


Silverware Repaired and Refinished 
Equal to New—Clocks Gold Plated 
RHODIUM, CHROMIUM—GOLD—SILVER, NICKEL 
STANDARD For Over FIFTEEN YEARS 
JosepH RUBIN ELECTRO PLATING CorP. 
106-8 FULTON STREET New York 

























Send us your Old Stock of Unsalable Watches 





We will Rebuild them . .. Repair them and fit 

them into Modern, Latest Design Cases. Natural 

Gold Color, Stainless Steel or Chrome with at- 

tractive Dials to match, as Low as $2.25 Complete. 
in the Trade 


Years 
1. KUNNEL 


2 WEST 47th STREET NEW YORK 





Watch and Jewelry Repair Tags 
Patent Slot—Numbered and Strung 
with Claim Check—Also others 
Prices from 80¢ per 1000 
Special trade discount to Jobbers 
Write for Samples 


SUPREME TAG CO. 1107 Broadway, 


New York, N. Y. 





TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 
Write for Price List 


GEDDES & CRAMER 
1113 Chrisler Ave., Schenectady, N. Y. 
Service That Satisfies 
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sary. Mr. McAdie has a record of 55 
years’ service with the International 
Silver Co., 17 of them with a company 
absorbed by the firm. He represented 
the silverware company in the metropoli- 
tan area until a few years ago when he 
joined the sales force in the store. De- 
spite his 78 years, he is in fine hea!th 
and makes the long ride to and from 
his home in Peekskill each day. He spent 
the entire week of the anniversary at his 
home receiving the congratulations of his 
friends. 

Frank C. Osmers, Jr., of the Frank C. 
Osmers Co., 15 W. 47th St., was one of 
the successful candidates on the Republi- 
can ticket at the primary election held on 
Tuesday, May 19, in the State of New 
Jersey. Mr. Osmers, who was running for 
reelection to the State Assembly lives in 
Haworth, N. J., and has made a fine rec- 
ord since he became an assemblyman. The 
big vote which he received at the primary 
election reflects the esteem in which he is 
held in New Jersey political circles. Mr. 
Osmers is one of the youngest assemblymen 
ever to be elected to the New Jersey State 
Assembly. He is now serving his second 
year as Mayor of the Borough of Ha- 
worth but found it impossible to run for 
re-election at the primaries because of the 
extra work entailed in connection with 
his activity in the State Assembly. 


Thomas G. Taaffe 


Yonkers, N. Y.—Funeral services for 
Thomas G. Taaffe, assistant editor from 
1890 to 1893 of the former Jewelers’ 
Weekly, who died April 29 of a heart 
attack at his home, 68 Highland Ave., 
were held May 2 in St. Peter’s Church. 
Burial was in the Gate of Heaven Ceme- 
tery. 

The Jewelers’ Weekly was founded 
in 1885 and was absorbed in 1900 by 
The Jewelers’ Circular. When he left 
the former publication, Mr. Taaffe be- 
came associated with a fire apparatus 
journal. He was a graduate of Fordham 
University. Two brothers, two children 
and two step-children survive. His wife, 
the late Katherine Shields Taaffe, died 
some time ago. 


Abraham Podolsky 


Funeral services were held May 28 at 
Zion Memorial Chapel, 41 Canal St., 
New York, for Abraham Podolsky, 56, 
founder of the wholesale jewelry busi- 
ness of Podolsky & Sons, Inc., 74 Forsyth 
St., who died May 26 after a lingering 
illness. Burial was at Mt. Zion Ceme- 
tery. A native of Russia, Mr. Podolsky 
had been in the jewelry trade since boy- 








| hood, when he became a resident of New 


York. 
Two sons, Max D. and Herbert L. 
Podolsky; his widow, Mrs. Minnie 


Podolsky, and two daughters survive. 





Platinum Market 


Platinum prices as of May 22, 1936, 
were officially quoted as: 
SE” i oa nah wa eae make e kackiae ancenreaica $32.00 
Containing 5% Irridium............... 33.00 
Containing 10% Irridium.............. 34.00 
CE, vv cs caedac ins otaneeoR sean 55.00 
ES hue cca dicenepess cvizeus 24.00-25.00 
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'urnaces, 
sign of grinding and sieving equipment, etc. 
In fact, with us, it is a development of both 
a hobby and of business efficiency 
Conveniently located (64 Fulton St.), we are 
ready to serve the trade once more in this 
=, * refining and smelting of precious 
meta 


LAMBROS & MERKT 
Smelters & Refiners 


Factory 
New York City 64 Fulton St. 


Office 
15 John St. 

















STOP WATCHES 


Low-Priced Line. 
Sellers. 
Fully Guaranteed. 


Write for free Catalogue 
No. C-6 


BRENET WATCH CO. 
266 W. 40th St., New York 
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Opp S1zE WATCH 
MOVEMENTS CuT & FITTED 
To STANDARD SIZE CASES 


We specialize in Cut- 
ting and Fitting Hamil- 
ton, Howard, Patek- 
Philippe, Longines, 
Gruens and complicated 
movements. All these 
movements fitted in 
modern cases. 














We submit estimates on all 
jobs for your approval 


Cases and dials supplied 
’ at very reasonable prices. 
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High-Grade Watch Repairing 


METH WATCH CO. 


155 Canal St.,New York City 

























WHERE TO BUY 


aUTTLe 


ARISTOCRATIC 
STERLING 
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A superior polish — backed 
by over a century of experi- 
ence in the manufacture of 
fine silverware. For use ond 
resale—barrels to 3 oz. jars. 


REED & BARTON Taunton, Mass. 


DUB-L-LOK 
WORKS AUTOMATICALLY 


TAY E R 
POLISH 



















ELLS MFG.CO.AT"° 











Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 





ANCHESTER 
SILVER COMPANY 


ANDO 











G.H. FRENCH & COMPANY 
oma) 


Silversmiths 


NORTH ATTLEBORO - MASSACHUSETTS 


Send for Latest Catalog 








_ WRITE FOR 


FREE SAMPLE 


and Schedule of 
Retailers’ Discounts 


“PER-NAY” 





LIQUID BUR-MER 
SILVER 183 St. Paul St. 
POLISH Rochester, N. Y. 














PROVIDENCE: 








Happenings in the New England Territory 


The Rueckert Mfg. Co. has recently in- 
creased the working floor space of its 
plant at 69 Sprague St., by about 15,000 
square feet. 


Ownership statement of the Waite- 
Evans Mfg. Co., 70 Elm St., has been 
filed by the Louis Stern Co., Arthur Kap- 
lan, president. 


William Mezzarano has filed statement 
at the City Clerk’s office that he is owner 
of the Economy Watch Supply Service, 
110 Roanoke St. 


The J. & L. Tool Co. of Attleboro has 
purchased the mesh department of Smith, 
Richardson Co. of that city and will 
supply the trade. 


The Outlet Co. has received permis- 
sion to erect a commemorative arch of 
steel, wood and plaster in front of its 
store on Weybosset St. in observance of 
the tercentenary of the state and city. 
It is designed to cost $6,000. 


The will of Herr Prest, for many years 
a retail jeweler, watchmaker and optician 
at Olneyville Square, was proved in the 
Providence Municipal Court a few days 
ago and Lottie A. Prest was appointed 
executrix under bond of $12;000. 


Albert Mfg. Co., Providence, R. I., has 
formed a Canadian subsidiary, Albert 
Mfg. Co., of Canada, Ltd., which will 
manufacture costume jewelry and arti- 
ficial pearls at 243 Spadina Ave., 
Toronto. . 


The Gorham Mfg. Co. has placed on 
the retired list, James MacKenzie for 
44 years a silversmith, and Carl E. Gun- 
nerson, for 30 years in its mechanical 
department. Mr. MacKenzie served seven 
years apprenticeship in Edinburgh, Scot- 
land, before coming to the United States 
in 1892. 


As a result of the recent death of Albert 
A. Remington, for many years treasurer 
of the Horace Remington & Son Co., 
there has been a _ reorganization with 
Horace E. Remington, president; Clar- 
ence G. Remington, treasurer and A. 
Andrew Remington, secretary and vice- 
president. 


The Style Novelty Corp. has been in- 
corporated under the laws of Rhode 
Island for the manufacture of novelties 
with an authorized capital consisting of 
500 shares of common stock of no par 
value. The incorporators are: Louis 
Davis, 309 Turks Head Building, Muriel 
Austin and John M. Booth. 


The will of Mrs. Nellie A. Fuller of 
South Attleboro, widow of Charles H. 
Fuller of the manufacturing jewelry con- 
cern of George H. Fuller & Son Co., 
Pawtucket, has been admitted to probate 
at Attleboro. According to an estimate 
of the state the real estate is valued at 
$75,000 and $150,000 personal property. 
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In connection with Rhode Island’s ter- 
centenary being celebrated this summer, 
a jewelry show will display fall jewelry 
on two floors of the Providence Biltmore 
Hotel during the week of Aug. 3, under 
direction of William S. Orkin. The Rhode 
Island School of Design is cooperating 
with the show, and it is planned to haye 
a pageant portraying the history of 
jewelry from the beginning to the present 
time with examples of the various periods 
displayed by living models. Manufac- 
turers and importers who exhibit will not 
be limited to Providence but will be from 
Massachusetts, New York, Connecticut 
and elsewhere, and bfttyers are expected 
to attend from a 1000-mile radius. 


Arthur E. Dolan, a member of the 
manufacturing jewelry concern of Dolan 
& Bullock, 7 Beverly St., died April 28, 
at the Sturdy Memorial Hospital, Attle- 
boro, where he was under treatment only 
two days of a septic condition resulting 
from an infection of one ear. At the 
funeral in St. Pius Church, this city, many 
associates in the jewelry industry were 
present. He was a native of Attleboro 
where he was a resident until about two 
years ago when he removed to this city 
because of his business. He had been 
engaged in the manufacturing of jewelry 
for 40 years, having started with his 
father, who for a number of years was 
proprietor of the O. F. Dolan Company 
in Attleboro. He is survived by his 
widow, two daughters and one brother. 


Creation of a distributive trades divi- 
sion to eliminate unfair methods of com- 
petition and unfair trade or business 
practices in the wholesale and _ retail 
trades has been authorized by the Gen- 
eral Assembly of Rhode Island. The new 
division will have power to prevent and 
prohibit unfair business practices, includ- 
ing fraudulence, misrepresentation or de- 
ception in advertising or selling, and spe- 
cifically, use of the so-called loss-leader 
sales: i.e., selling a commodity at below 
the lowest reasonable cost, for advertising 
purposes. The division likewise shall 
have authority to conduct investigations 
into lowest reasonable cost, to conduct 
hearings and to subpoena witnesses. Its 
decisions may be appealed to the Superior 
Court, and the decisions of the latter may 
be taken to the Supreme Court for review 
on questions of law. Violation of a divi- 
sion order will be punishable by a fine 
not to exceed $500 for each offense. 











ENGRAVED SEAL STONES 
For Schools and Colleges 
“One thing done well’’ 


THE S. E. MORRO CO. 
554 Vanderbilt Ave., Brooklyn, N. Y. 
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THIMBLES—TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. Philadelphia 


Z'RNKILTON 





CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 
F. X. ZIRNKILTON 214 S. 12TH 


ST., 
PHILADELPHIA 








MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free book ‘‘Yeur Future and Our Scheol.”’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 


4 — 4 
BYARD fF. BROGAN 
Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


Philadelphia 

















805 Sansom Street 


COOPER 


BROS., INC. 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 














SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 


Philadelphia College of Horology 





oN. Broad and Somerset Streets 
PHILADELPHIA, PA. 








THE JOHN FINK JEWELRY COMPANY, Inc. 


established in Fort Smith in 1878, is now 
under the management of Mr. A. R. Ken- 
nan, who has been associated with the 
store for the past seventeen years. Mr. 
Kennan succeeded Mr. Archie E. Starcher, 
who became manager of the store a few 
years ago. 


The John Fink Jewelry Company is going 
to continue in business and is not for 
sale. Although the store is still under 
the same ownership, it is being reorgan- 
ized to quite an extent and several profit- 
able adjustments are being made. 























THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1936 











PHILADELPHIA 


The establishment of J. B. Bechtel & 
Co., Inc., 729 Sansom St., has been com- 
pletely renovated. 

Edward Hoover, formerly with the old 
firm of Van Dusen & Stokes, has opened 
a jewelry store in 103 S. 16th St. 

Stanley Warner, formerly with S. Kind 
& Sons, Inc., 1110 Chestnut St., has opened 
a retail jewelry and watch shop in the 
Lincoln Liberty Bldg. 

L. Dudevoir, representing Byard F. 
Brogan, 805 Sansom St., left on May 18 
on a two weeks’ trip through Pennsyl- 
vania and Western New York. 

The jewelry store of Mrs. Estelle 
Abrams, at 5715 N. 5th St., was robbed of 
jewelry and watches valued at $300, by 
three youthful bandits, who entered the 
store on May 14, during the absence of 
the proprietrix. 

Miss Sarah Ann Pyewell, sister of the 
late Jacob and Harry Pyewell, who con- 
ducted a jewelry business in Chester for 
many years, died recently at her home 
there. Clocks made by Jacob Pyewell 
graced the mantlepieces of many homes 
in the Philadelphia area. 





Fire Loss Is $8,000 


WILMINGTON, De_.—Damage to stock 
to the extent of approximately $8,000 re- 
sulted recently from a fire in the base- 
ment of the building occupied by the 
Levitt Jewelry Co., 806 Market St. The 
loss, partially covered by insurance, in- 
cluded some valuable records and sev- 
eral boxes of stock. Damage to the 
building was slight. 

Heavy smoke, which issued from a 
box of excelsior in the basement where 
the fire had its origin, hampered the fire- 
men in their efforts. The only entrance 
to the cellar was through a trap door. 
Aaron Levitt, proprietor, and a customer, 
were forced from the store by dense 
smoke. 


Philadelphia Customs Agent Finds 
182 Watch Movements in 
“Art” Package 


PHILADELPHIA, PA.—The Customs Office 
here recently seized 182 Swiss watch 
movements, hidden in the rough wooden 
packing case of a plaster bust, which, 
except for the chance discovery of the 
watches, would have been admitted duty- 
free as a work of art. 

The discovery was made by an agent 
who heard a peculiar noise when he 
tapped one end of the box, just as he was 
about to give it the stamp of approval. 
Investigating further he found the move- 
ments carefully packed in cotton and ex- 
celsior, stowed away in ingenious com- 
partments, in either end of the box. 

A man who said he had been induced 
to act as Philadelphia intermediary for a 
smuggling gang was arrested when he 
claimed the package at the post office. 

In a search of his home a mass of cor- 
respondence, in Hebrew, relating to the 
transaction, was located. He was held in 
$2,500 bail. Specifically he was accused 
of attempting to evade the duty of $2.70 
on each watch. 
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LIQUID SILVER POLISH 

ll Every bottle of 

| this fine polish you 

KANTOR'S tomer won. Its mi- 

raculous cleansing 

powers, perfect 

SILVER Se — it 

POLISH for'"pfictes and 

stock up NOW! 

| Montgomery Ala. 

— WATCHES ———_ 
LOUIS SICKLES 

1015 Chestnut St., Philadelphia, Pa. 
OLD GOLD, SILVER, 
PLATINUM BOUGHT 

FILINGS—SWEEPS— 
Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 
Your lot is accurately valued, reported 
awaiting your OK. 

EMPIRE SMELTING& REFINING CO. 
Metallurgical Chemists 


SELL AMERICA'S LEADING 
sell means a cus- 
SUNSHINE 
safety and simple 
KLEIN & SON 
ELGIN & CYMA 
“Wholesale Distributors to the Trade” 
GOLD FILLED SCRAP 
same day as received and held intact 
713 Sansom Street, Phila., Pa. 











—_ 
BENJAMIN FRANKLIN 


Visitors to Philadelphia make a 
habit of coming back to the 
Benjamin Franklin time after 
time. It’s because theyappreciate 
the little extra courtesies that 
make their stay such a pleasant 
event. 1200 large outside rooms, 
all with bath, from $3.50 a day. 


THE 
BENJAMIN 
FRANKLIN 


SAMUEL BARLEY, Managing Director 


Philadelphia 

















WHERE TO BUY 











WOLFSON & GRAU 


Manufacturing Jewelers 
Our Specialty 
Dumono Settme ano Sreciat Onver Worx 
Warcu ano Jewerry Repainine 


Eneravine ano Carvine of Aut Kinos 
A.so Stampme or Leatner Goons 


416 CLARK BUILDING 
PITTSBURGH, PA. 









1918 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successors to Heeren Bros., Company 
140 8TH ST., PITTSBURGH, PA. 





















JEWELERS’ SUPPLIES 
DISTRIBUTORS OF 

} Genuine Factory Materials. 
if Watch Glasses, Tools, Findings, Etc. 
Optical Findings. 

MARTIN GLUCK & SONS 

New Address: 

313-14 Clark Bldg. Pittsburgh, Pa. 

















| EXPERT REPAIRS 


| Jewelry of Every Description 
| DIAMOND SETTING AND ENGRAVING 
DOERNBERGER & MUCK 


406 Pittsburgh Life Bldg. Pittsburgh, Pa. 


























WE OFFER 
ALL THAT'S NEW IN— 


ELGIN 
WALTHAM 
WESTCLOX 
INGERSOLL 

SETH THOMAS 

INTERNATIONAL SILVER PLATE 

COMMUNITY PLATE 
KADETTE RADIOS 


WHOLESALE DISTRIBUTOR TO THE 


TRI-STATE DISTRICT 
SAMUEL 


WEINHAUS 


COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 











eler, is remodeling and expanding his 
store. 


Martin- Gluck & Sons, Inc., are now 


located in their new quarters, 313-14 
Clark Building. 
Harry Wright, Greensburg, Pa., re- 


tailer, was a recent visitor at Biggard & 
Co., Inc., Clark Building. 


Saul Binstock, repairer, formerly of 
117 Atwood St., has moved into larger 
quarters in Forbes St. 


John M. Roberts, III, of John M. Rob- 
erts & Son Co., Inc., has returned to 
work, following several weeks’ illness. 


A. Berman, Johnstown, Pa., retail jew- 
eler, has recently installed a new jade 
green store front, with agate and stain- 
less steel trim. 


David Weis, of Grafner Bros., 818 
Liberty Ave., has returned from New 
York where he consummated some spe- 
cial purchases. 


Schwer’s jewelry store, of Tarentum, 
Pa., has removed to a much better loca- 
tion, as a result of the flood, and new 
fixtures have been installed. 


The jewelry store of Sidney Blitz has 
been removed from 116 Federal St. to a 
location opposite the Boggs & Buhl de- 
partment store on Federal St. 


The Keystone Jewelry Mfg. Co., of 
which David Bachner is head, has moved 
from 417 to 412 Clark Building where 
the firm has larger accommodations. 


Irvin Neafach, whose retail jewelry 
store at 140 Clinton St., Johnstown, Pa., 
was wrecked by the flood, has remodeled 
his place of business and installed new 
fixtures. 


Bernard Harton, McKees Rocks, Pa., 
has opened a new jewelry store on Char- 
tiers Ave., having moved from the “bot- 
toms district” which was inundated by 
the flood. 


E. L. Surgens, formerly with Reed & 
Barton Corp., is now covering the New 
England states, New York and New Jesr- 
sey for the Wendell August Forge, 
Grove City, Pa. 

Eddie Mannette, who was formerly as- 
sociated with S. H. De Roy & Co., Inc., 
408 Smithfield St., has opened a credit 


jewelry store in the first floor of the 


Keenan Building, Liberty Ave. 


The H. & L. Gold Refining Co. has 
moved from the Clark Building to the 
quarters formerly occupied by Sable 
Bros., 925 Liberty Ave. The latter firm 
has moved to the Clark Building. 


Spencer & Dittrich, engravers, and 
J. Pipicelli, watch crystals and cuttings, 
have moved from 514 to 515 Clark 
Building, due to the expansion of the 
offices of the Triangle Optical Co. 


Bernard Eger, son of David H. Eger, 
New Kensington, Pa., retail jeweler, has 
















(Please turn to page 81) 
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PIT TSBURGH: 


Ike Lincoff, Homestead, Pa., retail jew- | 












GRAFNER BROS, 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








DIAMONDS 
WATCHES 


New Distinctive Gift 
Lines Including 


WOODEN SALAD BOWLS 
NOVELTY TABLE LAMPS 
AND OTHER ITEMS 


* 
M. BONN CO. 


713 PENN AVENUE, PITTSBURGH, PA. 








FOUNTAIN PEN SERVICE STATIO 


NAL. WORK GUARANTEED: 


SER PN«GUT SHOP Hkiis ise 


PITTSBURGH, PA. 
WRITE FOR PRICE LIST ON 
Repairing of Pens 
Engraving Names by Machines 











Gold Stamping on Leather 





























GOLD and SILVER 


Scrap and Wastes 
IPURCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 





GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


VERNON-BENSHOFE CO. 


Clark Building _—_ Pittsburgh, Pa. 
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Pittsburgh Notes 
(From page 80) 


opened a new store at Greensburg, Pa. 
He is the fifth member of the Eger fam- 
ily to engage in the retail jewelry trade 
jn this district. 

J. Harvey Wattles, president of W. W. 
Wattles & Sons Co., Inc., 517 Wood St., 
and Mrs. Wattles, stopped in Pittsburgh 
recently, en route from California to 
Washington, D. C., where they make 
their home. 

Sam and Asher Lincoff, who formerly 
operated the jewelry department in the 
Famous Department Store, Braddock, 
Pa. have organized the firm of Lincoff 
Bros., and are now in business for them- 
selves in that city. 

Brown & Son, retail jewelers of Do- 
nora, Pa., celebrated their 33rd anniver- 
sary last month. A double page spread 
in the Donora Herald-A merican was used 
to announce a special sale which crowded 
the store with buyers. 

F. J. Bauer and R. C. Mutschler have 
purchased the manufacturing jewelry 
business of Irwin Eiseman, Clark Build- 
ing, and are now operating under the 
name of Bauer & Mutschler. Mr. Eise- 
man is devoting his time to the sale of 
diamonds. re 

R. W. B. Roe, for many years associ- 
ated with R. S. Robinson & Co., Inc., 
Clark Building, is now in business as a 
manufacturers’ agent, for himself, at 701 
Clark Building. He is representing the 
Ranel Manufacturing Co., Arlington 
Tarnish Proof Silver Company and Hil- 
finger Metal Products. 

Hardy & Hayes Co., Inc., 529 Wood 
St. is preparing extensive alterations 
to its store during the summer months, 
including the installation of a new light- 
ing system. As a result of the alterations, 
the firm is disposing of 22 glass prism 
chandeliers, known to hundreds of jewel- 
ers throughout the nation, and especially 
designed for the late J. Alexander Hardy 
at a cost of approximately $10,000. 

N. P. Landay, of Landay & Finn, 
wholesale jewelers, Clark Building, says 
that a scarcity of jewelry store managers, 
watchmakers and opticians is a sure 
sign that business continues to improve. 
In some respects, the recent flood had a 
wholesome after-effect, according to Mr. 
Landay, who points out that the huge 
demand for certain types of equipment 
and supplies, ruined by the water, has 
increased payrolls and production in 
Pittsburgh mills. 





Pittsburgh Bowlers Dine 


PitrssuRGH, Pa.—The Jewelers Bowl- 
ing League of Pittsburgh finished a 
bang-up season with a banquet April 28 
at the Commodore Restaurant in the Clark 
Building, with approximately 40 mem- 
bers present. Robert Robinson, of R. S. 
Robinson & Co., Inc., president of the 
league, presided as toastmaster. 

The league, which is made up of eight 
teams from all branches of the jewelry 
and optical trade in this city, met every 
Tuesday night during the fall and winter 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1936 








in the Liberty National Bowling Alleys 
to roll duck pins. 

During the course of the dinner, win- 
ners were announced as follows: Highest 
average, Louis Kerns, Beitler-McKee 
Optical Company, with a score of 144; 
highest single score game, J. D. Craw- 
ford, of Samuel Gallinger, Jr., who 
rolled 232, and highest three-game score, 
Joe Woods, 584. 

The following officers were elected to 
serve during the coming season: J. D. 
Crawford, president, and A. J. Spire, 
vice-president, both of Samuel Gallinger, 
Jr.; Jack Gyekis, secretary, and Louis 
Grau, Wolfson & Grau, treasurer. 





U. S. Diamond Imports During March 
Invoiced at $1,921,105 


WasHINGToN, D. C.—The_ invoiced 
value of diamonds imported into the 
United States in March was $1,921,105, 
compared with $1,934,676 for February, 
according to the Bureau of Foreign and 
Domestic Commerce. 

Rough or uncut diamonds from Belgium 
were valued at $439,530 while those from 
the Netherlands were priced at $146,693. 
Of the total of $948,777 in cut but unset 
diamonds, the amount of $616,425 came 
from Belgium. The United Kingdom fur- 
nished glaziers’ and engravers’, unset and 
miners’ diamonds to the amount of $242,- 
121. 

The importation of pearl and parts, not 
strung or set, jumped ’way ahead of the 
previous month’s gross shipment. The 
total for March was $77,744 as com- 
pared with $23,918 for February. 

France sent $118,530 worth of other 
precious and semi-precious stones, cut 
but unset. The total for this item from 
all nations was $233,975, or nearly $75,000 
less than that reported for the previous 
month. 

Czechoslovakia sent us approximately 
two-thirds of the total of $79,970 in imi- 
tation precious or semi-precious stones. 
The same country also furnished the 
greatest amount in beads, of other ma- 
terials, which totaled $39,466. 





Archie O. Jenkins Named President 
at Florida Retail Jewelers’ 
Association 


ORLANDO, FLA.—Archie O. Jenkins of 
the Duval Jewelry Co., Inc., Jacksonville, 
has become the president of the Florida 
Retail Jewelers’ Association, members of 
which held an enthusiastic convention 
May 4-5 at the San Juan Hotel. Other 
officers for the ensuing year follow: R. T. 
Fox of Daytona Beach and H. C. Whitney 
of Lake City, vice-presidents; Reade 
Tilley of Clearwater, treasurer, and Bruce 
Watters of St. Petersburg, secretary. 

Directors, appointed to work with the 
officers, are: Sterling Smith and F. L. Fleck, 
Jacksonville; Marion H. Tucker, W. W. 
Stone and Holt L. Nickell, Fort Myers; 
Earle L. Middleton, Miami; William Kohl- 
houser, Fort Lauderdale; G. W. Lawton, 
Orlando; Alvin G. Magnon, Tampa; Sam 
T. Wilson, Ocala; E. H. Kaniss, St. 
Petersburg: F. S. Jordan, Avon Park; 
F. N. De Huy, Deland, and H. F. Under- 
wood, Palatka. 
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Officers and directors heard reports Sun- 
day night, but the convention really got 
under way Monday when Mr. Smith, re- 
tiring president, introduced Mayor U. E. 
Estes of Orlando, who presented the 
“key to the city” to Mr. Smith. 

As regional vice-president of the Amer- 
ican National Retail Jewelers Association, 
Mr. Magnon spoke, as did Mr. Jenkins, 
who advocated jewelers’ cooperative ad- 
vertising. Orlando jewelers were hosts 
to the visitors at a noon luncheon. Two 
social events filled the afternoon, one at 
the home of Earl Marshall, of C. & E. 
Marshall Co., Inc., Chicago, and Mrs. 
Marshall, on the shore of Lake Conway, 
and another at the Dubsdread Country 
Club, where the association’s annual golf 
tournament took place. 

In the evening, a large group gathered 
at the golf club for the annual banquet, 
with Gus W. Lawton of Orlando as toast- 
master. 

The final convention session was held 
Tuesday morning, May 5, with reports 
from officers and standing committees and 
the election of officers. 





Watch Salesman Robbed 


Fatt River, Mass.—A jewelry sales- 
man, Leon Roth, of North Bergen, N. J., 
reported to police, May 11, that two suit- 
cases containing 10 watches and several 
hundred watchcases had been stolen from 
his automobile. 

The theft occurred, he said, as he 
lunched in a diner on the Fall River-New 
Bedford Rd. He told police the watches, 
the property of the Hall-Mark Watch Co., 
were valued at about $1,000. An auto- 
mobile door lock had been broken, he 
said. 


Fred A. Howe, Jr. 


HuNTSvVILLE, ALA—Fred A. Howe, Jr., 
who operated a jewelry store on East 
Holmes St. here, until his removal to 
Florida two years ago, died on May 15 
at his home at Crescent City, Fla. Sur- 
viving are his widow, Mrs. Mable 
Hinchcliffe Howe; a daughter, Miss Alice 
Howe, at home, and one son, Jesse Howe, 
Buffalo, N. Y. Obsequies were held on 
May 17 in the Florida city 


PITTSBURGH 
Seeks Your Patronage { 








WATCH MATERIALS 
JEWELRY SUPPLIES 
* 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VIF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


406-7 Clark Building Pittsburgh, Pa. 
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Chips Polished Out 


BURNT. DIAMONDS REPOLISHED 
DIAMONDS RECUT 


Wm. F. Schumer & Son, Inc. 
Diamond Cutters 
44 Wiggins Block 
CINCINNATI, OHIO 

















RING TRAYS 
for SHOW CASES 


Now is the time to replace your old 
trays with new ones. 


“METAL FRAME TRAYS” 


Do your Trays have that worn appear- 
ance? Let us replace “NEW IN- 
SERTS” for them. 


Prices quoted upon application. 


WESTERN TRAY & CASE COMPANY 
“WESTRAY” 
Est. 1864 423-27 Plum St., Cincinnati, Ohio 























10% Iridium Platinum Mountings by 
SCHIRA BROS. 
PLATINUMSMITHS 
15 W. Sixth St., Cincinnati, Ohio 


PLATINUM WORK A SPECIALTY 














E. & R. SCHUMER, INC. 
PLATINUMSMITHS 


Special Order Work in 
Platinum and Gold 
DESIGNS AND ESTIMATES FURNISHED 


413 Race St. Cincinnati, O. 











PETER HENRY & SON 


Est. 1872 
WATCH CASE REPAIRING 
AND 
GOLD AND SILVER REFINING 


Prompt Service, Maximum Returns 
610 Glenn Bidg., 5th & Race Sts., Cincinnati, Ohio. 
Give us a trial. 














The entire office and shop of E. & R. 
Schumer, 413 Race St., have been com- 
pletely rearranged and decorated. 


Frank Foegler, president of the United 
Horological Association of America, was 
selected as the delegate to the annual 
meeting of the Horological Institute of 
America at Washington, D. C., May 18. 


H. A. Neumeister, one of the organizers 
of the Charles H. Schmitt Jewelry Mfg. 
Co., Inc., 114 W. 6th St., has acquired 
the interest of all others in the company 
and is now sole proprietor, operating as 
H. A. Neumeister Co. 


A cable received by Litwin & Sons, 
manufacturing jewelers, 114 W. 6th St., 
from Max Litwin, member of the firm 
at Antwerp, indicates rising prices in the 
diamond market. Mr. Litwin, in his mes- 
sage, announced that the market was 
decidedly firm and that gem stones from 
two carats upward were scarce except at 
excessive prices. 


The Town Criers’ table at the Hotel 
Gibson found two faces at a recent meet- 
ing that have been missing since early in 
January. Edward Jacocks and Reed Botts 
returned to the Queen City after being 
on the road since the first of the year. A 
lot more optimism prevails at the weekly 
luncheon gatherings of the Criers as many 
members have done more business this 
spring than they did for some time. 


Mrs. Emilie Helwig, 58, mother of 
Robert Helwig, 31, diamond setter, was 
killed in a recent automobile accident on 
Madison Road. The machine, driven by 
Mr. Helwig, went into the sidewalk on 
a curve trying to avoid another automo- 
bile, which swerved to the wrong side of 
the road. Mrs. Helwig died within two 
hours from a fracture. of the skull. Mr. 
Helwig suffered a bruised left shoulder 
and from the shock; his father, William 
Helwig, was bruised about the body, and 
a guest, Joseph Doebel, 45, New York 
City, suffered cuts about the face and 
hands. 


The Cincinnati Wholesale Jewelers and 
Manufacturers Association is planning an 
outing not only for members in the 
Greater Cincinnati area but for mem- 
bers of the National Wholesale Jewelers 
Association, who will be in Cincinnati 
for the annual convention June 10 to 12. 
Clarence Loeb, chairman of the entertain- 
ment committee of the Cincinnati organ- 
ization, is already at work clearing up 
details for the occasion. It will be held 
at Ryland, Ky. H. L. Carpenter, Provi- 
dence, president of the National Whole- 
sale Jewelers Association, was a luncheon 
guest recently at the Cincinnati Club. He 
was returning to Providence from Knox- 
ville, Tenn., and promised a large at- 
tendance at the convention. 


A delicate repair job was successfully 
achieved by J. S. Breen, watchmaker 
with the Joseph Vogelsang jewelry store, 
208 E. 5th St., on a small Egyptian jewel 
case which is an heirloom in a family 


82 


CINCINNATI 












at Lexington, Ky. The case, one of a 
few in this country, is about four inches 
long, two and a half inches wide and 
two inches high. It is encrusted with 
small pearls and jade in addition to gold 
and filigree work. A little door in the 
top of the box springs open when a small 
golden eagle catch is pressed, revealing a 
tiny bird. The case was in _ several 
pieces when brought to Breen and the 
bird wouldn’t sing. The watchmaker 
spent several weeks on the problem, but 
was rewarded by putting the case to- 
gether and hearing the bird chirp when 
the little door sprang open. 





Arrest Three for Robbery 


Co_umBus, O.—Three men have been 
arrested for the slugging of David Zim- 


‘mern, diamond merchant of 20 W. 47th 


St. New York, on March 14, just after 
he had left the office of Joseph J. Sculler, 
wholesale jeweler, at 35 E. Gay St., here. 

Diamonds valued at $30,000, contained 
in a wallet, were stolen from Mr. Zim- 
mern as he was about to go into the 
street. He is Said to have had little time 
to identify his assailants, but an atten- 
dant of the building who witnessed the 
assault is expected to appear against one 
of the men, who is under $20,000 bond 
for this robbery, and under $10,000 for 
a payroll robbery made here on 
March 24. 


Seal and Charter Presented Michigan 
R.J.A. at Convention Banquet 
at Hotel Olds, Lansing 


LANSING, MicH.—Announcement of the 
incorporation of the Michigan Retail 
Jewelers Association featured that or- 
ganization’s well-attended 31st annual 
convention May 10 through 12 at the Olds 
Hotel. Approximately 250 members and 
guests enjoyed a dance and buffet supper 
the closing night as guests of the Wolver- 
ine Jewelers Travelers Club. 

Business sessions were held on the after- 
noons of May 11 and 12, with the annual 
banquet the night of the 11th and a golf 
tournament the morning of the 12th. O. A. 
Mattison, Lansing, was elected president, 
succeeding Hugh Finley. Other officers 
are: Norton Siegel, Grand Rapids, vice- 
president; Leon J. Barrett, Kalamazoo, 
secretary, and Howard Doxtader, 
Lansing, treasurer. Under the new in- 
corporation, the president will name an 
advisory board of five to work with the 
officers. 

During the afternoon business sessions 
were also held by the Wolverine Jewelers 
Travelers Club and the Ladies Auxiliary, 
both of which received reports of in- 
creased membership and elected officers. 
The Travelers elected Percy Lucas of 
Schumer Bros. Co., Inc., president; Guy 
Perinatti of Swartchild & Co., Inc., vice- 
president; Ralph Bell of the New Haven 
Clock Co., secretary, and Paul Schmidt 
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of E. H. Pudrith Co., Inc., traveling rep- 
resentative. Officers for the Ladies Auxil- 
jary are: Mrs. Roy_ Wethered of Flint, 
president; Mrs. O. A. Mattison of Lans- 
ing, vice-president; Mrs. Howard Dox- 
tader of Lansing, secretary, and Mrs. C. 
E. LaRoy of Kalamazoo, treasurer. 

Speakers included Max Templeton, who 
welcomed the jewelers to Lansing; R. 
Glenn Dunn, adviser to the governor of 
Michigan; Paul Monohon, president of 
the Watson Co., Attleboro, Mass., who 
talked on “Quality in Jewelry”; Irving 
Segal, Detroit, whose topic was whole- 
sale-retailing; Henry Stecher, Milwaukee, 
regional vice-president of the American 
National Retail Jewelers Association; 
Don Kennedy of the State Highway Com- 
mission; Sid Thompson of Thompson & 
Son, Mt. Pleasant, and Bert Holmes of 
Detroit, who set up a model jewelry win- 
dow and urged his listeners to make the 
very most from intelligent displays. 

Mr. Doxtader was master of cere- 
monies at the banquet, at which a short 
talk was made by Ben Stocker of Detroit, 
chairman of the committee on incorpora- 
tion, who, in presenting the seal and 
charter, said that this marked a new era 
for the 30-year-old association. 





W. H. Wright Elected to Board of 
Governors of Gemological Institute 


Los ANGELES, CAL. — William H. 
Wright, president of Galt & Bro., Inc., 
Washington, D. C., who helped organize 
the Washington study group of the Amer- 
ican Gem Society and the Maryland- 
Virginia Guild of that society, has been 
elected a member of the board of gov- 
ernors of the Gemological Institute of 
America. 

Broer-Freeman Co., Inc., Toledo, O.; 
Marcus & Co., Inc., New York, and 
Wright, Kay & Co., Inc., Detroit, are 
new sustaining members of the institute, 
while the firm of Larter & Sons, Inc., 
Newark, has been elected to associate 
membership. 

The board of governors has voted to 
raise at an early date the certified gem- 
ologist examination fee from $35, the 
present figure, to $100. 

Mr. Shipley has attended many recent 
Gem Society meetings in the Eastern 
area, among them a meeting of the Bos- 
ton study group May 7, when he demon- 
strated gem-testing instruments and the 
members organized the Boston Guild of 
the American Gem Society, electing John 
S. Kennard of Hodgson, Kennard & Co., 
Inc., president; H. Stevenson of Thomas 
Long Co., Inc., vice-president, and Ella 
Bird of A. Stowell & Co., Inc., secretary- 
treasurer. 

Organization of a regional guild at 
Washington, D. C., was launched at a 
meeting of the Washington study group 
May 16 in the store of Galt & Bros., Inc., 
Mr. Wright presiding. Guild officers will 
be named in June. 

Mr. Shipley was also a guest at a meet- 
ing of the Eastern Pennsylvania Guild’s 
study group, at which the color causes of 
gem stones were discussed. This meeting 
was held at the Philadelphia Academy of 
Sciences. 
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A.G.S. guilds and study groups in many 
cities have held interesting sessions dur- 
ing the last few weeks. Approximately 
55 members and guests of the Metropoli- 
tan Chicago Chapter greeted Mr. Shipley, 
the guests including G. Frederick Shep- 
herd of the Museum of Science and Dean 
Edward H. Kraus of the University of 
Michigan. Dr. A. J. Walcott of the 
Field Museum led a discussion of beryl 
gems. 

First meeting of the newly formed Cen- 
tral New York chapter will be held June 
29 at Colgate University, Hamilton, N. Y., 
under the leadership of Dr. David W. 
Trainor of the university's geology de- 
partment. 

Other A.G.S. meetings scheduled this 
month include: Metropolitan Chicago, 
June 2 at Pittsfield Building; Boston, June 
10 at Boston Society of Natural History; 
Northern Ohio, June 12 at Case School 
of Applied Science, Cleveland; New Jer- 
sey, June 12 at Newark; Wisconsin, June 
18 at the Pfister Hotel; Eastern Pennsyl- 
vania, June 18 at the Academy of Natu- 
ral Sciences, Philadelphia, and Washing- 
ton, D. C., June 22 at the Smithsonian 
Institution. 


Boston Jewelers’ Club To Go to Hull, 
Mass., for Summer Outing 


Boston, Mass.—The Summer outing of 
the Boston Jewelers’ Club will be held at 
Pemberton Inn, Hull, Mass., on Thurs- 
day, June 25, featuring an afternoon of 
sports, and a shore dinner, interspersed 
with a cabaret show. 

Committees are as follows: Dinner, 
Carl F. Lawton and Howard A. Martin; 
cigars and cigarettes, Albert R. Kerr, and 
sports, C. O. Housman, Blaine Libbey, 
F. T. Widmer, E. W. Kirby, A. S. Kelly, 
Carl F. Lawton and Howard A. Martin. 


—_——- 


Arizona Jewelers Organize and Name 
J. J. Wesley, Phoenix, President 


PHOENIX, ArIz.—Organization of the 
Arizona Retail Jewelers Association was 
accomplished at a meeting of jewelers 
from all parts of the state May 10 at 
the Adams Hotel. Arthur H. Dibbern of 
Glendale, Cal., presided, as regional vice- 
president of the American National Re- 
tail Jewelers’ Association, with which 
Arizona affiliates in such a way that each 
state association member automatically be- 
comes a member of the national organiza- 
tion. 

Arizona was divided into five dis- 
tricts, with two directors representing 
each of the two more heavily populated 
districts and one each from the other 
three districts, and from these seven direc- 
tors the following officers were elected: 
J. J. Wesley of Phoenix, president; Fred 
E. Adams of Tucson, vice-president, and 
Newton Rosenzweig of Phoenix, secretary- 
treasurer. E. H. Black of Winslow, 
Adolph Cubitte of Globe, Lloyd Gilman 
of Bisbee and J. H. Huber of Yuma are 
the other directors. 

Legislative, fair trade and horological 
committees have been appointed. 
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T. help retailers 
increase their old gold busi- 
ness, G. W. Seifried Co., 127 
Opera Place, Cincinnati, Ohio, 
refiners and smelters, are offer- 
ing a handsome free display 
for wall or counter use. It 
measures 5!/, x 8 inches and is 
pleasingly designed and fin- 
ished with black letters on a 
gold background. The sign will 
be sent by the company on 
request, without cost. 


G. W. SEIFRIED CO. 


127 Opera Place, Cincinnati, O. 

















“Amazing Values” 


Is What Our Customers Are 
Saying—Buy Now for June and 
Summer Sales 








No. 92 — Three fine 
diamonds set in 10Kt. 
solid yellow gold 
mounting of beautiful 
design. Complete 
84.95 each. In dozen 
lots $4.80 each. 





No. 102 — One fine 
diamond set in mod- 
ern design 10Kt. solid 
yellow gold mounting. 
Complete $2.95 
each. In dozen lots 


82.85 each. 


All prices net. 


Beautiful three diamond wedding ring to match 
either of above rings $3.25 each. 


ORDER NOW 
FOR IMMEDIATE DELIVERY 
New Accounts Invited 


S. SILVERMAN CO. 


CREATORS OF POPULAR PRICED 
DIAMOND JEWELRY 
525 WALNUT ST. 
CINCINNATI OHIO 











































































ny 


WHERE TO BUY | 
x S.KAPPER x 


MANUFACTURERS 


of QUALITY DIAMOND MOUNTINGS 
and WEDDING RINGS 
Expert Diamond Setting Jewelry Repairing 
159 N. State Street Chicago, tll. 


PERSONALIZED 


KEY CHAINS 
AND 


OTHER GIFTS 


Prompt Service 























ART METAL STUDIOS 
17 N. State St., Chicago 


Keystone $3.00 


CENTRAL WATCH CO. 


WATCH REPAIRING FOR THE TRADE 
Best Workmanship at Lowest Prices 


Prompt Service 
5 South Wabash Ave. CHICAGO, ILL. 














tad 
Ke? CHROMIUM 











ez | SILVERWARE | 2 
Relined | Repaired - Replated | "'tetlses| 
SWARTZ & CO. 
10 S. Wabash Ave. Chicago, Ill. 








Phone: Central 5400 


& CoO. 
RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 








Wuen You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 











Gucomparable 
leh, Case 


DINARY WORK 


BECKER-HECKMAN CO. 
28 E. Madison St. 





New Drapes 
Will Dress-up 


YOUR WINDOWS 


at low cost 
Send Glass Sizes for 
i Samples and Designs. 
Camden Artcraft Co. 


160 N. Wells St. 
CHICAGO 






Send for Catalog 


CHICAGO, ILL. | 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


J. H. Mace, of Mace-Ryer Co., Kansas 
City, spent several days in Chicago re- 
cently on business and visiting friends. 


M. L. Spater, of M. A. Spater & Co., 
St. Paul, Minnesota, was a visitor in 
Chicago recently on a buying trip for the 
company. 

Arno Dorst, of the Dorst Jewelry Co., 
Cincinnati, made a short business trip 
to Chicago last month and called on 
friends. 


Carl Greve, credit jeweler of Portland, 
Ore., called on members of the trade here 
last month as he was making an eastern 
business trip. 


Frank Redmond, formerly with Inger- 
soll-Waterbury Co., and later with Benj. 
J. Allen & Co., is again representing the 
Ingersoll-Waterbury Co. out of their Chi- 
cago office. 


Max Stein, jeweler at 31 N. State St., 
returned recently from New York where 
he spent several weeks on business and 
visiting relatives. He was accompanied 
by Mrs. Stein. 


I. E. Boucher, president of the Walt- 
ham Watch Co., visited Chicago and 
other cities of the middle west last month 
as he returned home from an airplane 
trip to the Pacific Coast. 


John G. Leiner, of Benj. Allen & Co., 
recently elected vice-president of the Chi- 
cago Jewelers Association, is making a 
short automobile vacation trip in Canada 
accompanied by Mrs. Leiner. 


J. Newman and Ben Sachs, diamonds, 
and Harry Sahn, formerly located in room 
1207, at 5 S. Wabash Ave., have moved 
to 1214 where they have larger and better 
arranged quarters. 


Herb. Witnerberg, representing A. 
Hirsch Co., is making an extended busi- 
ness trip for the company throughout the 
middle western territory and expects to 
return about June 15. 


Paul Monohon, president of the Wat- 
son Co., Attleboro, visited their Chicago 
office and friends in the trade here recent- 
ly during an exteusive business trip in 
the Middle West. 


John Mead Montgomery, son of Major 
J. T. Montgomery, president of M. A. 
Mead & Co., deserted the stocks and bond 
business on May 1 and is now associated 
with the sales department of this whole- 
sale watch house. 

Paul Rosenberg, who retired from busi- 
ness several months ago on account of his 
health, is again in business as manager 
of the Surplus Supply Co. located in room 
1210 of the Mallers building. His many 
friends will be glad to know of his com- 
plete recovery. 

Charles Marshall, of C. & E. Marshall 
Co., returned to Chicago last month after 
a business and pleasure trip of several 
months to the Pacific Coast, Japan and 
other oriental countries. Earl Marshall 
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of the same company also returned from 
Florida where he spent the Winter, 


B. C. Allen, of Benj. Allen & Co., left 
for New York on May 19 for a short 
visit. He accompanied his wife who 
sailed May 23 for England to spend 
several months with their two daughters 
who reside there. Mr. Allen expects to 
follow in a few weeks. 


Harry E. Kaplan, a jewelry salesman 
with office at 159 N. State St., reported 
to the police on May 16 that he had been 
slugged, kidnapped and robbed of $1,200 
worth of loose diamonds. When the 
bandits released him they returned his 
wrist watch to him after he pleaded that 
it was a keepsake. 


Fred Hyatt, president of Keystone 
Watch Case Co., recently visited Wm. 
Martin, the Chicago manager, and his 
many friends in the city. While here he 
approved the plans for moving the offices 
from the 14th floor to the 15th floor of 
the Pure Oil building where very efficient 
and modern quarters are being arranged. 


Solomon J. Gray, Elkhart, Kan., accom- 
panied by his wife and son, was in Chi- 
cago recently and spent several days here 
as a part of a four months’ automobile 
vacation trip during which he visited 
Florida and Texas, and from Chicago he 
traveled east to visit New York and 
Atlantic Coast cities before returning 
home. 


Herman P. Haynes, Chicago manager 
for the Ingersoll-Waterbury Co., has re- 
turned from an extended visit to New 
York and the factory. His many friends 
in the trade were grieved recently to 
learn of the death of his mother, Mrs. 
Eva L. Haynes, and that of his wife’s 
father, Dr. H. M. Evans, both of which 
occurred within the month. 


L. R. Douglas, for many years repre- 
sentative for Henry Paulson & Co, 
Chicago, recently acquired an_ interest 
in the business of Hoffman & Co., Cen- 
tury Building, Indianapolis, and in the 
reorganization was elected vice-president. 
Other officers of the company are A. M. 


Jones, president and treasurer, and 
Stella Haugh, secretary and _ general 
manager. 


Henry T. Mortensen, of Nordahl & 
Olson, 2735 West North Ave., announces 
that he is going to add insurance to his 
activities and has opened an office in 
room 314 of the Silversmith building at 
10 S. Wabash Ave. This office will 
always be headquarters of the Illinois 
Retail Jewelers Association, of which Mr. 
Mortensen is secretary. Members and 
other retail jewelers of the state are 
invited to make this their office when in 
Chicago. Any assistance and informa- 
tion required will be available. 

C. W. Priesing, president of the Wahl 
Co., Inc., 1800 Roscoe St., who is visiting 

(Please turn to page 85) 
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Chicago Notes 
(From page 84) 


Eversharp agents and dealers in Euro- 
pean markets, will return to the United 
States late this month. He expects to 
meet L. A. Ruiz, director of foreign sales, 
on the Continent. Mr. Ruiz, will return 
to Chicago in three or four weeks to pre- 
pare for his tour of South American dis- 
tributors. P. R. Mahony, assistant to the 
president, is on an extensive tour of mar- 
kets in the Orient and will not dock in 
this country until the end of the year. 
Jack Becker, formerly a jewelry sales- 
man, will now have from one to ten 
years to figure out whether it pays to 
act as a fence for jewelry bandits. On 
May 21 he pled guilty to receiving about 
$50,000 worth of the loot taken by the 
Indiana gang in its raids on jewelry 
stores in that state and Ohio. The jewelry 
was recovered from a box of the Uptown 
Safety Deposit Co., which had been rent- 
ed by Becker. Two young men who 
acted as go-betweens for the robbers and 
Becker also pleaded guilty, as did James 
Dahlover, a member of the gang arrested 
here a few days before. Dahlover re- 
vealed that the Indiana gang was forced 
to hand over $51,000 worth of their loot 
to a tougher Chicago gang and he is 
being held here while an effort is made 
to locate this, after which he will be re- 
turned to Indianapolis to stand trial for 
the murder of a policeman of that city. 





Earl E. Marshall Named President of 
Chicago Jewelers’ Association 


Cuicaco, ILt.—The Red Lacquer room 
of the Palmer House on the evening of 
May 21 was the scene of one of the most 
enjoyable affairs in the 60 years’ history 
of the Chicago Jewelers Association when 
more than 150 men gathered to eat, enjoy 
good entertainment and elect new officers 
for the coming year. 


Following the dinner, Howard Schaef- 
fer, retiring president, called the meeting 
to order and heard reports from the vari- 
ous committees. The most enthusiastical- 
ly received report was that of John G. 
Leiner, treasurer, who reported a balance 
of about $3,500. Austin Clark, chairman 
of the membership committee, also re- 
ceived compliments for the efficient work 
of his committee. Jacques Kreisler Sales 
Corp. and Frank Sitzer were elected to 
membership. The golf committee an- 
nounced the annual golf outing for June 
3 at Idlewild Country Club, an all-day 
outing with more than 50 prizes offered. 


The election of officers resulted as fol- 
lows: Earl E. Marshall, C. & E. Mar- 
shall Co., Inc., president; John G. Leiner, 
Benj. Allen & Co., Inc., vice-president ; 
Myron J. Kelly, Rogers, Lunt & Bowen 
Co., Inc., treasurer; Louis Goldman, secre- 
tary; Howard Schaeffer, of the Elgin 
National Watch Co., Paul C. Reitz, of 
Juergens & Andersen Co., Inc., George 
D. Cullis, of Wadsworth Watch Case 
Co., Inc., and Charles G. Brown, of 
Stein & Ellbogen Co., Inc., directors for 
two years, and Herman P. Haynes, of 
Ingersoll-Waterbury Co., Inc., director 
for one year. 
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Following the election, Mr. Schaeffer 
expressed his appreciation of the co- 
operation given him, by various commit- 
tees and individual members. He paid 
particular tribute to the efficient service 
of Louis Goldman as secretary. He then 
presented the old gavel, mounted with 
gold on which the name of every presi- 
dent since 1876 is engraved, to the in- 
coming 36th president. Mr. Marshall 
accepted in a very appreciative way and 
pledged his best effort in behalf of the 
association and the industry during his 
term of office. 

The meeting was then turned over to 
the social relations committee and a half 
hour of most attractive and entertaining 
vaudeville was presented. 





Stringent Auction-Control Measure 
Enacted at Columbus, O. 


CoLumBus, On1o—Legitimate jewelers 
of this city and the buying public in the 
Columbus trading area are now protected 
by a recently enacted ordinance to curb 
and regulate jewelery auctions. 

The ordinance, sponsored by the Colum- 
bus Better Business Bureau, replaces a 
former ordinance declared unconstitu- 
tional in October of last year by the U. S. 
Circuit Court, which ruled that it prohi- 
bited, rather than regulated, jewelry 
auctions. The city council passed the 
earlier ordinance Oct. 30, 1933. 

The new legislation is aimed to prevent 
the running of auctions which result in 
loading stocks on hand with cheap mer- 
chandise designed for public sale at 
inflated prices, to safeguard the public 
against the high pressure tactics of itin- 
erant auctioneers, and to prevent a cer- 
tain type of jeweler from “going out 
of business” each Christmas time. 





Portland, Me., Watchmakers 
Organize 


PorTLAND, Me.—The Portland Watch- 
makers Association was organized here 
recently with the election of the follow- 
ing officers: Valerien F. Lagueux, presi- 
dent; Roy L. Trueworthy, vice-president, 
and Edward A. Hendrickson, secretary- 
treasurer. Philip L. Ames, Parker L. 
Starrett and Walter H. Stubling are mem- 
bers of the executive committee. 





Toledo Taxi Driver Traps Burglar 
in Cab and Calls Police 


ToLepo, On10—Apprehension of a win- 
dow-smashing thief was effected here 
recently through the quick-thinking of 
George Shaw, a taxi driver who aspires 
to a policeman’s job. 

The taxi driver saw a man throw a 
brick through the window of the Summit 
Watch Repair Shop, 237 Summit St., and 
then reach through the shattered pane to 
remove watches and rings. Quickly driv- 
ing around the block, the cab driver came 
upon the fleeing man and.called “Cab, 
sir?” The thief fell for the ruse and was 
delivered to the police, who first had to 
chase him into a hotel. In his pockets 
police found a glass cutter, three unset 
diamonds, six rings and a wrist watch. 
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WHERE TO BUY : 








A DIAL A DAY 
IS BOUND TO PAY YOU 
AT LEAST $25.00 PER MONTH 
CLEAR PROFIT 


IAK-RICH DIAL CORP 





HEYWORTH BLDG. METROPOLITAN 
CHICAGO, ILL. BLDG. 
bien % LOS ANGELES 
ALLEN BLDG. SEABOARD BLDG. 
DALLAS, TEX. SEATTLE, WASH. 


Every Dial Guaranteed For One Year. 























USE wits 
NEWALL Se 
“Quality” Findings 


Your Wholesaler has them. 








AMERICA’S FAVORITE 
SANDSTEEL 


Quality 
Mainsprings 


For All American and 
Swiss Watches 


Made in U. S. A. by 


WATCH-MOTOR MAINSPRING CO., INC. 
145 Hudson St. New York City 














DON’T WAIT! 


Protect your building, stock and 
dwelling against damage by 


FIRE AND WINDSTORM 
At Substantial Savings 
Your employees can insure also. 
NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 








HENRY L. ROSE 


(Formerly with Coldsmith Bros. S. & R. Co.) 


Buyer of 
OLD GOLD AND ALL PRECIOUS 
METAL SCRAPS 
25 years’ experience insures accurate 
returns. Highest Market Prices. Send 
Trial Shipment. 
29 E. MADISON ST. CHICAGO 

























































































Where to Buy 
IMPORTED 
China and Glass 















ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 


WM. 8S. PITCAIRN CORPORATION 
\. New York, N. Y. 


104 Fifth Ave 





FINE 


Forres, 


Famous the World Over 


Available from New York Stocks 





ROSENTHAL CHINA CORP., 149 Sth Ave., New York 


CHINA 





CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 


variety of patterns and designs. 
Wire your urgent orders. 


PAUL A. STRAUB & CO.., Ine. 


Importers, 105-107 Fifth Ave., New York 





ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 


Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE Well Vonks. Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 


FROM NEW YORK STOCK 


Heinrich and Winterling. Inc. 
49 W. 23rd St. 


New York, N. Y. 








THEODORE HAVILAND 
FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 


“GENUINE QUIMPERWARE” 
All in New York Stock 








THEODORE HAVILAND & CO., Ine. 
26 W. 22rd St. New York 








ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
ew York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 











162 Fifth Avenue, New York City 





A. C. Hentschel Reelected President 
of Wisconsin Retail Jewelers’ 
Association. 


GREEN Bay, Wis.—Arthur C. Hent- 
schel of Milwaukee, was reelected presi- 
dent of the Wisconsin Retail Jewelers’ 
Association, at the 31st annual convention 
here May 17, 18 and 19. There was a 
registration of 87 retail jewelers from 
all parts of the state, 36 of their ladies, 
and 43 representatives of manufacturers 
and wholesalers. 

Other officers for the coming year are: 
E. R. Fuchs of Milwaukee, vice-president; 
Henry Stecher of Milwaukee, treasurer; 
A. W. Anderson of Neenah, secretary, 
and L. M. Nelson of Madison, K. F. Kon- 
rad of Oshkosh, Henry W. Rank of Mil- 
waukee, F. J. Ansorge of Green Bay and 
Sam Dalin of West Allis, directors. 

J. R. Chapman, Oshkosh; T. J. Dale, 
Kenosha, and Mr. Nelson were elected to 
the board of directors of the Jewelers’ 
Mutual Fire Insurance Co. at a meeting 
of policyholders held Monday morning. 
Directors then named the following of- 
ficers for the ensuing year: W. H. Up- 
meyer, president; Mr. Hentschel, vice- 
president; Mr. Stecher, treasurer, and 
Mr. Anderson, secretary. 

Speakers at the Monday sessions of 
the convention included Joseph M. Rob- 
lee, Milwaukee attorney, who talked on 
tax problems; E. J. Malloy, of that city, 
who warned against consumer coopera- 
tives as a menace to retail business; 
Marvin Wellenstein of Madison, who 
suggested that a slogan and emblem be 
provided by the American National 
Jewelers Association for all members. 

Addresses on Tuesday were given by 
William H. Schwanke, Milwaukee, whose 
topic was “Gems and Gemology”; Joseph 
E. Rapkin, who told about every-day 
problems ‘of bills, notes and _ checks; 
Henry W. Rank, who discussed modern- 
izing the jewelry store and exhibited 150 
pictures of store fronts and interiors; 
Paul W. Monohon, president of the 
Watson Co., Inc., Attleboro, and Howard 
D. Schaeffer, vice-president of the Elgin 
National Watch Co. 

Speaking about controlled distribution, 
Mr. Schaeffer pointed out, if not direct- 
ly, very positively that many of the most 
serious problems that arise for the manu- 
facturer who endeavors to control the 
distribution of his product come from non- 
cooperative acts of some retail jewelers. 
He cited several cases to illustrate. 

The convention closed with a dinner 
and dance. A buffet. supper and enter- 
tainment were held the previous night. 
The 1937 convention will be held in Mil- 
waukee. 





Jewelry Trade Taxation Committee, 
Organized Four Years Ago, 
Decides to Dissolve 


Dissolution of the Special Committee 
on Taxation of the Jewelry Industry, 
which had been in existence since April 
4, 1932, was voted at a meeting of execu- 
tive members in New York on May 12. 

G. H. Niemeyer of Handy & Harman, 
Inc., chairman of the committee, declared 
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that several branches of the jewelry trade 
have found it expedient to take steps 
which they considered necessary to pro- 
tect their interests, and “it is obvious 
that this committee, which is made up of 
men whose interests are not the same, 
cannot act together.” 

The full committee consisted of 513 
members, representing every state in the 
union and all branches of the industry, 

“From the very time this committee was 
formed, it was apparent that everyone in 
the trade wanted the excise tax elimi- 
nated, but this was about the only point 
on which the trade was united,” Mr. Nie- 
meyer said. “Many branches of the in- 
dustry made a sincere effort to cooperate 
for the benefit of the industry at large. 
When it became apparent that they could 
not benefit from such a policy, each 
branch of the industry became intent upon 
taking care of itself even if it put their 
burden upon the other fellow’s shoulders. 

“It was obvious that as this national 
committee represented every branch of the 
industry, it could not participate in actiy- 
ities which were prejudicial to any par- 
ticular group in the trade. The mainte- 
nance of this policy has not been an easy 
one. The committee or its chairman have 
from time to time been unjustly criticized 
by individuals and groups. To the best 
knowledge of the chairman, this committee 
has never violated its obligation to the 
trade as a whole. 

“I should like to take this opportunity 
of thanking those who gave so generously 
of their time and money to assist this 
committee and their industry. I also wish 
to thank the officers who served with me. 

“As to the clarification and modifica- 
tion of the law, various suggestions have 
been made from time to time as to how 
this should be accomplished and it is the 
consensus of opinion of those in the trade 
familiar with the problem of taxation 
that this could not be done without a com- 
plete rewriting of the law itself. This 
the Treasury Department and the Con- 
gress were unwilling to consider. The 
law as it was written was, and still is, 
unfair, inequitable and very difficult to 
administer with justice.” 





Although payrolls in manufacturing in- 
dustries of Rhode Island during April 
averaged seven per cent higher than in 
the corresponding month of last year, the 
jewelry and silverware industries showed 
a payroll decrease of four per cent for 
the month. This, however, is a seasonal 
decline but showed an improvement over 
the month of March. 
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Samuel Charles Welsh 


Samuel Charles Welsh, for many years 
senior partner of the retail jewelry firm 
of George W. Welsh’s Sons, 213 Broad- 
way, New York, founded by his father, 
the late George W. Welsh, died at the 
age of 86 on Monday, May 11, at his 
home in the Ritz-Carlton Hotel. 

Mr. Welsh, who retired from the busi- 
ness in 1912, leaves two sons, George W. 
and S. C. Welsh, Jr., both of New York, 
who continue the succession, and three 
daughters, Mrs. Mabel W. Flach, Zurich, 
Switzerland; Mrs. Lilian W. Legg, New 
York, and Mrs. Ruth W. Duvernoy, 
Paris. 

He held membership in the Union 
League Club, the Pilgrims, St. Andrew’s 
Society and the Hardware Club. The 
store was closed on May 14, out of re- 
spect to his memory. 





Manufacturers’ Tax Draws Fire of 
Washington State R.J.A. 


SEATTLE, WasH.—Battling to free re- 
tail jewelers from the manufacturers’ tax, 
the Washington State Retail Jewelers’ 
Association closed its. two-day conven- 
tion at the New Washington Hotel May 
11 with the election of Simon Burnett, of 
Burnett Bros., Inc., Seattle, as president, 
and the following other officers: 

John Penn Fix, of Spokane, first vice- 
president; Jorgen Nelson, of Bremerton, 
second vice-president; Dr. W. J. Hind- 
ley, Seattle, secretary and treasurer, and 
Harold F. Arold and Ben Tipp, of Se- 
attle, and Jay Merrick, of Tacoma, 
trustees. 

A resolution authorized a committee 
headed by the new president to work 
toward repeal of the manufacturers’ tax 
as applied to retail jewelers. 

Other resolutions commended certain 
manufacturers of watches and _ silver- 
ware for maintaining prices and control- 
ling distribution, but condemned other 
manufacturers for selling to illegitimate 
channels; and expressed opposition to 
silver plated flatware distribution meth- 
ods favoring department stores. 

The convention “warmed up” on Sun- 
day afternoon, May 10, with jewelers 
gathering from all parts of the state for 
a golf tournament at the Glendale Coun- 
try Club and a reception for the president 
and officers in the evening at the New 
Washington Hotel. 

Russell Trace, of the Department of 
Internal Revenue, Tacoma, the principal 
speaker at the opening business session, 
talked on “The Excise Tax and the Re- 
tail Jeweler.” 

Doubts were expressed by some pres- 
ent as to whether Congress intended that 
this tax should be imposed upon retail 
jewelers. In open discussion, Dr. Hindley 
declared that “this is a day of commis- 
sion and department rulings rather than 
law,” and said that the jewelers may be 
able to secure favorable departmental 
rulings with reference to this law. 

E. N. Phelan, secretary of the Seattle 
Retail Trade Bureau, declared that the 
22 initiatives now before the State would 
increase taxation upon jewelry stores, 
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and urged that no jewelry store in the 
state permit an initiative within the 
store, and that no jeweler, member of 
his family or employee sign any initiative. 

“Several of the initiatives which seem 
destined to go before the voters and be- 
come state laws unless vigorously op- 
posed, would increase jewelry store 
taxes 400 and 500 per cent for old-age 
pensions and other purposes,” the speaker 
said. 

Maj. A. A. Oles, of Seattle, secretary 
of the Building Owners Association, 
talked on “Complex Government,” and 
Prof. H. H. Preston, of the University 
of Washington, spoke on fluctuations in 
money and their relation to jewelry. 

The convention closed with the annual 
banquet, floor show and dancing in the 
main dining hall. Lloyd Spencer, adver- 
tising executive, was the speaker of the 
evening. 


LOS ANGELES 


The Century Jewelry Co., which oper- 
ated at 1615 Broadway, Oakland, Cal., 
has gone out of business. 


The business operated by Charles 
Finkelstein, at Salinas, Cal., has been 
purchased by E. H. Clapperton. 


A modern-styled jewelry establishment 
has been opened by Jack Posner at 322 
Santa Monica Blvd., Santa Monica. The 
accommodations are more than double 
those of his former place of business, 
which adjoins the present store. 


A new store in Santa Monica at 1437 
Third St., was opened on May 2 by 
Benjamin F. King, who operates other 
jewelry stores at Lubbock and Plainview, 
Texas; Hobbs, N. M. and Venice, Cal. 
A. M. Bernstein is in charge of its opera- 
tion as manager. 


Directors of the California Retail 
Jewelers’ Association will hold their mid- 
season meeting Sunday, June 28, at the 
Californian Hotel, Fresno, to discuss re- 
ports of committees of the association and 
proposed legislation concerning horology, 
advertising standards, fair trade prac- 
tices and the disposal of uncalled-for re- 
pair work. 


Edward J. Gensler, who had been as- 
sociated with his brother, G. J. Gensler, 
head of the Gensler-Lee Jewelry Co., 
Inc., with stores throughout central and 
southern California, died on May 4, fol- 
lowing a three days’ illness, at his home 
in San Francisco. The deceased was 
active in politics. Mrs. Carrie Gensler, 
his widow; a son, J. Edward Gensler, 
and a daughter, Miss Carolyn Gensler, 
survive. 


The Southern California Jewelers’ 
Golf Association has held its annual 
election of officers in connection with a 
recent tournament at the Altadena Golf 
Club. Those elected to serve were: Presi- 
dent, Arthur P. Care; first vice-president, 
Marion Elliott; second vice-president, 
George Finley; secretary, H. M. Teeple, 
and treasurer, Richard Bastheim. Among 
the speakers at a dinner which was served 
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to 95, was George A. Ingleby, general 
manager of the Hadley Co., Inc., manu- 
facturers of watch attachments, who was 
a guest of honor. 





Surplus Outlet Co. 


Cash buyers of complete 
Jewelry Stores or your surplus 
stock. References, Jewelers’ 
Board of Trade and American 
National Bank, Chicago. All 


communications confidential. 


PAUL ROSENBERG, Mgr. 
5 So. Wabash Ave., Chicago, Ill. 











MIRPO SILVER POLISH DE LUXE 


America’s Best. Non-poisonous. Non-inflammable. 
Easily applied; easily removed. 
Order thru your jobber or direct. 
Write for free sample. 


MIRPO PRODUCTS MFG. CO. 
LaPORTE, INDIANA 








STERLING SILVER 
SCRAP 


42¢c 
PER OZ. PAID FOR 
CLEAN STERLING SILVER 
SCRA 
DELIVERED IN MEMPHIS 
CHECK MAILED SAME DAY SHIP- 
MENT RECEIVED. ABOVE PRICE 
BASED ON PRESENT MARKET. 
Reference: First National Bank, Memphis 
JULIUS GOODMAN & SON, INC. 


43 SOUTH MAIN STREET 
MEMPHIS TENNESSEE 

















“SUPER-SERVICE” 
ROLLING MILLS 


ptt 


production costs to meet 
ae _— competition. 
We manufacture a complete 
line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
























Group photograph of members and guests who attended the Fifteenth Anniversary Convention of the 





Members of Horological Institute 


Wasuinoton, D. C.—The 15th annual meeting of 
the Horological Institute of America was held in the 
lecture room of the National Academy of Science Build- 
ing, 21st St. and Constitution Ave., on May 18, and was 
followed in the evening by a dinner at Sholls Cafe at 
1032 Connecticut Ave. The meeting this year proved to 
be one of the most important in many ways that has ever 
been held by the Institute. It served as an opportunity 
not only for a discussion of technical subjects, but also 
provided the opportunity for expressions of closer co- 
operation between the Horological Institute of America 
and the United Horological Association of America, 
which should work for the benefit not only of both 
associations but of the watch trade as a whole. 


Morninc SESSION 


The morning session began at 10:20 A. M., when 
President Harrison F. Babcock called the meeting to 
order and after a few words of welcome introduced Dr. 
Alexander Wetmore, Assistant Secretary, Smithsonian 
Institution, who told concisely of the work of that organ- 
ization and the Horological Institute of America and 
expressed his pleasure at the holding of another meeting 


of the H.I.A. in Washingtor. 
ADDRESS OF PRESIDENT BABCOCK 


Then came the address of President Babcock. His 
message was a summary of the activities of the year. He 
called attention to the joint conference with the Horo- 
logical Society of New York in February, when resolu- 
tions were adopted urging and supporting the certifica- 
tion plan of the H.I.A. Similar resolutions were adopted 
by the Horological Association of California, the 
A.N.R.J.A., and the ‘Tennessee Watchmakers’ and 
Jewelers’ Association. His address covered in brief other 
activities of the association during the year. 

The president’s address was followed by committee 
reports, the first of which was the report of the treasurer 
submitted by John J. Bowman, chairman of this com- 
mittee. Then came the report of Secretary Gould. 

This report was followed by one by Mr. Bowman as 
chairman of the Educational Committee of the Institute 
which was of unusual excellence. 

Jacques LeRoy of New York, as chairman of the Cer- 
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tification Committee and Examining Board, reported that 
during the year the Board had had seven meetings, two 
in New York, one in Baltimore, and four in Washington. 
Eighty-six pocket watches, 37 bracelet watches, 39 plates, 
and 75 papers were examined. Fifty-five applications for 
Junior watchmaker and 37 for Certified watchmaker 
were received. Some of these have not yet completed 
their work, and as a result of the seven meetings 49 
Junior and 25 Certified watchmakers’ certificates have 
been granted. One year’s active membership has been 
given to each man who has passed either grade of the 
examinations. A new system of grading the repair work 
was announced in News Letter No. 2, issued in April. 
This system was first tried in the Junior examination in 
March and was used on all watches at the May 4 meet- 
ing. By use of this system a very careful examination is 
made of the watches and points are given on various 
parts of the work. A total of 400 points is possible in 
the Junior examination and 800 points in the Certified 
examination. A large part of the points in each case are 
given on the practical parts of the examinations and less 
on the theoretical or written part. However, each appli- 
cant is required to attain at least a mark of 70 in each 
step in order to be granted a certificate. Some minor 
changes may be necessary, but the general layout of the 
new system seems to working well, although it means 
much more work for the examiners. This system will also 
make it possible to grant prizes or scholarships to deserv- 
ing watchmakers. 

At this point of the morning session, President Babcock 
broke away from the prearranged program to submit a 
declaration of principles of the Institute. In submitting 
the declaration he said: 

“In viewing the future, there is one question that 
should be discussed and acted upon by the members of 
this Institute without any further delay. During the 
year, the Institute has endeavored to maintain friendly 
relations with all organizations, neither writing nor pub- 
lishing anything derogatory or in criticism of them; be- 
lieving that, while there may be a difference in detail of 
their aims, all were equally sincere in their efforts to 
improve the horological profession. It further believes 
that, as a’ National Organization, it should work in a 
cooperative way, with as little interference as possible in 
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the affairs of other organizations, adopting the principle 
of ‘He who is governed least is governed best.’ But the 
Institute, through its years of existence, has formed def- 
inite ideas as to what is needed to improve our vocation 
and it will steadfastly work to that end. These prin- 
ciples are not necessarily new, but they should be reiter- 
ated at this time, so as to dispel any confusion that may 
be in the minds of any individuals or organizations as to 
just what our aims are. I will now submit to you a list 
of ten basic principles that could be used as a foundation 
of cooperation with other organizations. These ten are 
as follows: 





DECLARATION OF PRINCIPLES 


“1. That certification or a standard of attainment is 
essential, and is the foundation for any advancement in 
the horological profession. 

“2. That such certification should be conducted by an 
independent and non-political organization. 

“3. That the certificate of ability should be granted 
only after a prescribed theoretical and practical exam- 
ination. 

“4, That there should be no certificate issued implying 
such a standard without such examination. 

“5. That there should be one standard throughout the 
entire country, as a multiplicity would only tend to con- 
fuse and break down the entire plan. 

“6. That the H.I.A. has already set up the machinery 
and has issued certificates for a number of years and this 
should be the national standard. 

“7. That the president, with the assistance of the ex- 
ecutive committee, or such committee as he deems neces- 
sary, be authorized to draw up a plan of cooperation with 
any other organization on the basis of the above prin- 
ciples only. Such plan to be submitted to the members 
for ratification at an annual meeting. 

“8. That the recent resolution by the executive com- 
mittee, granting the societies the right to act as monitors 
and vouchers, is hereby approved, providing such exam- 
inations are controlled by a central examining board as 
at present. 

“9. That the boards of the different societies who 
supervise these examinations should be composed as far 
as possible of certified watchmakers. 
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H.L.A. which was held in the National Academy of Science Building, Washington, D. C., on May 18. 
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of America Hold Annual Convention 


“10. That the Horological Instituce of America shall 
continue to be a scientific and educational body as orig- 
inally planned by its founders, cooperating with other 
organizations for the benefit of the horological profes- 
sion. 


ADDRESS OF PRESIDENT FRANK FOEGLER 
oF THE U.H.A.A. 


This declaration of principles was adopted as sub- 
mitted, and then followed an address by Frank Foegler, 
president of the United Horological Association of Amer- 
ica, who spoke of the work of his association, called atten- 
tion to the convention of the United Horological Associa- 
tion held in Cincinnati in April and assured the members 
of the Horological Institute of America that his associa- 
tion wished to cooperate in every way possible. 

He said in part: 

“‘We have demonstrated that unity among the crafts- 
men is a possibility and the ideals of craftsmanship is 
being revived. 

“T suppose it is known to all those present that the 
U.H.A.A. has never aspired to assume the functions of 
the H.I.A. that of Examination and Certification of 
craftsmen. 

“We have looked upon the H.I.A. as the sanctum 
sanctorum of horological craftsmanship, which shall not 
be entered by anyone but those qualified. 

“We intended to dig in the grime and mire, laboring 
and soiling ourselves, to cleanse, purge, and polish the 
product for you to pass upon. If this be wrong we would 
like to have our error pointed out. 

“The proposals of cooperation as adopted at the 
U.H.A.A. convention consists of the following points: 

“1. That the H.I.A. should be the sole body that will 
certify and examine craftsmen in the United States in 
order to have cértification. 

“2. That the H.I.A. be recognized as the only national 
craftsmen’s association. That the recognition of the 
U.H.A.A. be signified on certificates issued. 

“3. That every State association affliated with the U.H. 
A.A. shall become a sustaining member of the H.I.A. 

“T am positive that if those plans go through, the ideals 
of the founder of the H.I.A. will be carried out.” 

(Please turn to page 91) 
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Typical Chart of wrist watch indicating 
average of 5 seconds per day fast, since 
dial up position shows 18 seconds fast and 
stem down 8 seconds slow. 





Charts watch performance in 30 seconds. 
Speeds up regulating and repairing. 


ESTERN ELECTRIC’S Watch Rate Recorder makes a 

chart showing gain or loss to within 1 second per day. 
Instead of days of adjusting and checking, scientific regulation 
now takes only a few minutes. 

This “Tick-Detective” quickly uncovers more serious watch 
troubles too—helps you to make repairs faster—and check 
your work instantly. 

The Recorder, with Standard Frequency Generator which 
drives it, was developed by Bell Telephone Laboratories. It 
will increase your business— pay for itself— make money for 
you! Send the coupon for details. 


Western Elseciric 


WATCH RATE RECORDER 


Distributed by 


Electrical Research Products Inc. 





Electrical Research Products, Inc. 
250 West 57th Street, New York, N. Y. 
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NAME 
ADDRESS. 














STATE 











THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1936 


90 

















HIA Convention 
(From page 89) 


The morning session then adjourned for luncheon at 


the All States Hotel. 
AFTERNOON SESSION 


At the afternoon session called to order shortly after 
2 o'clock the first matter of business was the report of the 
Membership Committee submitted by William C. Don- 

nelly, as chairman. This report covered the period from 
the last annual meeting on May 13, 1935, to April 30, 
1936. During that period 120 new names had been 
added to the rolls either by election of new members, 
reinstatement or by passing the certification examinations. 
One life membership, that of Walter C. Baker of Cleve- 
Jand, had been received and he was welcomed to member- 
ship in the Institute. Then followed the list of the names 
who had been received into active membership during the 
year with the addition of 11 names which had been added 
since the report was made up. Mr. Donnelly reported 
that the only death which had occurred during the year 
was that of the late T. Edgar Willson, former editor of 
THE JEWELERS’ CiRCULAR-KeEysToNE. Mr. Donnelly 
recommended that a suitable resolution be presented in 
the report of the Resolutions Committee. 

President Babcock then introduced C. H. Swick, Chief 
of the Section of Gravity and Astronomy, U. S. Coast 
and Geodetic Survey, who gave an interesting address on 
the subject of “Accurate Time as Applied to Gravity 
Measurements.” ‘This address was followed by that of 
Walter J. Kleinlein, author of books on watchmaking. 
The subject which he discussed was ‘““The Development 
of Adjusting.” This address was also very interesting 
and informative. 

The addresses of the afternoon having been finished, 
the meeting turned to the consideration of unfinished 
business, new business and discussions on subjects of in- 
terest to the members. Under the subject of new business, 
Mr. Foegler suggested that instead of issuing two certifi- 
cates, a Junior certificate and a Certified Watchmaker’s 
certificate, that one certificate should be sufficient. This 
matter was referred to the proper committee. 

Amendments to the constitution were next given con- 
sideration. Dues of active members have been reduced 
from $5 to $3, and if an applicant for membership be- 
longs to a local society, the cost is only $2. The member- 
ship of the Advisory Council was raised from 24 to 27, 
nine to be elected for a period of three years. The Ex- 
ecutive Committee was increased to 12. In addition six 
vice-presidents from various areas were provided for in 
the changes to the constitution and changes in the wording 
of the Junior watchmaker’s certificate were suggested and 
approved. The changes in the constitution made it pos- 
sible to carry the cooperative plan of the H.I.A. into 
effect. 

Edward H. Hufnagel, first vice-president and chair- 
man of the Resolutions Committee, then submitted reso- 
lutions on the death of the late T. Edgar Willson, and 
resolutions offering votes of thanks to the Research Coun- 


-cil, the Bureau of Standards, the trade press, the guest 


speakers and others who had helped in making the con- 
vention a success. 

Members of the Advisory Council were then nomi- 
nated and elected as follows: Paul Moore, Washington, 
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D. C.; William Ramsey, Washington, D. C.; William 
H. Samelius, Elgin, Ill.; Ludwig A. Staib, Baltimore, 
Md.; George Cochran, Nashville, Tenn.; Roland C. 
Wilson, San Diego, Cal.; A. Merchant Clark, New 
York; Louis Levin, Los Angeles, Cal., and George T. 
Wild, Peoria, IIll., for the full term of three years; Fred 
G. Gruen, Cincinnati, for a term of two years, and Frank 
A. Tinkler, Cleveland, Ohio, for a term of one year. 


MEETING oF Apvisory COUNCIL 


After the adjournment of the meeting, the Advisory 
Council went into session and the following officers were 
elected: Harrison F. Babcock (re-elected), president; 
Edward H. Hufnagel (re-elected), first vice-president 
and chairman of the Finance Committee. The regional 
vice-presidents chosen were as follows: Jacques LeRoy 
for the first area; William C. Donnelly, second area; 
George Cochran, third area. Vice-presidents for the 
fourth and fifth areas were left unnamed and will be 
filled in later. Roland C. Wilson was chosen as vice- 
president for the Pacific Coast area. John J. Bowman 
was re-elected treasurer, Paul Moore, Washington, 
D. C., executive secretary, and Charles Bowman, assis- 
tant treasurer. Ralph E. Gould was reappointed corre- 
sponding secretary. Additional members of the Executive 
Committee chosen were: Fred G. Gruen, Cincinnati, 
Ohio; Frank D. Urie, Elgin, Ill., and Frank C. Beck- 
with, of the Hamilton Watch Co., Lancaster, Pa. Wil- 
liam Ramsey, Washington, D. C., refused re-election as 
a member of the Executive Committee after a long service 
in the interest of the Institute, and it was voted to present 
him with an engrossed testimonial voicing appreciation for 
his services. After a number of other matters were con- 
sidered the meeting of the Advisory Council adjourned. 

In the evening dinner was enjoyed at Sholl’s Cafe at 
1032 Connecticut Ave. There was no speechmaking, 
but the evening was given over to a social gathering 
and one of the outstanding features was the singing of 
members of the Baltimore & Ohio Railroad Glee Club, 
who attended the dinner through the efforts of William 
Donnelly, regional vice-president and a member of the 
group of singers. Solos by Miss Donnelly and by Edward 
H. Hufnagel were also enjoyed. 


Metal Findings Manufacturers Reelect Edgar E. Baker 
President 


ProvipENCE, R. I.—Edgar E. Baker, president and 
treasurer of the W. R. Cobb Co., Inc., was reelected 
president of the Metal Findings Manufacturers’ Associa- 
tion at the annual meeting held recently at the Narra- 
gansett Hotel, where after a dinner the annual business 
was transacted and officers elected. Besides Mr. Baker 
as president, the following were chosen: Joseph P. 
Whitaker of the Whitaker-Fielding Co., vice-president; 
William A. H. Wells, president and treasurer of the 
Wells Findings Corp., secretary, and Frank E. Farnham, 
president, treasurer and general manager of the Jewelers’ 
Supply Co., treasurer, succeeding William Whytock, of 
the Roland & Whytock Co., Inc., who had served as 
treasurer for the past five years. Mr. Whitaker was 
made a member of the executive committee for a term 
of three years, succeeding Frederick A. Ballou, Jr., trea- 


surer of the B. A. Ballou & Co., Inc. 
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“J Have Confidence in 


HAGSTOZ" 


"As far back as when my father founded 
our jewelry business in the 90's Hagstoz 
was paying us full value for our .old 
precious metals. | continue to send all 
our scrap to Hagstoz because | know an 
honest return will be made as soon as 
an accurate determination can be made. 
Our confidence in Hagstoz has 
meant cash in our till." 


Hagstoz BUYS 
GOLD—SILVER—PLATINUM 


or any material in which these metals 
are contained. 
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(Arthur T. Hagstoz) & SON 
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709 SANSOM ST. 
PHILADELPHIA 


37 Years of Refining Service 














LOUIS COLMES 


THE JEWELERS’ 


AUCTIONEER 


1235 6TH AVE. 
NEW YORK CITY 
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SPEAK FOR THEMSELVES 


We not alone raise you immediate 
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All Correspondence Treated 
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New York Jeweler Held Up in Toledo and 
Robbed of $30,000 in Gems 


ToLepo, OH10o—Clare Glander, manufacturing jeweler 
of 56 W. 45th St., New York, was robbed of $30,000 in 
jewels by three men in a holdup at the entrance to the 
Pennsylvania Railroad Station here May 22. Mr. 
Glander was held up after alighting from a street car. 

Two of the bandits pressed pistols into his sides and 
demanded his jewel case. Mr. Glander raised his arms in 
defense. Both men then knocked him down. One seized 
the jewel case and together they raced to an automobile 
in which a third man was waiting, and hastened away. 


Formation of Local Jewelers’ Clubs Favored at 
Newark Convention 


Newark, N. J.—The New Jersey Retail Jewelers’ 
Association renamed its president, Bertrond A. Weber, 
Ridgewood, N. J., together with most of its other present 
officers, at its annual convention, at the Hotel Douglas, 
here, Sunday and Monday, May 24 and 25. 

Although attendance at the business sessions, Monday, 
was slighter than at previous conventions, the program 
was of a fine character and included addresses by William 
D. McNeil of New York, president, and Wilson A. 
Streeter of Philadelphia, vice-president of the A.N.R.J.A., 
and by H. L. Carpenter of Providence, president of the 
National Wholesale Jewelers’ Association. 

Resolutions introduced by a committee headed by Wil- 
liam P. Walsh urged the formation of local and district 
clubs in order to attain more effective local regulation in 
matters of auction sales, advertising and other trade prob- 
lems; commended Chairman McNeil and members of the 
Jewelry Publicity Committee for noteworthy progress in 
making America jewelry-conscious; congratulated the 
A.N.R.J.A. for its fight against wholesale-retailing ; con- 
demned the operation by the government of jewelry 
counters in Army and Navy post canteens, in competition 
with retailing jewelers; and urged the national associa- 
tion to redouble its efforts to have “the unjust and in- 
equitable jewelry tax removed or reduced.” 

In addition to President Weber, other officers chosen 
are: Louis Haimann, Norristown; Ambrose New, New 
Brunswick; George Fort, Trenton; Mrs. Luella H. 
Koons, Atlantic City; Kenneth Henke, Montclair, vice- 
presidents; John F. Walsh, Nutley, secretary; Paul J. 
de la Reussille, Red Bank, treasurer; and William Baird, 
Jersey City, and H. V. Paul, Newark, with the afore- 
mentioned officers as trustees. 

The annual banquet and entertainment, Sunday night, 
was attended by about 110 members and invited guests. 


Merchandise Market 


Firm is Named Sole Distributor 


Joseph B. Bechtel & Co., Inc., 729 Sansom St., Philadelphia, has 
een appointed sole distributor for Mantsion’s vacuum watch and clock 
oil containers. 


A New Chronograph Introduced 


The Pierce Watch Co., 22 W. 48th St., New York, recently intro- 
duced a new product, the Pierce Chronograph, which, besides being a 
timepiece, serves also as a stop-watch, a telemeter and a tachometer and 
is thus adapted to a number of sporting and popular fields. It has a 
eeowes movement, a sweat-proof strap, a steel back and a chromium 

se. 


Selling Silver to Bonus Recipients 
In a circular letter to jewelers the International Silver Co., Meriden, 
Conn., notes that at least $50,000,000 of the sum ex-service men will 
receive this month in bonus checks from the Federal Government will 
be spent for house furnishings, and adds that the amount of this bonus 
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money which can be diverted toward purchases of silverware will depend 
entirely upon the promotion of silverware in some special manner to 
attract these prospective buyers. The International Silver Co. has 
prepared three special services in relation to the bonus checks, a 48-piece 
service for six, a 98-piece service for eight and a 148-piece service for 
12, and these services are available in both the 1847 Rogers Bros. and 
the Holmes & Edwards divisions. The company has also prepared a 
colorful display card which will be supplied with every order for these 
services or on requests received direct from the salesmen, and will 
soon have newspaper mats ready to distribute. 


“Friendship Rings” Are Introduced 


“Friendship rings,” recently introduced by Otsby & Barton Co., Inc., 
Providence, R. I., are being shown to the wholesale trade. These rings 
are made either with the birthstones of two friends or as signets, the 
latter having two planes where the initials of each friend may be engraved, 
one on each plane of the same ring. 





Wider Wedding Rings in Vogue 


A new vogue in wedding rings is attributed by the Traub Mfg. Co., 
Detroit, Mich., to a popular desire for a restoration of sentiment and 
romance, with the result that wider, heavier bands, in the tradition of 
a generation ago but richly engraved, are being well received. Jewelers’ 
displays of wedding rings taken from purchases of old gold, some of 
them beautifully ornamented with enamel, created a desire in the minds 
of discriminating customers for “something different” from the general 
type of wedding rings offered in recent years. 





Hamilton Watch Times “Machine Gun” 


A machine gun camera, fitted with a second-recording watch made by 
the Hamilton Watch Co., Lancaster, Pa., is the unique device now being 
used in Navy airplanes to test a pilot’s speed and the accuracy of his 
gunfire. This equipment invests sham battles with all the reality of 
actual fighting aloft, for it provides a highly accurate comparison be- 
tween two combatants, and except for the substitution of films for bullets 
practice battles are “‘war to the death.” The gun camera, shaped and 
operated like a machine-gun, is of the motion picture type. A device 
marks each section of film with thin, concentric lines, so that pictures 
taken of an “enemy” plane show the exact point at which it would be hit 
with bullets. After a burst of “shots” has been made and when the 
gunner thinks he has made a perfect hit, he releases a trigger and the 
camera automatically changes focus to take a picture of the watch. 
The films are later examined to determine the progress of the battle. 





Utilitarian Display Cases 


Morse, Andrews Co., Inc., Providence, R. I., now packages its men’s 
jewelry in originally styled displays of .secondary utility value. Among 
these are a stream-lined natural wood case that becomes an attractive 
cigarette box after the merchandise has been removed, another innova- 
tion is transformed into an ash tray guarded by a Scottie dog, and a 
third turns into a combination cigarette box and ash tray. 





Replicas of Cullinan Diamond Offered 


Some time ago S. Nathan & Co., Inc., 71-73 Nassau St., New York, 
made available to the trade sets of reproductions of the most famous 
diamonds. These sets have met with ready acceptance and m vi 
with interest by hundreds of thousends of people. The firm recently 
has supplemented the first set with a second series reproducing the 
Cullinan diamond, showing the stone in the rough as well as the nine 
stones which were cut from the orginal rough. 





Setting the Wedding Buffet Breakfast Table 


Suggestions for setting a wedding buffet breakfast table, a sales aid 
for selling tableware and other table accessories, are contained in the 
May issue of Chase News, distributed by the Chase Brass & Copper 
Co., Chase Tower, New York. A picture shows the use of a smart 
white embroidered cellophane cloth, over a white satin lining, with 
platinum and white china plates, crystal champagne glasses, a wedding 
cake, and artificial white gardenias and lilies-of-the-valley, in combina- 
tion with several Chase chromium items. 





Problem: Find the Split Pea 


In the midst of research on the life and times of Sir Christopher 
Wren and Grinling Gibbons, his associate and master carver, R. Wallace 
& Sons Mfg. Co., Wallingford, Conn., discovered that Grinling Gibbons 
was fond of introducing among his carvings of fruits, flowers, birds, 
vegetables, etc., a Split pea, as a kind of signature proving the work to 
be his. The decoration on the spoons in the silversmiths’ Sir Christopher 
pattern has the floral motif, on the forks is the fruit motif, and on the 
knives are both flowers and fruit. The company picked one piece 
of flatware and among the ornamentation on that piece placed a split 
pea, which cannot be seen easily with the naked eye but is clearly 
discernible under a magnifying glass or jeweler’s loupe. 





An Attractive Sales Help 


A stand-up folder for display on the top of “Giles counters has been 
prepared by the Bulova Watch Co., Inc., 580 Fifth Ave., New York, 
and distributed to Bulova dealers: Bound in simulated gilded leather, 
the folder lists 76 radio stations which regularly broadcast “Bulova 
time,” reproduces two full-page magazine advertisements in color for 
Bulova time pieces, and pictures the Bulova factories at Woodside, L. I.. 
Bienne, Switzerland, and Providence, R. I., assembly plants at Waltham. 
Mass. and Jersey City, N. J., and its executive offices at New York 
and Toronto, Can. A “Goddess of Time” series of ladies’ 17-jewel 
yellow gold wrist watches released by the Comp2ny early in June 
consists of two square and two round models, available either plain or 
engraved, the former provided with silk cords and the latter with metal 
bracelets. This series is entitled after the Bulova trade mark. 

















IMPURITIES. . 


Don’t let impurities in metals delay your pro- 


duction. 


So called “pure metal” often results in scrap- 
ping a complete job. Don’t let this happen to 
you. 

Be sure to start out with pure metals—Purchase 
your gold and platinum from a dealer in whom 


you have confidence. 


All our metals are guaranteed and stamped with 





the purity of the metal. 


Kastenhuber & Lehrfeld 


24 JOHN ST. NEW YORK 


A Reliable Dealer is your only _steavaunnt 











LEIMAN BROS. PATENTED 


noiviouat Polishing Dust Collector 


A DUST COLLECTOR FOR EACH INDIVIDUAL DON’T 


OPERATOR— 
SMALL, COMPACT, POWERFUL, EFFICIENT BREATHE 


Used with your own electric polishing and grinding POLISHING 
motor at the new DUST! 
ALL TIME or with a powerful - 
di d pol- 
cow — BQH OO sinina me 


PRICE $120 


GET ONE TODAY 
TOMORROW °ST,!N your wes TQ LATE 
ALSO EQUIPMENT FOR FACTORIES, 


SHOPS AND WORKROOMS Floor Space 18 x 29 ins. 
MACHINERY, TOOLS and WORK BENCHES PRICE $95 


LEIMAN BROS., Inc. "3,cueses 


LEIMAN BROS. N. Y. CORP., 23 (E6) WALKER ST., NEW YORK CITY 


MAKERS OF GOOD MACHINERY FOR OVER 45 YEARS eoianthiinaa 
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WORKSOP WOES ¢€ QUIEIRIIES 


LCOHOL—(a) I am having trouble with alcohol 
used in lamp for watch and jewelry work. The 
denatured alcohol I buy here causes a black soot to form 
on whatever is held over the flame. Can you tell me a 
remedy? (Question No. 5002.) W. J. H. 
What should I do to clean hairsprings that have oil on 
them that does not come off by regular cleaning method? 


Answer—(a) There are a number of different for- 
mulas used for denaturing alcohol. No doubt the one you 
happen to be using is one that contains denaturants that 
cause the smoking referred to, assuming, of course, that 
your lamp and its wick are clean. We suggest that you 
specify, when you buy alcohol, the one known as “U. S. 
Formula No. 1 Denatured Alcohol.” Insert a new clean 
wick before putting this alcohol in the lamp. This should 
do away with the trouble. Any denatured alcohol’s fumes 
have a tendency to cause rust on steel; but the one named 
will not cause smoke nor blackening from that cause. In 
tempering steel, when denatured alcohol of any kind is 
used for this, it is best to lay the steel part on a metal 
plate, and hold the plate over the lamp flame; this will 
prevent contact of steel with fumes, and prevent rusting. 

(b) Immerse such hairsprings separately in ether; see 
that there is no open flame nearby, as fumes of ether are 
very inflammable. If the gummy film proves to be stub- 
born, lay the spring on a clean piece of paper; dip a 
wedge-shaped piece of pith in ether; press this on and into 
the coils of the spring; rotate the pith carefully so as not 
to malform the spring coils. If necessary, repeat immer- 
sion and rubbing until coils are clean. 


AINSPRING—I have cleaned and put a new main- 
spring in an eight-day lever timepiece. I find that 

it keeps time for the first five days or so, but then begins 
to lose. Car you give me an idea of what is wrong, and 


how to correct this? (Question No. 5003.) F. J. H. 


Answer—Your problem is one concerning isochronal 
adjustment. This has to do with many things, and in 
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such cases the reason for the error of timekeeping -may be 
either one fault, or a combination of faults in the con- 
dition of the mechanism. The basic reason for the differ- 
ence in rate as this mainspring runs down is that the 
balance “loses in the short arcs.” If the mainspring is too 
weak (too thin) or the escapement out of adjustment so 
that motive power is wasted there, the reduction in extent 
of balance-motion may be so excessive, as the mainspring 
runs down, that even a properly isochronal balance- 
hairspring group cannot correct the effect on the rate. A 
defect in balance-pivots or bearings that would cause 
excessive friction in pendant-up position could also ac- 
count for your discrepancy in rates. Another fault that 
could cause the error described would be if the balance 
were out-of-poise so that the heavy point of it is at the 
top when the balance is at rest, in the pendant-up position. 
This could cause the watch to gain when the arc of bal- 
ance motion is more than one complete turn, and then lose 
when the motion falls to less than one turn. With the 
above as a guide, a careful examination of this timepiece 
may show the cause or causes of your trouble, and what 
you must do to correct it. It must be borne in mind that 
the greatest factor in “adjustment” is just to have all 
details of the mechanism in first-class mechanical condi- 
tion, as to fitting, finish and action. If one lacks the skill 
or knowledge to make, or alter, the acting parts, when 
necessary, to place the entire mechanism in good general 
order, it is useless to try to get good timekeeping by doing 
some sort of “magic” under the name of “adjusting.” 
Sound, fine workmanship on all acting parts is essential 
before anything else. 


LOCK—Some time ago I came into possession of a 
clock made to set on brackets ; no case ; wooden wheels 
and pinions; instead of pendulum a bar at top of move- 
ment, with two adjustable weights for regulating; only 


one hand; portrait of Columbus on upper part of wooden 
(Please turn to page 97) 
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APPLIED OPTICS 


Two volumes by L. C. Martin, Assistant Professor 
in Technical Optics, Imperial College of Science 
and Technology, London, Eng. 
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James L. Hand 


America’s Leading Jewelry 
Auctioneer 


87 Nassau Street 
New York, N. Y. 


Phone, COrtlandt 7-8693 
Cable Address, Hand-Sale, New Yerk 


STRICTLY ETHICAL AUCTIONS 
Conducted for Jewelers 


Executors, Trustees, Receivers, Banks, Trust ee nnpontes, 

United States and Canadian Courts. NO STOCK TOO 

et es OR TOO SMALL. Write for “HAND” book on 
auctions. 
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NEW BEDFORD 
MASSACHUSETTS 


WaF- NE INc. 


ESTABLISHED 1844 
















, Where to STOP 
When you GO 
to New York 


Smart Park Avenue is only a block away 
from your hotel when you stop at the Lex- 
ington. And the Lexington is convenient 
to other famous New York sights...Radio 
City, Times Square, the famous Fifth Ave- 
nue shops. You'll enjoy your visit to the 
Lexington...801 modern rooms from $3 a day. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE - NEW YORE 
Charles E. Rochester, Manager 

Directed by National Hotel Management Co., Inc. 

Ralph Hitz, President * Hotels Book-Cadillac, Detroit, 

Netherland Plaza, Cincinnati, Adolphus, Dallas, 

Van Cleve, Dayton, and Nicollet, Minneapolis 
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Workshop Notes 


(From page 95) 


dial; below is “Anno 1492.” Can you give me the history 
of this clock, and its age? (Question No. 5004.) D. S. 


Answer—This clock is one of many thousands that 
were made in this country, for sale as souvenirs at the 
World’s Fair in Chicago in 1893. The World’s Fair was 
to commemorate the 400th anniversary of the discovery 
of America by Columbus—hence the portrait and date on 
the clock dial. 

These clocks have furnished frequent grief to antique 
collectors not familiar with clockmaking history. They 
have been written up in newspapers and magazines as rare 
ancient treasures, and in some of these articles “values” 
of the clocks have been stated that, if they represent prices 
paid, indicate tremendous good luck, and very bad luck, at 
the two ends of transactions. A glance at such a clock 
by anyone familiar with tools would tell instantly that 
the clock cannot be old, because the portrait and date are 
die-stamped on the wood of the dial, which requires heavy 
machinery that was unknown a century ago—let alone 
four centuries ago. Again, dates of origin are practically 
never found on dials of old clocks. 


— STOPPERS—Since “repeal” we have had in 
our jewelry repair shop the problem of removing 
glass stoppers that are stuck in wine decanters; what is 
the best way to remove these? (Question No. 5005.) 
A. W. & C. SHop. 

Answer—All of the methods for removing tight glass 
stoppers fall into one of two classes: (1) expanding the 
bottle-neck by heat; (2) dissolving out the adhesive that 
holds the stopper. 

Heat may be applied to the bottle-neck by wrapping it 
with thin asbestos cloth around which is coiled German- 
silver wire, and passing current from the electric light 
service through the coil; or by passing several turns of 
heavy cotton cord or tape around the neck and drawing 
the ends rapidly back and forth to create friction; or by 
running hot water carefully over the neck, etc. The 
thing is to have an assistant keep a combined twisting 
and pulling force on the stopper as the heat increases; 
when the bottle neck is sufficiently expanded, the stopper 
will come out. What must be avoided is to allow heat to 
reach the stopper and expand it also, which would defeat 
the loosening effect. 

It is easier, and perhaps worth trying first, to dissolve 
the substance that holds the stopper in place, to remove 
it. Make a mixture of 2 parts alcohol, 1 part glycerine, 
and | part table salt; pour some of this on the bottle top 
and let it stand several hours; replace if necessary; occa- 
sionally try pulling and twisting the stopper; frequently 
this will succeed. If not, then fall back on the heating 
method. 


NTI-OXIDIZER — (a) Please give me a recipe 

for a good anti-oxidizer to use on articles being 
soldered, to preserve the color of the surface. 

(b) How can pit-holes and air-bubbles be prevented, 


in making jewelry castings? (Question No. 5006.) 
W. CLR. 


Answer—(a) Make a saturated solution of boracic 
acid in alcohol (U. S. Formula No. 1 denatured alcohol 
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will serve, and is much cheaper than pure undenatured 
alcohol), by adding the crystals or powder of boracic acid 
to alcohol until a little of the acid remains on the bottom 
undissolved, indicating that the alcohol cannot absorb any 
more acid. Paint this solution all over the work that will 
be reached by heat ; evaporation of the alcohol will leave 
a deposit of acid on the metal, which will keep air from 
reaching the surface during soldering. After soldering, 
dip the work in a solution of one part sulphuric acid to 
about eight parts water; this acts best if heated. In mix- 
ing acid and water, add acid slowly to water; not water 
to acid; to prevent injury from boiling and splashing-out 
of acid. 

(b) Air-bubbles are formed in castings if, in making 
the mould, there are insufficient vents to permit escape of 
the air in the mould during pouring of the metal; or if 
there is not sufficient surplus of molten metal, over what 
is needed in the casting, to drive metal into every part of 
the mould; or if the sand in the mould is improperly 
dampened. Dampening the sand is necessary to make it 
keep the form of the pattern; and the best dampening 
material to use is olive oil. If water is used, the steam 
caused by the hot metal will form pits or bubbles in the 
casting. No more oil should be used than will just pre- 
vent the sand from falling apart. 


Notes on the Hairspring 


HE lifting and shaping of the overcoil in tempered 

steel hairsprings is always a disturbance to the elasticity 
of the spring, in spite of the fact that every precaution may 
have been taken to avoid manipulations which would 
modify the actual structure of the metal. 

Much of the acceleration and uncertainty of rate ob- 
served in newly sprung watches and chronometers, may be 
attributed to the tendency of the spring to recover, in time, 
some of its lost elasticity. Permanency of adjustment and 
regulation may be quickly attained if the curves are set by 
the following heat treatment: The spring should be im- 
mersed in lard oil, a curved strip of metal serving to keep 
it from the bottom of the pan and the oil heated until flame 
just flashes across. The spring should remain in the oil 
until cooled. Springs tested after this treatment will fre- 
quently show an increase of 20 to 30 seconds in daily rate 
from the restored elasticity, alone. 


Certificates Granted by H.1.A. 


WasHINGTON, D. C.—At a meeting of the examining 
board held in Lancaster, Pa., on May 4, 1936 the fol- 
lowing watchmakers were granted certificates: 


CERTIFIED WATCHMAKERS 


NAME EMPLOYED BY ADDRESS 
Dale ‘FT. AM. <cccsces Albert Stamm ......... Dillon, Mont. 
Alfred von Boldeschweiler Moon Jewelry Co........ Tallahassee, Fla. 
Joseph L. Gruener...... Geo. D. Davidson Co....Ridgefield, N. rE 
Carmen eae Lawrence A. Colucci...Niagara Falls, N. Y. 
Howard R. Isenthal..... BR, Be BG catcciccae Indianapolis, Ind. 
Junior WATCHMAKERS 
ae eee Student at Bradley Peoria, Iil. 
| EE Pe 
Paul Bradshaw ........ Student at Elgin College. Elgin, Ill. 
Robert S. Nelson .......§ ME” 0 ils Serdhacq ahaa ceewin a's Yakima, Wash. 
‘ae eee Student at Bradley Peoria, 
BOOS: ve a ccennesasa 
John H. Schmitt........ Hamilton Watch Co..... Lancaster, Pa. 


Harry E. Wysong...... «Hamilton Watch Co..... Lancaster, Pa. 


The retail jewelry store of McChesney & Lester, 
Bristol, Va., recently celebrated its 20th anniversary. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
— 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, Sc. for each additional word; 
minimum charge, 75c. 





be phn fA yy Mog! oe. watchmaker 
nce; also do lig ewe repairing. 
W. T. Stevens, Thomson, Ga. “ oe 


A FINE skillful American watchmaker, 
36 years of age, is seeking position with 
high class concern. Address “H., 4521,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER WANTS POSITION; 
Bradley graduate, two years’ experi- 
ence ; single; go anywhere. Address “‘Z., 
4505,” care Jewelers’ Circular-Keystone. 


STENOGRAPHERS, BOOKKEEPERS, 
iyeleta, F noma a no charge. 
on ency, assau ‘ 
7392, New York. alinaans 


HERE’S YOUR MAN if you require a 
thoroughly qualified credit store man- 
ager, one of productive and executive 
ability. Address “‘R., 4566,” care Jewel- 
ers’ Circular-Keystone. 


COMPETENT WATCHMAKER, can as- 
sist anywhere in store; 15 years’ experi- 
ence; age 37, American, good appearance 
and approach. C. Swain, 125 N. Clemens, 
Lansing, Mich. 


WATCHMAKER, YOUNG MAN, experi- 
enced, desires position; watch school 
trained; prefer New York or vicinity, or 
East; references. Address ‘“‘R., 4391,’’ 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, Swiss, railroad watches, 
trade shop experience, sales ability, 
estimate, light jewelry, clock repairing; 
married, age 36; salary $25. Earl Kirmse, 
2227 Washington, Dubuque, Iowa. 


WATCHMAKER, capable and _ experi- 
enced on high grade work; at present 
head watchmaker, railroad inspection. 
Address “P., 4625,” care Jewelers’ Circu- 
lar-Keystone. 


CREDIT STORE MANAGER, clean cut, 
young man of proven ability and pleas- 
ing personality, seeks responsible posi- 
tion in expanding chain. Address ‘‘N., 
4579,’’ care Jewelers’ Circular-Keystone. 





























CERTIFIED WATCHMAKER, expert 
workman, fine salesman, good appear- 
ance; percentage basis or salary; New 
York or vicinity. Edward Hite, 3614 
30th Ave., Astoria, L.I., N. Y. 


WATCHMAKER, high grade mechanic on 
all makes and sizes; have full equip- 
ment; age 26; salary reasonable; ten 
years of wide experience. Address ‘W., 
4503,” care Jewelers’ Circular-Keystone. 


WATCHMAKER with 20 years’ bench ex- 
perience, competent and _ expedient; 
good reference; last position four years 
with large concern. Address ‘J., 4522,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER desires position; com- 
bination man, can do engraving and 
jewelry repairing; Elgin Watchmaker’s 
College graduate; not afraid of work. 
Jack Pflugrath, 221 Villa, Elgin, Ill. 














COMPETENT watchmaker-ergraver; ex- 
perience with first-class trade; age 26; 
good references as to ability and char- 
acter; desires position with good estab- 
lishment anywhere. Address “J., 4175,” 
care Jewelers’ Circular-Keystone. 








NATURAL BORN SALESMAN seeks 
connection with progressive retail con- 
cern; young man of valuable qualities 
and commanding personality; now em- 
ployed. Address ‘‘P., 4565,”’ care Jewel- 
ers’ Circular-Keystone. 


EXPERT WATCHMAKER, none better 
with Swiss baguette watches; good en- 
graver; has made prices and supervised; 
indorsements guarantee integrity and 
experience. Address ‘‘N., 4562,’’ care 
Jewelers’ Circular-Keystone. 


WATCHMAKER, expert, worked at the 
bench 25 years; high grade watches, in- 
spector, close timing; present place 10 
years; South or East preferred; refer- 
ence. Address ‘“‘Y., 4572,’’ care Jewelers’ 
Circular-Keystone. 


WATCHMAKER experienced nine years 
in the jewelry field, wishes to connect 
with reliable manufacturer to assist in 
outside sales work; photo and references 
upon request. Address “‘V., 4570,’’ care 
Jewelers’ Circular-Keystone. 


WATCH SALESMAN of proven ability, 
following among leading accounts, 
Southern and Middle West territory; 
interested in representing reliable live 
firm. Address ‘‘K., 4600,” care Jewelers’ 
Circular-Keystone. 


INSTALLMENT JEWELER, an efficient 
man, 15 years’ experience as manager, 
expert, display man, watch repairer and 
salesman; constructive ideas to create 
and collect accounts. Address “F., 
4596,’ care Jewelers’ Circular-Keystone. 


JEWELER, ambitious young man with 
good bench experience, wishes to con- 
nect with reliable firm; capable of as- 
sisting foreman; best references. Ad- 
dress ‘“‘D., 4594,’’ care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER, particular ability on 
small watches; plain engraver; nearly 
ten years’ railroad inspection with one 
store; have family; West only; very re- 
liable. Address “‘V., 4611,’’ care Jewelers’ 
Circular-Keystone. 


SALESMAN, having long experience with 
department store buyers, retail jewelers, 
Middle West territory, would like to con- 
nect with a manufacturer. Address “Re- 
liable, 4491,” care Jewelers’ Circular- 
Keystone. 


EXPERIENCED jewelry and optical sales- 
lady, pleasant personality, willing to 
assist in office work, wants steady posi- 
tion; good reference; prefer Illinois, 
Indiana or Wisconsin States. Address 
s 4535,’’ care Jewelers’ Circular-Key- 
stone. 
































COMPETENT watch repair man, good 
registered optometrist with Ohio license, 
now working but will be open about 
June 15th; any kind, large or small 
watches: many years’ experience. Ad- 
dress “‘W., 4571,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, Bradley graduate, thr 
years’ experience, wishes position ag 
watchmaker; capable of doing light 
jewelry and stone setting ; go anywhere 
om L Williams, 2025 E. 77, Cleveland, 

oO. 


YOUNG LADY, pleasing personality, over 
ten years’ factory office experience: 
knowledge findings, weighing metal, re. 
pairs, complete charge records; exce]- 
lent reference. Address “B., 4471,” care 
Jewelers’ Circular-Keystone. 


BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience jewelry lin 
capable taking full charge, manufactur. 
ing jewelers; excellent references, Aq. 
Ae 850 E. 161st St., Apt. 5D, New 

ork, 


FIRST CLASS WATCHMAKER, 12 years’ 
experience in modern jewelry stores, 
formerly connected with Bradley Horo- 
logical; neat, capable; good references, 
Write ‘“‘T., 4536,’’ care Jewelers’ Circu- 
lar-Keystone. 

















WATCHMAKER, jeweler, salesman, none 
better, 12 years’ experience, good per- 
sonality, neat appearance, honest, 
capable, reliable; married; best refer- 
ences; salary $35. Address ‘‘P., 4580,” 
care Jewelers’ Circular-Keystone. 


A CAPABLE WATCHMAKER wishes to 
find employment with good firm; quality 
reference; thoroughly experienced over 
a period of 20 years on all makes of 
watches. Address ‘‘K., 4523,’’ care Jewel- 
ers’ Circular-Keystone. 








YOUNG MAN, 36 years of age, will com- 
plete schooling in watchwork, jewelry, 
stone setting and engraving July Ist; 
will work anywhere at_ reasonable 
salary. Address ‘‘Watchmaker,”’ 406 W. 
Corrington, Peoria, Illinois. 


CERTIFIED WATCHMAKER, H.LA.,, 
age 33, 15 years’ experience, married; 
Oregon, California, Washington pre- 
ferred; consider anywhere in West; 
available July 6th. Address “R., 4533,” 
care Jewelers’ Circular-Keystone. 








WATCHMAKER, 15 years’ experience at 
bench, married, sober, expert on railroad 
and baguettes; sales ability; neat ap- 
pearance, age 31; best references. Middle 
West. Address “B., 4508,” care Jewelers’ 
Circular-Keystone. 


FIRST CLASS WATCHMAKER, 12 you 
factory, retail and trade shop experi- 
ence; good salesman, competent; watch- 
making preferred, capable of managing 
store; married, age 30; references. Ad- 
dress ‘‘P., 4531,” care Jewelers’ Cir- 
cular-Keystone. 


GOING VACATIONING? Leave your busi- 
ness in capable, experienced hands 
under management that will insure you 
a vacation without business worries; 35 
years’ experience, best references; dat- 
ings now. Address “Circular, 1138,” 
Room 1205, Heyworth Bldg., Chicago. 


BOOKKEEPER, OFFICE MANAGER, 
young woman, expert office details, 
check credits, 15 years’ experience 
jewelry manufacturing, imports; excep- 
tional executive; highest credentials. 
Address ‘“‘T., 4568,” care Jewelers’ Cir- 
cular-Keystone. 


SALESMAN, experienced, desires New 
York office connection, traveling Bos- 
ton, Philadelphia, Baltimore, Washing- 
ton and New York State territory; must 
be Al merchandise; have excellent con- 
nections. Address “V., 4567,” care Jewel- 
ers’ Circular-Keystone. 


ARE YOU IN NEED of _ bookkeeper, 
stenographer with executive ability? 
Services available; young lady above 
average, experienced importing, manu- 
facturing jewelry business. Address 
““M., 4578,’ care Jewelers’ Circular-Key- 
stone. 


BOOKKEEPER, SECRETARY, com- 
petent, trustworthy, personable young 
lady, jewelry line experience, full charge 
bookkeeper; able correspondent, sten- 
ographer, executive ability; excellent 
references. Address ‘“‘W., 4590,” care 
Jewelers’ Circular-Keystone. 























WATCHMAKER,~ experienced, young 
man, 23, no physical defects, excellent 
education; graduate of Philadelphia 
College of Horology; selling experience 
in all departments of store; go any- 
where. Lewis Hamilton, Jr., 229 So. 57th 
St., Philadelphia, Pa. 








BOOKKEEPER, STENOGRAPHER, ex- 
ecutive ability, young lady, many years 
experience jewelry business, foreign 
exchange, discounting notes, pearl 
figuring, etc.; excellent references. Ad- 
dress “K., 4577," care Jewelers’ Cir- 
cular-Keystone. 





98 





THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1936 































Allen, Benj., & Co., Inc.......... 
American Gem Society 
American Weekly, The......... 
Arch Crown Tag & Stamping Co. 
Art Metal Studios, Inc.......... 
Ashforth, Albert B., Inc......... 


eee eewne 


NTR Oe. sign s2d & « v.6,4.010 Saree é.cie 
EN ona oie. svn ah gi eoel & vies bre a oes 
B. B. Crystal Co., Inc., 


Inside Back Cover 


Bechtel, Joseph B., & Co., Inc.... 
Becker-Heckman Co. ........... 
mgom, N., & Son, Ltd........... 
i Ms cosekeed ne seeee ee 
TE +c penecnereecees 
Bowman Technical School....... 
Box Number Factory 4510...... 
Bradley Polytechnic Institute.... 
BENE WEECR COs. ccc sccccccens 
Bristol Seamless Ring Co........ 
SE MN Weiscvsevesseese 
MMMGE=IRICUOE, ENC... .cccccccces 
Buffalo Machine Mfg. Co........ 
Tumenee Waten Co... . 2... .cecsece 
OE i's oc.pieio\n coarse am eies 


Camden Artcraft Co............ 
Central Watch Co.............. 
Chase Brass & Copper Co........ 
Cheever-Tweedy & Co. .......... 
Chicago Gift Show............. 
emanese Gemb Co... 2.22.00 0c0es 
Clinton Refining Co............. 
ON Ee re 
Concord Silversmiths Corp. ..... 
Cooper Bros., Inc. ........cce0- 
Cooper, Joseph B., & Son........ 
RENE UE ROUEN s 6/5 0 0'6<.6-5:8 eee eis 


Dee, Thomas J., & Co........... 
De Frece Watch Co., Inc........ 
Dimes, Richard, Co............. 
Doernberger & Muck........... 
Dreher Bros. & Wider.......... 
Drilling, James A., Co........... 
Ere rer er 


Eastern Manufacturers ‘and Im- 


porters Exhibit, Inc........... 
Eastern Smelting & Refining 
Dh. hi bhnh sie sdeee sing con's 


Eisenstadt Manufacturing Co.... 
Electrical Research Products, Inc. 
Elgin National Watch Co........ 
Empire Smelting & Refining Co.. 
i Ui dsc dedva0bvep tenes’ 


Felsenfeld, Jack J. ............. 
Fink, John, Jewelry Co., Inc..... 
Franklin, Benjamin, Hotel...... 
Freed Manufacturing Co., Inc... 
French, G. H., & Co.........6... 
Fuller, George H., & Son Co..... 
Fulmer & Gibbons.............. 


Geddes & Cramer.............. 
NE Gs 06 aR ae > oww ee 





INDEX TO ADVERTISEMENTS 





ee eee 50 
Gluck, Martin, & Sons ......... 80 
Gold Recovery & Refining Corp.. 73 
Goodman, Julius, & Son......... 87 
Geena GO. .. cdcuves¥apewbaene 52 
GONG BOs ia apices chedenves 80 
Gruen, The, Watch Co.......... 22 
Gurfein, Louis, & Son.......... 42 
Hagstos, T. B., & Som........... 92 
BO, PUN Tae csccccccvicnns 96 
Hardy & Hayes Co............. 73 
Haviland, Theo., & Co., Inc...... 86 
SL nae 80 
Heinrich & Winterling, Inc...... 86 
FRORWIGN:, Bie, UAGks icc bce woe ee 77 
Henry, Peter, & Son............ 82 
Heyman, Oscar, & Brothers..... 45 


International Silver Co., 
Inside Front Cover 


Jabel Ring Mfg. Co............. 14 
Jay-Ell Engineering Co. ....... 56 
Benm, L. & BM. & Gai. ccs csscds 42 
ey errr PF 84 
Kastenhuber & Lehrfeld........ 94 
Katz & Ogush, Inc.............. 3 
Kestenman Brothers Mfg. Co.... 21 
Kirk-Rich Dial Corporation..... 85 
Pe a ae 79 
ROUNON CANNES on sts a erarerne cane 75 
mreuee, A. Ba & Cer... ce ceeses 84 
WEE cn vukis bebseusacdeees 77 
Lambros & Merkt.............. 77 
Landaw Brothers.............. 81 
Lederer, Victor E., Inc. ......... 62 
Lees & Sanders, Ltd............ 96 
Leiman Bros., Inc. ............. 94 
LS eee saree 86 
BE SEED o cib cecedaunees 96 
Leys, Christie & Co. ............ 76 
pe NE PTT 76 
Longines-Wittnauer Co., Inc..... 50 
Louis Watch Co., Inc............ 48 
Manchester Silver Co........... 78 
Marvelock ........ 6, 46, 51, 57, 63 
Massachusetts School of Optom- 
CI Biss ko ce de00 0heeaeeenn 
,-. B&O ere 77 
MEO ES ido tosses chon tea 40 
Mirpo Products Mfg. Co......... 87 
Morays’ Watch Case Co......... 56 
Morris, Norman M............. 75 
Bees: Bn Si oon vavcawecases 78 
Morse, Andrews Co............. 16 
Wathen, S.. @ Geis 6 cccccnenaa 46, 75 
National Jewelers’ Mutual Fire 
Enaeieet Cees os sack aewedinca 85 
Newall Manufacturing Co....... 85 
New Haven Clock Co............ 12 
Wellin, Fi Te BH Giis o:05:< ectevecs 73 
Norma Pencil Corporation ...... 60 
Nu-Era Watch Case Co......... 76 
Nye, William F., Inc. .......... 96 


Oneida Ltd....... Outside Back Cover 
Optical Journal & Review of 
OneenGhet . ..va< + caucca ce g<eks ae 
Pairpoint Corporation .......... 61 
Philadelphia College of Horology 79 
Pierce Watch Co., Inc........... 47 
Pitcairn, Wm. S., Corp.......... 86 
Pittsburgh Plate Glass Co....... 69 
Ponting Cak..< 0s sist iws ds deve 13 
Reed & Barton Corp............ 78 
Retail Display Service.......... 54 
Richheimer, Jerome ............ 43 
ROSG SEONE  Baks.s< « congeseates 85 
Rosenthal China Corp........... 86 


Royal Dial & Refinishing Co..... 75 
Rubin, Joseph, Electro Plating 
Corp. 


eee eee eee ee eee eeeeene 


Genet Bi Oe OE 66 otk cic doves 49 
Schick, Harry C., Inc........... 76 
SON SIO. ccc cd awc sia awen 82 
Sehlesen@er - Bros. « ... 2 csccsses 51 
Schumer, E. & R., Inc. ......... 82 
Schumer, Wm. F., & Son, Inc..... 82 
a eer 77 
Seifried, G. W., Co.............. 83 
GN MAN 5s occ csccencverte 79 
Sirvdemiem. Gj Cais a sock Sivweus 83 
Simons Bros. Co.....cccccscces 74, 79 
Singer’s Pen Gift Shop......... 80 
Sochard, Henry, Inc............ 77 
Sally Drees BGs. . ok cic ccsuaes 75 
Special Notices. . .98, 99, 100, 101, 102 
Spyco Smelting & Refining Co... 92 
Star Watch Case Co............ 

Straub, Paul A., & Co., Inc....... 86 
Supreme Tag Co............+.- 77 
Surplus Outiot Ce... ccsesesese 87 
Swasts ] Deis. iv cccksvssi sews 84 
Tharaud, Justin, Inc............ 86 
Tishman, Maurice, Inc.......... 44 
Tri-Pact Plating Co............. 76 
Tektite Beet Gina ss cases cncads 78 
U. S. Watch Dial Corp.......... 75 
Vernon-Benshoff Co............. 80 
Wadsworth Watch Case Co...... 37 


Wallace, R., & Sons Mfg. Co..... 55 
Want Advertisements, 

98, 99, 100, 101, 102 
Warren Telechron Co........... 5 
Watch-Motor Mainspring Co., Inc. 85 
Wedgwood, Josiah, & Sons, Inc... 86 


Weinhaus, Samuel, Co.......... 80 
Weksler & Goodman............ 72 
Wells Manufacturing Co........ 78 
Westerman Manufacturing Co... 76 
Western Clock Co.............. 17 
Western Tray & Case Co........ 82 
Winatos, Ogee co ccccviwtivancen 38 
Wolfson -& Grats << si. 6. vi caciges 80 
Fivnbiitees, Fo icc ieeasd cnet 79 









for June, 1936 


THE JEWELERS’ CIRCULAR—KEYSTONE 








103 








Sansom Street Business Men Reelect 
Officers and Hold Annual Banquet 


PHILADELPHIA, Pa.—Over 200 attended 
the 24th annual banquet of the Sansom 
Street Business Men’s Association, Thurs- 
day evening, May 21, in the Walton 
Gardens, of the Hotel Walton. Promi- 
nent speakers, a lively orchestra and a 
good floor show materially added to the 
success of the occasion. Michael Bog- 
danoff, a diamond merchant of New York 
City, acted as toastmaster, and interest- 
ing addresses were made by the follow- 
ing: Hon. S. Davis Wilson, Mayor of 
Philadelphia; P. H. Kelly, Esq., a well- 
known Philadelphia attorney; Meyer H. 
Hertz, president of the Bowery Diamond 
Exchange; Grover C. Tuft, president, 
Kensington National Bank; joseph B. 
Bechtel, prominent wholesale jeweler; 
M. Herbert Syme, Esq., assistant city 
solicitor and Jacob H. Gomborow, detec- 
tive sergeant of the police department. 
A delegation of 20 members of the 
Bowery Diamond Exchange attended. 

A vote of thanks was extended to the 
following members of the dinner com- 
mittee for their excellent work: Jules 
Schwartz, chairman; E. S. Pelling, Sam- 
uel Lashof, Harry Gordon, Josef Milner, 
Frank Himelfarb, Harry Leibowitz, Ir- 
win J. Margolis, John M. J. Costello and 
Isaac Shifren. 

At the annual meeting of the associa- 
tion held in the Hotel Walton, just prior 
to the banquet the following officers were 
unanimously reelected to serve during the 
ensuing year: President, John M. J. 
Costello; vice-president, Samuel Lashof; 
treasurer, Joseph B. Bechtel; and secre- 
tary, Irwin I. Margolis. The same board 
of directors was chosen to serve for 
another year. 


Bandits Seize $14,000 in Diamonds 
from Sidney Kaufer in Lobby 
of Apartment Building 


Two armed bandits attacked Sidney 
Kaufer, 56, head of Sidney Kaufer & 
Co., diamond dealers, 48 W. 48th St., 
New York, as he was leaving his apart- 
ment at 145 W. 55th St. the morning of 
May 15 and forced him to surrender 
a wallet containing set and unset dia- 
monds valued at more than $14,000. 

The bandits entered the lobby of the 
building a few minutes before Mr. 
Kaufer stepped out of the elevator. They 
covered with revolvers the telephone 
switchboard operator, a chef and a third 
building attendant, all of whom were 
in the lobby, herding them into the ele- 
vator and clearing the lobby of persons. 
“This is a stick-up, boys,’ one of them 
warned. “Keep quiet.” 

Mr. Kaufer, stalling for time, handed 
the thugs first a wallet of private pa- 
pers and then his bill-fold, but they in- 
sisted on the gem wallet which they 
seemed to know he carried. Impatient 
with the delay, one dug into Mr. Kauf- 
er’s clothing and tried to wring the wal- 
let from the special vest he wore. Mr. 
Kaufer told police he clung to the wallet 





until finally one of the bandits, who had 
been waiting outside the elevator, ad- 
vised his companion “to plug him, if he 
won’t come across.” When a revolver 
was held to his temple Mr. Kaufer 
turned over his valuables. 

The thugs then directed the five men 
to run the elevator to the 15th floor, and 
not to give any alarm. Fearing reprisal, 
the attendants ran the elevator to the 
ninth floor, where Mr. Kaufer called po- 
lice from his apartment. The robbers 
got away unobserved. 


Both men were described by Mr. 
Kaufer as being Americans, and resem- 
bling each other somewhat in appear- 
ance. One was about 25 and the other 
about 30. Both men had regular fea- 
tures and dark hair. 


Mr. Kaufer viewed hundreds of photo- 
graphs in the rogues’ gallery without 
identifying any as suspects. 

The loot was in almost equal amounts 
of loose and mounted diamonds. The 
most valuable piece was a wide platinum 
link bracelet set with three marquise 
diamonds and emeralds. There were 
three narrower bracelets, one set with 
diamonds and rubies, and two brooches, 
one of which was set with an emerald- 
cut cape diamond, weighing 4.71 carats. 

The loss is entirely Mr. Kaufer’s. He 
carried insurance almost from the time 
he entered business in 1903, but failed to 
renew it this year. 





]. V. Toner Protests Against Tax Bill 
at Senate Committee Hearing 


PROVIDENCE, R. I.—James V. Toner, 
president of Saart Bros., Inc., manufac- 
turing jewelers of Attleboro, and a past 
president of the New England Manufac- 
turing Jewelers’ and Silversmiths’ As- 
sociation, protested against provisions of 
the proposed Federal Tax Bill a few days 
ago before the Senate Finance Commit- 
tee at Washington. 


“Business units represented by our asso- 
ciation cannot now afford to have any 
additional financial problems imposed 
upon them, and desire some assurance 
that they will be allowed in the future, 
as in the past, to determine their own 
financial policies,” said Mr. Toner. 


“This law, if passed, will not only re- 
quire small businesses to secure expert 
assistance in the preparation of returns, 
but will necessitate almost continuous 
consultation with tax experts and finan- 
cial advisers during the year. . . . Eco- 
nomic and financial conditions are still 
in a disturbed state. Certain changes, 
corrections and improvements are pos- 
sibly desirable in our scheme of taxation. 
But business cannot afford at this time 
to have its best brains focalized on a 
radically different tax -bill which is so 
complicated that very few, if any, can 
fully realize its ramifications. Labor 
today needs the capital resulting from 
earnings to be plowed back into industry. 
It also needs the undivided attention of 
management on the problems of produc- 
tion and distribution in order to relieve 
unemployment.” 
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W. A. Sheaffer Pen Co. Under Cease | 
and Desist Order Issued by. 
Federal Trade Commission 


Wasuincton, D. C.—W. A. Sheaffer 
Pen Co., of Fort Madison, Iowa, under 
an order to cease and desist issued by the 
Federal Trade Commission, is directed 
to discontinue a resale price maintenance _ 
policy in violation of the Federal Trade _ 
Commission Act. : 


In the sale of fountain pens, automatic 4 
pencils, ink, desk sets and kindred articles, 
the respondent company is ordered to stop — 
entering into contracts, agreements or — 
understandings with its dealer purchasers — 
to the effect that Sheaffer products are 
not to be advertised or sold at retail at 
prices less than those specified or fixed e 
the respondent company. 

Under the order, the respondent com- | 
pany’s resale price policy is not to bed 
affected by promises or assurances on the 
part of purchasers to the respondent” 
company or by cooperative methods be- | 
tween the.respondent company and its 
dealers. ; 

Also, the respondent company is or- | 
dered to cease maintaining or seeking to 
maintain uniform resale prices on its 
products by procuring from dealer pur- 
chasers certain contracts, agreements, un- 
derstandings, promises or assurances that — 
Sheaffer articles will not be sold by sug 
dealers to others for resale. 

The respondent company is ordered to | 
cease promoting its resale price policy by © 
means of a plan or agreement under — 
which it furnishes free to dealers articles 
such as show cases or other articles of © 
value, but under which it may reclaim © 
these articles of furniture or demand pay- © 
ment therefor if such dealers do not main- © 
tain the uniform prices. According to ~ 
findings, the Sheaffer company furnished — 
such furniture to dealers for exclusive dis- 
play of the Sheaffer products. 

Findings are that the respondent com- 
pany’s efforts to maintain its announced © 
resale prices are almost 100 per cent suc- 
cessful because less than 1 per cent of © 
its dealers fail to adhere to the resale 
price program. 

“The policy,” according to the findings, 
“has been a very strict and stringent one 
and has been vigorously and aggressively 
pursued and enforced by the respondent, 
its officers, agents and employees.” 

Price lists showing the uniform prices 
at which its articles were to be sold, were 
distributed to dealers, according to the 
findings, and each fountain pen and other 
article were given a price tab plainly 
showing the resale price. Among other 
methods employed was a “non-jobbing 
agreement,” in which the dealer agreed 
to sell Sheaffer products only to con- 
sumers and not to wholesalers, jobbers or 
retailers or to others for resale. 
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Prices of Silver Bars 





o. S- 
Government New 
London Assay Sell- York 
Date Official ing Price Official 

Mae Rs ccais 20 $5 44% 
mee Becccse 20% 44 
OS 20% 45 
May 22....0¢ 20 443 
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